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@ The Finest on Earth 


This slogan means that Atkins Silver 
Steel Saws, Saw Tools, and Specialties 
are the very finest that money and skill 
can produce. 


Every hardware merchant who sells 
them, and every mechanic who prides 
himself on owning the best tools made, 
is a booster. 

Place a trial order and let us help you 
make your tool department the most im- 
portant in your store. 


“Modern Manufacturing Methods Make 
Atkins Saws the Leaders”’ 


Send for “Pointers” 
and “Saw Sense” 


E.C. ATKINS & COMPANY 
q ae Indiana 
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Buying Silverware 
is a form of thrift 


to come—for her children and her grand- 


What is your attitude toward silverware 
children as well as for herself. 


when a customer comes into your store? 
Our advertising is turning the thoughts of 
more women than ever before to the sub- 
ject of silverware. Many are coming to 
realize that they need not get along with 
an insufficient equipment and that the 
purchase of enough silverware is a real 
form of thrift. 


If she is attracted by a display in your 
window or if a chest of “Ancestral” or a 
tray of “Anniversary” or “Ambassador” 
appeals to her, do you show her how the 





purchase she desires to make it not an 
extravagance but, in the truest sense of 
the word, is an investment ? 





If the silverware she buys is 1847 For advertising and display helps write 
Rogers Bros. Silverplate she is not buy- Sales Promotion Dept., International 
ing for today or tomorrow but for years Silver Co., Meriden, Conn. 


1847 ROGERS BROS. 


SI LVERPLAT E eS 


of Canada, Limited 
Hamilton, Ontario 





Salesrooms: 
New York 
Chicago 
San Francisco 
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Get Behind This Movement 
and Help It Along 


















1921—As a result of careful labora- 
tory investigation which proved that 
5l was the proper size for garden hose 
to be used with standard house fit- 
tings, a group of men interested in 
the manufacture and sale of hose be- 
gan to advocate that size. About 25% 
of the entire volume sold in 1921 


was of the 5" size. 
: 










| 1925—The 1925 total 
cannot yet be estimated 
but all indications point 
to an even greater gain 
than was registered last 
year. Many retailers ____ 
are trying out the 958" cae 
idea and finding that it Pio 
___- releases capital, saves - 
ake space and satisfies their 
customers. We hope 
shortly to announce 
_ that the proportion of 
--- 98"hose is approaching 
“a the 100% goal. 





1923—Leaders in the trade were 
looking into the matter and lending 
their influence. They saw the advan- i 
tages to distributor and consumer in 
a single size of hose when that size 
had been demonstrated to be the 
correct one. About 39% of the total 
sold in 1923 was 5", 

















1924—The movement 
gained more ground than in 
the two preceding years to- 
gether. The great hardware 
associations lent their sub- 
stantial aid, the trade papers 
assisted effectively, with the 
result that the préportion of 
540 hose was around 60% of 
the total volume. 


“30 <I 













MECHANICAL RUBBER GOODS MERS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 


Acme Rubber Mfg. Company The B. F. Goodrich Rubber Co. New York Belting & Packing Co. 
Boston Woven Hose & Rubber Co, Goodyear Tire & Rubber Company Pioneer Rubber Mills 





Cincinnati Rubber Mfg. Co. Hamilton Rubber Mfg. Co. Quaker City Rubber Company 
Combination Rubber Mfg. Co. Hewitt Rubber Company Thermoid Rubber Company 
Electric Hose & Rubber Co. Home Rubber Company United States Rubber Company 
Empire Tire & Rubber Corp. Mercer Rubber Company Voorhees Rubber Mfg. Co. 


Murray Rubber Company 
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Here’s the Right 


It’s planned as you would plan it— 
for your profit 


Just six roasters—that’s the right quantity. Doesn’t overload you. 
If you need more deals, it’s up to you. 


Three roasters of the large size—the biggest seller. Two of the 
medium size—the next best seller. One of the small size —the 
third best seller. No stickers. That’s the right selection. 


Standard Viko quality—that’s the right merchandise. 
Yours to sell at the regular retail price — that’s the right profit. 


National advertising of Viko roasters, coming at the right time. 
That’s the right co-operation. 

Brightly colored jumbo poster showing regular retail prices—one 
with every deal. Right again! 


Now Figure Your — 





Deal retails for . . ~ « « $16.85 
Deal costs you ....... .- 411.09 
Your margin. .  «« eee 


34% on _ price 
Note: In extreme western and southwestern states deal retails for 
$18.90; costs $12.46; margin $6.44— 34% on selling price. 


Don’t blame us,do you, for naming this the RIGHT Roaster Deal? 


Now’s the right time to order. Tear off the coupon below, fill it 
in, and you will get your roasters right away. 


Ask Your Jobber 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U. S. A. 


Makers of Everything in Aluminum 





Aluminum Goods Manufacturing Co., Manitowoc, Wis. 


Gentlemen: You’re right! We need ...... Right Roaster Deals. Please ship 
by {‘ci#"* } each deal packed in one carton, shipping weight about 24 pounds. 


expres 


Don’t forget to include the jumbo poster. Bill us at regular terms through 
our jobbers, who are: 


Name of jobbers 


i emeti——_— - 
a a a 


Our address 
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Roaster Deal 


Nationally advertised Viko quality 
supplies the right background 


This full-page Saturday Evening Post advertisement, reproduced 
here in miniature, will tell the merits of Viko roasters to 2,500,000 
circulation. And the same story will be told at the same time to 
the readers of Good Housekeeping, Modern Priscilla, Holland’s 
Magazine, Successful Farming, lowa Homestead, and Farmer’s Wife 


—a total circulation of 5,691,482 copies. 






Here are the Roasters 


~ min 


——$— ee — ee _— 
—— 
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No. 5458— in deal 








in deal 





No. 5457— 
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The Popular Aluminum 
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Columbia Fence! 


HE sales of Columbia Super-Zinced Fences 
have increased greatly during the past year. 
This is partly due to the greater general use of fence 
by farmers, but the larger part of the increase is due 
to the wide approval of the merits of Columbia 


Fences. 


Super-Zinced Wire Fences 


have the features desired both by dealers and 
consumers. They are positively unexcelled in 
quality and durability by any other fence on the 
market, and the consumer is fully protected by our 
guarantee. At the same time, our proposition in- 
cludes close cooperation with our agents to promote 
their fence sales, without any undesirable features 
which may be abused and cause them loss. 


Farmers are making improvements, buying equip- 
ment and buying fence. We believe you will be 
interested in our proposition of helping you develop 
a larger fence business, and supplying your other 
wire needs such as barbed wire, plain and galvan- 
ized wire, gates, steel posts, bale ties, and wire nails 
of all kinds. Warehouses at advantageous points. 
A postal card or letter will bring full information; 
no obligation of course. 


Pittsburgh Steel Co. 


Pittsburgh New York Chicago Memphis Dallas San Francisco 


for 
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All Steel Wagons are 











t. 

é # 

: the Rage! 

s 

c Unless you carry a full line of All-Steel Wagons, you 
e cannot get your full share of the wagon business in 


f, your town. 
A full line of styles and sizes is necessary to take 
care of the big demand for All-Steel wagons, and you 
4 may obtain this complete assortment in the old, reliable 
‘Pioneer Line”. 
As usual the Gendron ‘Pioneer Line” has ‘“‘set the 
pace” in All-Steel Wagons. Write for fully illustrated 
printed matter and prices. We can make prompt 
shipments of samples or merchandise for stock. 


No. 290 Illustrated Above 
Finished in striking baked enamel tangerine color. Full sized, wide 
body 14x30x1t. Large 5” roll around top with deep beading and seam- 
ed bottom. Extcemely strong and rigid. Bottom thoroughly reinforced 
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3 
“ie with steel cleats, solidly bolted. Channel steel gear with 934" steel disc 
ae wheel on roller bearings and fitted with 1” corrugated rubber tires. Ship- 
24 o packed one to a carton with strawboard liners to protect sides and 
+ % 4 »xttom against scratches. Weight, ready to ship, 34 pounds. 
eee THE GENDRON WHEEL CO. 
. ee Toledo, Ohio 
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Vehicles for Children 

















HARDWARE AGE 





Revere ““R’”’ Tread 
Clincher Cords 








HE Revere Rubber Company has built its 

enormous business on the policy that sat- 
isfied dealers are the most important elements 
in selling tires to the public. 

No effort has been spared in seeing that 
Revere dealers have every opportunity to 
build up a profitable tire business. 

To this end, efficient manufacture and eco- 
nomic distribution of Revere Tires have been 
brought about through years of careful plan- 
ning and foresight. 

Revere Tires are manufactured in a thor- 
oughly modern plant where the quality is 
kept high and waste eliminated. 

They are distributed through the leading 


Revere Balloon 
and Balloone- 
Type Cords 







Revere Heavy 
Service Cords 











Making the Revere 


Dealer Completely 
Satisfied with his 


Tire Connection 


hardware jobbers of the country—a distribut- 
ing system that is a model of economy and 
efficiency. 

It is these things which enable the Revere 
dealer to make substantial profits. He is given 
the advantage of what the makers of Revere 
Tires have accomplished in cutting overhead. 

He has no price resistance to meet and yet 
he does not have to cut down on his own 
profits to move Revere Tires. 

It is important, too, for Hardware dealers 
to be able to sell a tire for every motoring re- 
quirement. Such is the Revere line. 

We will be glad to put you in touch with 
the nearest Revere distributor. 


REVERE  @ COMPANY 


1790 Broadway 


New York City 


TIRES 


Revere Tires 


July 30, 1925 


Revere Cords 
(Full Pressure) 
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KITCHEN KATCH-ALL 


The Sanitary Under-the-Sink Strainer 





























Tested ond Approved 
oe 35.95 
a Pa Good Housekeeping 
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OT more than once in a generation do you have te eid 
opportunity to handle a piece of merchandise so 1A |||//, “iui 
eagerly bought as the Kitchen Katch-All. The advantages Daviess: li m 


of this covered, aluminum garbage container are so in- 
stantly appreciated, that practically every woman buys it 
at once. The Katch-All is made of high grade polished 
aluminum with tinned wrought iron brackets and is “— 

clamped to any drain pipe by simply tightening two cm: / 
screws. 





Women want to be rid 


Swings under sink out 
of the way There is a vast and practically virgin field for the sale pe gp ee ea 


of this Katch-All. Stock turn should be from 8 to 12 
times the year with a representative stock. The Katch-All 
is comparatively new—yet in a few years we have doubled, 
trebled and are now doubling again, our manufacturing 
capacity to catch up with the demand. 








You will easily recognize the big possibilities in this Katch- 
All. If you will send us the name of your jobber, with 
$2.00 we will send you one sample Kitchen Katch-All com- 
plete, charges prepaid, for trial. Only one to a dealer. 











THE OHIO METAL UTENSIL COMPANY, 1510 East 45th Street, Cleveland, Ohio 


Send me prepaid one Kitchen Katch-All for which I enclose $2.00. My jobber is, 
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Back of every lasting success there is a 
logical reason. The reason for the success of 
Gray-Wick Screen Wire Cloth is found in the 
service it gives. 


Gray-Wick is produced from rust-resisting 
Open Hearth Steel made in our own furnaces. 
The wire is drawn in our own mills. Every 
operation from the raw material to the finished 
product is done under our own supervision. 


Gray-Wick carries an extra heavy electro 
zinc coating enameled with transparent var- 
nish. “Life Insurance” is built right into it. 


12 Mesh, No. 33 gauge each way 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 

No. 34 gauge warp 
18 Mesh, No. 34 gauge each way 


~GRAY-WICK 


Gray-Wick has a pleasing Gray color. When un- 
rolled it lies smooth and flat and not wavy. This is a 
great advantage to customers in applying it to screen 
frames. 
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ene Every WICKWIRE BROTHERS Product is backed 
soe by fifty years of experience. 

sss Our Other Brands of Screen Cloth 

ase Cortland Black Enameled 

oh White Metal Finish 

ses Wickwire Premier 


Wickwire Bronze 


Your jobber will supply you. 
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NEW YORK, 342 MADISON AVE. 
CHICAGO: 1431 LYTTON BLDG. SEATTLE: 302 PIONEER BLDG. 


Customer satisfaction 


—is what pays 


“A satisfied customer is a store’s great- 
est asset.” This fact can’t be denied, 
for above all, it is customer satisfaction 
that pays — that builds business — with 
the merchandise playing an important 
part. 


In any Rome Copper Utensil the cus- 
tomer can see real value. Each is an 
item that returns to the buyer the ut- 
most in service and satisfaction. 


First, it is copper—an ever-enduring 
utensil metal. 


Second, it is a Rome Utensil made with 
care and skill—a product with 33 years’ 
copperware manufacture behind it. 


Dress a window with Rome Copper Tea 
Kettles, Inset Pails, Tea and Coffee 
Pots, Percolators, and Wash Boilers— 
display and advertise them. Let people 
know you have distinctive utensils of 
copper—sales will follow. 


ROME MANUFACTURING COMPANY 


Offices and factories: , ROME, NEW YORK 
BRANCHES: 


SAN FRANCISCO, 610-614 WELLS FARGO BUILDING 








COPPER & ALUMINUM UTENSILS 


HARDWARE 


ROSTON, 60 INDIA STREET. 


AGE 11 
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The Human Side 


Great Business 





HARDWARE AGE 


of a 


Publication 


Back of every great enterprise 
is a human element contributed 
by those men whose experi- 
ences and personalities are re- 
flected in that enterprise. 


This is the element that molds 
opinion, creates good will and 
makes or mars its success. 




















Ran eG LUINGTON is full of able cor- 
\ b5/p]| respondents, but few are better 
igs \ 45> known or enjoy more intimate 
(aVP'vi¥) relations with the “powers that 
bate be’ than William L. Crounse. 
Trained in the broad school of metropolitan 
journalism, an _ indefatigable worker, a 
graphic and pungent writer, his weekly let- 
ter from the National Capital is one of the 
outstanding editorial features of _HARD- 


WARE AGE. 


As never before in its history, Washington 
has been since 1917 the news center not 
only of the United States but of the world. 
On all matters affecting retail and whole- 
sale interests, both domestic and foreign, 
and of the hardware industry in particular, 
Mr. Crounse has been efficient and alert in 


William L Crounse, Washington Correspondent 


interpreting to our readers the politics and 
policies of our government and legislators. 


Mr. Crounse, who has represented HARD- 
WARE AGE at Washington for the past 
thirty years, was perhaps the first news- 
paperman to realize the importance of busi- 
ness papers having representation at the 
Capital. Prior to that time correspondence 
to trade papers from Washington was de- 
sultory and usually conducted as a sort of 
side line. 


The high character of Crounse’s work, his 
keenness for news and his rare ability in 
interpreting events and showing their true 
significance is testified to by his large per- 
sonal mail from hardware men all over the 
country and the frequent consultations into 


which he is called. 


“The Most Influential Hardware Paper” 


% ; 
Y 


Yi WY y; 


A.B.C. 


259 West 39* Street 





New York | City 


July 30, 1925 
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POLICE GOODS 


TOWER’S ADJUSTABLE DOUBLE TOWER’S BEAN’S PATTERN 
LOCK HANDCUFFS ADJUSTABLE HANDCUFFS 








Forged Steel Shackles 
& Locks can be set so that cuffs are always 


The Genuine Double Lock Handcuff. Made open and ready. Only a slight pressure on 
with two tumbler locks, one self-locking, the the release catch at back of lock with even 
second locked with key. Tumblers cannot be a heavily gloved finger is necessary to lock 
picked. the cuffs securely. 


TOWER’S PERFECT TWISTERS 





Interlocking handles, can be used from either 
side. Weight, 3 oz. 


MANUFACTURED BY AN ORGANIZATION SUFFICIENTLY 
VERSATILE TO MAKE US FAMOUS IN OTHER LINES 


AS WELL AS ICE. SKATES 





HARDWARE COMPANY 


Torrington, Connecticut 
New York Office: 151 Chambers St. 


ESTABLISHED 1854 INCORPORATED 1864 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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It is not too early now to plan your fall 
and holiday lines. 


The 
WORTHINGTON | 
LINE 


of mounted Pyrex is the most complete 
line on the market. It embraces both 
nickel and silver mountings in all sizes 
of round, oval and square casseroles, 
round and hexagon pie plates, cake 
dishes and utility dishes. 


Different designs to suit individual 
tastes, with a price range to fit any size 
of purse. 


If you want to put some of the old time 
“pep” and punch into your Pyrex busi- 
ness, add mountings. We have noticed 
that dealers who sell mounted Pyrex con- 
tinue to do a fine business in all seasons 
—mount your Pyrex and you bring it 
up to the minute and you make a display 
draw double the trade. 


Some Other Items—Good Ones 


Salt and pepper shakes, sandwich 
trays, crumb sets, table mats, etc., are 
valuable in this line. They give dis- 
tinction and completeness to any fall 
line—and they sell also at a fine profit. 


Drop us a post card—or ask our sales- 
man. Our line is now ready for delivery 
and our new Fall Catalogue is on the 
press. Shall we send you a copy when 
ready? 


THE GEO. WORTHINGTON CO. 
Cleveland, Ohio 


Established 1829 
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Will Be Out Soon 


The New 1925 Edition of Hardware Buyers 
Catalog—Bigger and Better Than Ever Before 


Theretore of greater service to you, Mr. Hard- 
ware buyer— 

It represents much effort and expense to compile 
—it’s our contribution to the best progress of the 
hardware trade. 

Many manufacturers have increased their cata- 
log descriptive data in this issue. 

A large number of additional representative 
manutacturers present information of their lines, 
therein, for the first time. 


They have been influenced in this greatly by the 
many thousands of hardware buyers who have 
commented favorably regarding the daily use- 
fulness of Hardware Buyers Catalog to them. 
You can help us improve this informational 
service, Mr. Hardware Buyer, if, when writing 
the manufacturer about the information ob- 
tained from its pages, you kindly mention Hard- 
ware Buyers Catalog. 

The manufacturer will appreciate the coopera- 
tion and so shall we. 


Hardware Buyers Catalog 


239 West 39th Street New York City 
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Our New Special Flexible Blade 


Practically unbreakable, both as to blade and teeth 









STAR Hack Saws 








We offer this blade for your approval to be used where tough 
stock and awkward angles for cutting result in great 
breakage. 


“MAKERS SINCE 1883” 


Clemson Bros., Jue. 
Addl etown, f2 1, 


We Have Something to Tell You About Hack Saw Blades—Write for Booklet 














As Good As Their Description 


In these days when the quality of so much merchandise 1s 
exaggerated in catalogue descriptions, it 1s reassuring to. 
dealers to know that Coes Wrenches are as good as their 


description. 


And as long as we make them their good quality shall 
always be rigidly maintained. 


Your Jobber will supply you 


COES WRENCH COMPANY 


“In business since 1841” 


Worcester Mass. 
. ©. Bielawtr Ge Gen . cc cccss 29 Murray Street, New York 

Selling Agents John H. Graham & Co....113 Chambers Street, New York 
: Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 
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No.“Ten- Ten” 


Garage Door Hangers 
and Watershed Track 


Builders, architects and owners the country over know 
the unfailing satisfaction that comes with the use of 
Allith No. ““Ten-Ten’’ Hangers and Watershed Track for 
single and parallel straight sliding doors. Simplicity of 
erection, ease of operation and the high quality are im- 
mediately recognized—this accounts for the ““Ten-Ten” 
hangers popularity. 

Doors equipped with this type of hanger are always in 
alignment—always on the track. Thé watershed track 
is accurately designed so as to provide absolute protec- 
tion against birds, snow, rain and dust. 


Allith ‘“Ten-Ten,”’ while on the market for years, has been 
improved from time to time. Likewise is this true with our 
entire line. Let us tell you more about A-P products. 


ALLITH-PROUTY COMPANY, Danville, Ill. 


MANUFACTURERS OF 
Door Hangers Rolling Ladders Overhead Carriers 
Fire Door Hardware Garage Door Hardware Spring Hinges 


Representative Jobbers Distribute A-P Hardware 
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T wouldn't be amiss to ask likely look- 
ing customers if they intend to build 











some time soon. If so, donate a set of 
Forethought Plans. Ten chances to one 
they will be filed away ina scrapbook 
ready to deliver a selling talk when the 
cellar-digging starts. 








McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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You Can’t Beat the Game! 






q UCCESS in the retail hardware business is governed primarily 
¥ by the proper balance of buying and selling. These two basic 
j*"44 factors are so closely related that inefficiency in either activity 

definitely and seriously affects the other. In a graphic way this balance 

shows us that success comes to the retail hardware mercharit who buys 
wisely, in the right quantities, at the right prices, and who discounts 
his bills, providing he sells efficiently and obtains reasonable profits. 


Should his buying be weak, poorly regulated and expensive be- 
cause of inadequate orders and small lot shipments the balance swings 
downward on the left and his sales record suffers from lost sales and 


increased overhead. 


The reverse is equally serious. Should his buying be too heavy, 
his selection of merchandise unwise, his cost prices too high and his 
credits extended excessively the right hand of the balance swings down- 
ward toward failure through dead stock and increased overhead. 


To buy properly the dealer must study the wholesale market, 
analyze his own retail outlet, buy at right prices, keep posted on chang- 
ing conditions or ever-shifting preferences and whenever possible dis- 
count his bills. Only in this way will efficient selling methods be per- 
mitted expansion and fruitful gains. 


Keep the indicator pointing at “SUCCESS.” 
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In this article vou 
will find some prac- 
tical suggestions for 
stretching the season 
on “seasonable” lines 
and thus turning 
“Dull Days Into Prof- 


. > 
its. 








lines to cover the whole year—putting 

less seasoning into the merchandising 

dish—taking more lines out of the “‘seasonable”’ 

class. That is the modern way of getting the 
greatest return on your investment. 

Increased sales, profits and new customers 


A ines to 660 the season for ‘“‘seasonable”’ 


are the results of new ideas. New ideas are. 


the seeds of sales success. Plant them in your 
store—cultivate them with attractive displays 
and good service—and you will have a rich 
harvest to place in your cash register. Study 
the sales possibilities of the various lines of 
merchandise you carry in stock and you will be 
surprised how many different lines you have 
that can be sold from January to December, 
although they are classified as “seasonable.”’ 
Take camp furniture, for example: The auto- 
mobile has brought a growing demand for 
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Please! 


| By Charles P. Catlin 


camp furniture ever since it sold the public 
on the benefits and pleasures to be derived 
from living in the great-out-doors. Look at 
the roads these days—a network of ribbons 
reaching in every direction tying together 
every part of the country—each a road to 


‘greater health and happiness for the motorists 


in automobile after :automobile! Each of the 
motorists a potential customer for more and 
more camping equipment! Auto-campers, 
auto-fishermen, auto-sportsmen, auto-week-end- 
ers, auto-picnickers! There’s a wonderful op- 
portunity here to boost the sales of camping 
equipment. 

In the past, camp furniture was considered 
a first-class seasonable line to feature during 
the summer vacation period. If merchants 
cleaned up—sold out their stock during the 
season—well and good. If not—they were 
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burdened with the expense of carry-over. The 
question was whether they sold out or were 
“sold’”—handicapped with furniture they had 
to carry over till the next summer. Left-overs 
eat the very vitals out of profits. 

Shrewd merchants everywhere are constant- 
ly studying—finding ways and means to sell, 
sell, SELL so-called “seasonable” lines of mer- 
chandise all year round. Now, camp furniture 
is being sold successfully every month of the 
year by aggressive merchants. 

America is a land of pioneers. Americans 
are lovers of the open spaces. “Get up and 
get out,” might well be our slogan—out where 
the skies are blue and the air is clean. The 
“lure of the open road” is a mighty magnet that 
draws almost all of us outdoors. Let the breath 
of the woods, the fields, the mountains and the 
sea blow more customers into your store—the 
winds.of the open puff out your sails—sales! 
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see ways in which emergency furniture—extra 
equipment—could be used to the potential cus- 
tomers’ advantage and your profit? 

“Come home with me! We’d be glad to have 
you and we can always put up an extra guest 
or two!” So speaks the man who wisely has 
equipped his home with extra cots, tables and 
chairs. Just last week I was visiting a town in 
which lives a friend of mine. He extended this 
invitation to me and continued, ‘Yes, we’ve 
found it’s a good plan to have extra furniture 
for chance visitors. We have the right kind— 
you know, camping furniture—that kind that 
folds up and takes next to no room when not 
in use.” | 

“For economical transportation,” the Chev- 
rolet slogan, might well be used for this kind 
of furniture—it is so economical, so conve- 
nient and easy to take from place to place. Yet 
it is permanent furniture as well as inexpen- 
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HREWD merchants everywhere are constantly 
studying—finding ways and means to sell, 
so-called “seasonable”’ lines of merchandise all 
year around. Now camp furniture is being sold 
successfully every month in the year by aggressive 
merchants. In this article Mr. Catlin tells you 











Living in the open has created a steady de- 
mand for inexpensive, attractive furnishings 


for summer homes, summer and winter camps, © 


porches, solariums, sleeping porches, hunters’ 
lodges, trappers’ cabins, outdoor sanatorlums 


and tenting, motor-camping, yachting, lawn - 


parties and picnicking. These are only a few 
of the places where folding furniture of this 
character is essential. 

There are many other sales possibilities for 
folding cots, chairs, stools and tables. 

Camp meetings, sales meetings, conventions, 
chautauquas, weekly band concerts, bridge par- 
ties, all offer opportunities for the sale of such 
furniture. In fact, splendid sales opportuni- 
ties abound wherever you look. Use your sight, 
your foresight and your insight and you will 
see opportunities in every site. Look at the 
seashore—there beach chairs are needed. Look 
at clubs—especially boat club verandas from 
which boat races and regattas are to be watched 
—at hotels and ‘at summer homes. Don’t you 


sive. Besides, the chairs are most attractive 
when covered with cretonne. They give the 
sun-parlor, the sleeping-porch, the bedroom an 
atmosphere of coolness and charm. 

Folding tables are particularly practical— 
and easy and profitable to sell. Display and 
feature them in connection with games, sewing, 
radio equipment. They are also convenient 
for luncheons, teas, playing cards and working 
out cross-word puzzles. Children’s study 
table. 

No longer is folding furniture looked upon 
solely as camping furniture to be used for a 
few weeks during the summer’season and then 
stored away until the next season. 

Sell camp furniture as camp furniture dur- 
ing the camping season. Then go right on and 
feature, display and sell it as emergency and 
home furniture all year around. Then you will 
have no need to tuck it away as left-overs in 
your warehouse. 








Next Week! 


Mr. Catlin will discuss from an entirely practical standpoint an important merchan- 


dising topic. Watch for his article! 
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Our Readers’ Forum 


Cooperation and Constructive 
Competition 


HE old adage “In Unity is Strength” 
may be well applied to the business 
methods of today. 

All around us we see corporations. Now 
the word corporation comes from coopera- 
tion, and Webster defines cooperation as 
“Teamwork.” 

We see this “teamwork” in the largest 
businesses of today as well as in our Labor 
Unions, which are really nothing but coop- 
erations or corporations of labor. 

Team work or cooperative work should 
bring out the BEST that is in us, inasmuch 
as we only “team-up” with friends or 
brothers in the same line, and the results of 
this “Teaming-up” should benefit all man- 
kind. 

Insurances (life, fire or benefit) are the 
outcome of teamwork. We are all paying 
toward these, and when one of the members 
is in need, he will receive the benefit of this 
“cooperative” work. 

One—two—ten or a hundred men could 
not very well do individually, what thou- 
sands do, working together in this field. 

And so it is with subways, telephone and 
other businesses of magnitude. What could 
vour individual nickel do, if it did not have 
the help and cooperation of millions upon 
millions of other nickels‘ The result again 
is for the benefit of us all. 

Department stores or stores where more 
than one department are under one roof, 
one management or one delivery system, are 
also cooperations or “‘teamworkers.” The 
result is that the individual overhead of each 
and every department is lessened, and again 
the public is benefited through lower prices, 
better service, or in some other way. 

The BIGGEST waste nowadays for the 
smaller merchant is just the lack of this co- 
operation or teamwork. For instance, have 
vou ever noticed the delivery system in a 
small town’ If not, do so, and you will see 
clearly how much is wasted in this depart- 
ment alone. 

Mrs. B. goes out shopping to “Main 
Street.’ She goes to the butcher, the grocer, 


the hardware and dry-goods stores, and 
probably all of her purchases do not amount 
to ten dollars, yet it takes FOUR individual 
deliveries to bring her goods home. This 
means FOUR times the money tied up in 
delivery vehicles, it means FOUR times the 
wages what one man would earn, it means 
FOUR times the price of gas, etc. 

Now the department stores do not send 
out a separate delivery for dry goods, an- 
other for hardware, another for groceries 
and so on. They combine these deliveries 
into ONE department, which has worked 
out almost as punctual a delivery system as 
the U. S. Government has worked out in 
its Postal Delivery Service. 

I believe during the World War, the 
Government did request the application of 
economy on gas, with the result that the 
merchants made less deliveries. It is not 
necessary now to make fewer deliveries, but 
the same truck or delivery wagon could 
make deliveries for other stores as well and 
consequently the saving of this “teamwork”’ 
could again benefit the public. 

And it will do more than just save money; 
it will bring out “The Brotherhood of 
Man.” Merchants will come closer together, 
talk about and work out things for the 
“common weal” and eventually a fortifica- 
tion will be built as strong as the Rock of 
Gibraltar, through cooperation and team- 
work. 

Beneficial results MUST be the out- 
come. Petty competition, price-cutting, 
undermining each other, have made place 
for loyalty and friendship. 

Where before the people in the same line 
of business looked upon each other as 
enemies, now they see the folly of division 
and the benefit of rightful wnity. 

Jealously has made place for brotherly 
love. Allin all, the world has grown better 
because of a better understanding. 

Now this “Joint or Teamwork” would 
work for good. By this I mean, it would 
serve the customer in every way, in telling 
her the truth about merchandise instead of 
making misstatements, in giving honest 
values instead of overcharging, in showing 
her that her trade is appreciated by receiv- 
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ing her in a clean and well kept store. All 
these things count as service, and the only 
rivalry or competition should be in this 


respect. 
(Signed) M. M. GopscHaLk 





Hamp Williams’ Refreshing Point 
of Vetw 


F we can ever get that council formed of 
| three manufacturers, three jobbers, 
and three of us retailers we will tell the 
trade a few things. The reason we know 
so much more than the jobbers and manu- 
facturers, there are so many more of us. 
Well, I guess it is all right. The tariff will 
take care of the manufacturers and they in 
turn will look after the jobbers, but what on 
earth is to become of us retailers who have 
to “Re-Tail” everything they can’t sell to 
anybody else, is more than I can tell. If it 
was not for the help we are getting from 
the department stores, catalog houses, 
chain stores, peddlers and semi-jobbers, we 
could not supply the demand for hardware 
and other stuff that we are handling. I 
wanted to make a proposition to the retail 
hardware men of this country while at the 
convention, but it was such a big thought 
I was afraid a lot of those little fellows 
would say I was shooting over their heads, 
as is often said, so I didn’t spring it; but 
to my mind if I could get all the retail 
hardware men who belong to our retail hard- 
ware association into the deal we would 
solve our troubles for all time. 

The chain stores are making the greatest 
success of any and they are our strongest 
competitors. 

Now here is my thought and it is cer- 
tainly a big one, and many will catch it right 
off the bat because it is very plain. It is 
this: Say there are 20,000 retail hardware 
stores in our association, and we form our- 
selves into chain stores and buy altogether 
from the manufacturer direct and let the 
jobber do the selling at retail. Some of 
them are doing it anyway and there are a lot 
of people who want to buy from the jobber 
and are perfectly willing and glad to pay 
the jobber regular retail prices so long as 
they don’t know it. 

Now the thing for us to do is to get busy 
at once and form this big chain store with 
Brother Hatcher as President and the Na- 
tional Board as Directors. I hope to see this 


completed in every detail before George 
Gray and myself are sent to the boneyard. 
Our advice and services will be almost in- 
dispensable and here is where our Zoning 
System is going to be further vindicated. 
All those who belong to the Retail Hard- 
ware Association who desire to become a 
member of such a combination which will 
not be in restraint of trade will have to send 
in their applications, giving the approximate 
amount of fast moving hardware on hand. 
You will have to sell all your slow moving 
goods and fixtures to the jobber who will 
take over all the merchandise our chain 
stores can't sell, the same as retailers are 
doing now. I don’t think it will be possible 
for us to get money enough to pay cash, so 
you will get so much down, balance on in- 
stallments. 
(Signed) Hamp WILLIAMs, 
Hot Springs, Ark. 





The Weekly Jolt in Hardware Age 


¢¢ AFTER reading about Hamp Williams’ 
A auto trip from Philadelphia to Hot 
Springs, we don’t wonder at his 
great success as a hardware man. If he 
drives his business the way he drives his car, 
his right to the title of Hardware Speed 
King of Arkansas must forever remain un- 
disputed.” 

Hamp has the original Arkansaw traveler 
beat a hundred miles to the gallon, and then 
some. 

We note that the American Business 
Man’s wife is advahcing into the limelight. 
Our own experience leads us to say that 
behind every man behind every gun or 
counter is a woman and she keeps him on the 
job. The only kind of a man that hasn’t 
a woman behind him is the man who isn't 
behind anything himself. 

We have been reading Saunders Norvell’s 
foreign matter with keen enjoyment and 
understanding appreciation; but at the same 
time we can't help speculating on what be- 





came of the nightingales which he crossed 
the big river to hear’ We are still listen- 
ing’ in. 


Buy-the-buy: Have you looked over 
“Aids to salesmanship?” ‘The men behind 
these ads know what they are talking about, 
and, we're willing to bet, they’re all married. 

(Signed) Winitiam LupLUuM 
Mount Vernon, N. Y. 
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Part of the crowd attending the sale of “Dover 
Dell.” the model house. furnished and auctioned 


by W. E. Barnes of Memphis, during “Better 


Homes” Week. 


‘Better Homes’ Mean Bigger 
Profits to W. E. Barnes 


‘) designated May 10 to 17 as Better Homes 
Week, furniture and hardware dealers in 
Memphis, Tenn., decided to make the most of 
the celebration. William E. Barnes, Inc., deal- 
ers in both hardware and furniture, bought 
a newly erected house to use for display and 
advertising purposes. The little home was 
named “Dover Dell.”’ 

Hardware, wall paper, plumbing fixtures, 
electrical equipment and kitchen utensils were 
furnished from the Barnes hardware stock. 
The furniture was taken from the furniture 
division of the business. Pictures of the home 
appeared in the newspapers. The company ad- 
vertised it extensively as a model modern home, 
invited people to visit and inspect the house 
and even issued special invitation cards. After 


\ 7 HEN the National Better Homes Bureau 





the Better Homes Week had ended the home 
complete was auctioned off publicly by William 
E. Barnes, president of the company. This 
stunt attracted 35,000 people to visit the home. 

Commenting on his experiences Mr. Barnes 
writes: 

“The local dealers planned, in conjunction 
with the National Better Homes Bureau, to 
celebrate Better Homes Week from May 10 to 
May 17 inclusive. We were anxious to have a 
house for display purposes but could not find 
a suitable one in the bunch left which had been 
offered by local builders. 

“In looking around we ran across a gem of 
a little home not quite completed. The con- 
struction was at a standstill because the owner 
had run out of money. We were able to buy it 
cheaply. 


















cearmeurmnare ence 
Re te at Ne eee 


SOE Baten 
eS ae 





x 
+ 
zi 


YS RARE an Seteve PERO AKIN eR Bre pT iE 


BES VER ee Pee ae Oe sae PAO ee, 








- bs 
ft 
eo 
' 
; 





July 30, 1925 





cae ROT pe a epee 


Hy 
ry 
= 
= S 


; SR = ae 


“Fortunately the hardware had been fur- 
nished by us. We made arrangements with one 
of the local decorators to put in the draperies. 
The bath tubs and other plumbing fixtures came 
from our stock, as did also the electric fixtures, 
rugs, furniture, wall paper and kitchen equip- 
ment. 

“The advertising campaign was handled by 
one of the local newspapers. They gave the 
show considerable publicity. Most everybody 
who had anything to do with the construction 


A view of the living room 





in the model home, 
“Dover Dell,’ auctioned 
off during “‘Better Homes” 
Week. A large part of 
the furnishings were sup- 


plied by W. E. Barnes. 


The dining room in the 
model home, which was 
a feature of “Better 
Homes” Week and which 
drew unusual crowds 
and attracted great in- 
terest in Memphis. Fur- 
nishings were supplied by 
W. E. Barnes. 
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of our house had advertised during the week. 

“We decided that an additional amount of ad- 
vertising could be had by auctioning the place 
off the last part of the show. 

“During the week we had about 35,000 visi- 
tors in our house. It was almost impossible to 
take care of the crowds on Sunday and the 
afternoon of the auction. 

“For the purpose of identification we named 
the place ‘Dover Dell.’ The auction went off 
nicely. The place sold for $12,500, which en- 


















'*Dover Dell,” the. attractive and completely 
furnished bungalow which was sold by 


auction during “Better Homes” Week. 
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abled us to come out with a profit even after 
our advertising and other expenses had been 
paid 

“A couple of days after the sale the pur- 
chaser decided he wanted a get out of the con- 
tract so he gave us about 10 per cent of the 
purchase price to cancel it. 


“We had numerous calls and inquiries from 
prospective customers but decided to wait 
awhile and have another show this month. We 
start it tomorrow. The lighting fixtures and 
furniture are all different and we anticipate 
other large crowds. 

“Our furniture and plumbing supply depart- 
ments are so new that comparatively few of 
the buying public knew about them. Dover 
Dell, however, put us on the map and has helped 
business materially in the last few weeks. 

“Nearly every day for about three weeks 
there were stories about this little English cot- 
tage often in the front pages of the papers. We 
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expect to have at least one of these shows every 
year. 

“In addition to the newspaper ads, we spread 
signs around town directing people to the loca- 
tion. In front of the house we used our regu- 
lar building. 

“Inside we used several signs, such as: 

All furniture Displayed 
in this Home from 
WM. E. BARNES, INC., 
153 S. Main St. 
and 
Our Furniture is Sold 
on easy terms. 
WM. E. BARNES, INC., 
153 S. Main St. 

“Signs on the bath tubs and lavatories, etc., 
advised the visitors that our plumbing supplies 
were sold on easy terms at retail. The bed- 
rooms were attractively papered and the signs 
advertising our wall paper department were 
conspicuously displayed.” 
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Manufacturers’ Exhibit Helps Myers’ Sales 
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These window displays were part of a very successful manufacturers’ exhibit of hardware and mill 
supplies, held by Geo. A. Myers & Co., Inc., Paterson, N. J. This exhibit had much educational value 
and attracted crowds. It also proved a potent means of stimulating sales during and after the event. 
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Al Cornell 
at his desk. 
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Al Cornell—One of Brooklyn’s Most 


Progressive Hardware Merchants 


L CORNELL is nothing if not practical. For 
twenty-five years he has been known as a 
prosperous and practical Brooklyn hardware 

merchant. Though his signature on a check would 
read H. A. Cornell, most people know him as Al. 
He must have been born an organizer and an exec- 
utive. The store he operates was founded by his 
father, S. W. Cornell, in 1853, and is still con- 
ducted under that firm name. It was originally 
located on Fulton Avenue, near Jay Street, Brook- 
lyn, N. Y., but in 1879 the business was moved to 
121 Court Street, Brooklyn, and has been there 
and continues to flourish at that location under 
the able guidance of Mr. Cornell. 

Many of the fixtures in the Cornell store gave evi- 
dence that young Al of thirty years ago was as 
practical with carpenters’ tools as he has -been 
since as a retail merchandiser. You will find hand- 
made cases for screws, bolts, nuts, cotter pins, ships 
augers, grinding stones and countless other small 
items which were designed and built by this young 
man in the nineties. At that time it was very diffi- 
cult for a merchant to obtain practical fixtures 
such as are now available from several sources, 
and it was necessary to make special fixtures your- 
self or go without. And Al Cornell was not the 
kind to go without anything he needed or wanted. 

You will note from the picture shown of one of 


the screw cases each section has nearly 100 small 
compartments or drawers. A card on front gives 
the size, price and thread. From these cases bulk 
sales are made, and Whenever stock is low in any 
size a new package is broken entirely and the con- 
tents put in the proper compartment. In this way 
no customer is sold a short package, and the prob- 
lem of taking stock is a simple one. Packages of 
screws, bolts, cotter pins and items sold that way 
are kept elsewhere on shelves. If the customer 
wishes a dozen or some odd quantity it is sold from 
the case. 

Mr. Cornell also made up many swinging sample 
boards. For example, over in the corner near the 
office you will find a hinged display board contain- 
ing on one side a very complete assortment of fur- 
niture casters. On the reverse side you will find 
oil cups. Another board contains pet cocks on one 
side, and some other line on the reverse. Under 
each sample on both boards you will find a card giv- 
ing a number and a price. The number of a drawer 
is also given, so that the clerk may easily reach be- 
low the display, pull out the proper stock drawer, 
and make a prompt efficient business transaction 
with the customer. 

Practically every item carried in the Cornell 
stock is featured on a display board or showcase 
so that a customer is quickly impressed that Cor- 
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nell’s stock is varied and complete. 
item has a card with a number and a price, and a 
greenhorn could easily handle sales as far as find- 


ing the goods are concerned. 


Each displayed 
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A cashier in the center of the store handles all the 
money receiving stamped machined sales checks. 
Just in front of the cashier’s 
displayed poultry netting and wire cloth in special 


cage Mr. Cornell has 











Section showing how odd quantities of screws, bolts and nuts, cotter pins, etc., 


are handled. 





Between the supporting pillars of the store, 
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Fach drawer tells contents and price. 


elsewhere. 
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Mr. Cernell has built racks and partitions 

for the display of a most complete line of 

brass strips. This section of the store i« 
known as “Brass Alley.” 


Package goods are kept 
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Corner near office where pet cocks, 





. Cornell carries an unusually complete 
line of vises and this picture gives an idea 
of how effectively the tine is displayed. 


be pert ape 
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and caster display boards are swinging. 


Uumber on sample boards are traced to number on stock drawer below. 








Along all ledges and shelves you will find a brass 
rod countersunk as a means of protecting the coun- 
ter edge and preventing small items from rolling 


off to the floor. 


frames which he made himself. 
tains the size of the roll and the size of the mesh, 
because Mr. Cornell learned long ago that people 


Each frame con- 


could visualize wire cloth or poultry netting, but 
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could seldom give you the proper size or mesh, ex- 
cept by seeing a sample. We are showing a picture 
of this feature, which is something worth following 
out yourself. 

Out in the yard at the back Mr. Cornell has a very 
useful combination shed. The open section has sash 
weight bins, and the closed-in part is for roofing 





Casement hardware, garage hardware, ball bearing hinges, on display boards. 


Below the store’s stock of ship augers. Note sizes carried 


You will note in the picture a driveway 
leads to a side street. A heavy door locks the drive 
way at night to prevent theft. You can readily 
realize the convenience of a backyard sash weight 


paper. 
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appropriate space saving location. At one point in 
the store supporting pillars project 10 in. from a 
wall. Mr. Cornell built in racks and partitions be- 
tween the pillars and uses this section to display a 
most complete line of brass striv, a picture of which 
is shown in this issue. This particular part of the 
store is referred to as the brass alley. 

In the display space utilized for poultry 
netting samples, you will find a complete line 
of brass shelf supports displayed with prices 
and numbers. Just in back of the cashier’s 
desk is a very unique cost and price system, 
of which Mr. Cornell is justly proud. This is 
such an unusual and interesting feature that 
we are reserving it for a special story to run 
in a subsequent issue. 

In looking at the picture with the display 
boards containing pet cocks and furniture 
casters, you will note to the left a very neat 
cabinet, which contains drill taps from the 
smallest to the largest size. This is another 
example of the youthful craftsmanship of 
H. A. Cornell, who as a boy in his father’s 
store, practically rebuilt and redesigned the 
equipment, fixtures and layout of the busi- 
ness. 

Very spacious basements contain large 
stocks of nails, galvanized ware, wire prod- 
ucts and some heavy hardware, such as 
blocks and tackles, pipe, iron and steel. 

There is no waste floor space, wall space, 
or show case space in the Cornell store. No 
lost motion is necessary or visible in the han- 
dling of customers, wrapping of packages and 
completion of a sale. The credit for this very prac- 
tical business house of Brooklyn is due largely to the 





Sash weights in yard 


stock room. Sash weights are carried in practically 
all common sizes. 

Cornell does a big business with factories. Sells 
considerable raw hide belting, lacing, brass strips 
and rules and keeps each one of these items in an 





efforts and ingenuity of H. A. Cornell, and while he 
jokingly says the business is “the best home-made 
hardware store in America” we cannot refrain from 
repeating our first sentence ‘‘Al] Cornell is nothing 
if not practical.” 





Motor for Home Refrigera- 


tion Systems 


The “Century” Repulsion Start In- 
duction Single Phase Motor, made by 
the Century Electric Co., St. Louis, is 
quiet and the control automatic. 

It starts as repulsion motors with 


the brushes on the commutator which 
are automatically released as full speed 
is attained, the commutator bars are 
short circuited by sliding short cir- 
cuiting segments into contact with 
them when the motor operates as an 
induction motor. Inherent magnetic 
hums have been guarded against by 


properly proportioning the iron, steel 
and copper entering the motor assem- 
bly. .Wool yarn system of lubrication 
is said to make the motors practically 
self maintaining for a period of several] 
years. It may be used for driving 
home pumps, soda water carbonators, 
refrigerating machines, etc. 
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Here Are Ten Timely 


You Will Find These Suggestions are 





No. 1. What $1 Will Buy | 


“What One Dollar Will Buy” is the substance of a business getting idea em- 
ployed at regular intervals by a hardware merchant on Columbus Avenue, 
New York City. A large poster bearing these words is pasted on the window 
and groups of articles, each bearing a smaller “What $1 Will Buy” sign, oc- 
cupy the balance of the display space. 











No. 2. Introduction Cards 


A Hartford dealer has borrowed a good idea from the bootlegging fraternity. 
He asks his regular customers to distribute among their friends printed cards 
reading as follows “Mr. Hardware Dealer (name and address), this card will 
introduce Mr. Blank, a friend of mine, whom I am pleased to recommend as a 
desirable customer.” As this particular dealer possesses the good will of most 
of his customers, they have entered into the scheme with fine spirit and sent 
many new accounts to the store. 








No. 3. Reflecting the Feet 


_A mirror placed in the window so that those who pass see their feet in ac- 
tion, is sure to command the attention of many who would not otherwise stop 


to look at your display. 














No. 4. “Cheer Up, World!” 


A retailer in Kansas City has won the reputation of being a live-wire, above- 
the-average hardware merchant by displaying in his window large posters 
bearing messages of optimism and good cheer, without any reference to his 
business. Such home-made sayings as these are used: “The world looks 
brighter from behind a smile,” ‘‘Remember, things always could be worse— 


You’re lucky,” etc. 
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No. 5. Tell Them! Sell Them! 


Too many hardware dealers, when asked by a prospect concerning a certain i 
article, simply say, “Some lawn mower,” “That’s a good axe,” “You can’t go | 
wrong,” and similar brief and meaningless expressions. The up-to-date hard- : 
ware merchant makes it a point to explain the quality of the product in detail. [ 
For example: “That’s a mighty good lawn mower; made of the finest quality : 
tool steel by a concern who has been making good lawn mowers for more than 


fifty years,” etc., etc. 
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Business Building Tips 
Excellent Tonics for Lazy Cash Registers 


No. 6. Don’t Say “Sumpth’n?” 


Many buyers inwardly resent the all but cordial reception accorded them 
in certain establishments. Particularly objectionable is the blank, inquiring 
stare until the customer voices his desires. Often his desires in such instances 
are to trade in that store only once. The detached, impersonal ‘“‘SSumpth’n?” is 
almost as bad. 

Successful dealers, in nearly every case, are those who find time to greet their 
customers and ask in a friendly manner what they wish. 
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| i /\ wll | INFORMATIC No. 7. Information 

A wooden shelf 5 x 1, neatly painted and with a lettered “Information” card 
above, invites customers in a Pittsburgh store to consult the ’phone book, city 
directory, city map, time tables and like handy references. This costs nothing 
(except the small first cost) and is highly appreciated by the customers. 
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: No. 8. Through the Mirror 


If you have anything special to offer, try a sign written “‘en reverse’”’ so as to 
be read only by means of a mirror placed in your window. This is certain to 
attract attention. Place the sign so that both the original lettering and the 


‘mirror answer’’ will be visible. 
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No. 9. Cars Every Five Minutes 


Street car companies will often permit bulletin boards to be erected on their 
electric current poles, especially if the advertiser agrees to include the car 
time-tables with the advertisement. This might be a good advertisement for 


you. 











— 


No. 10. A Good Display Idea 


To improve your window display, go to the nearest wallpaper dealer and get 
a number of roll ends too short for sale. Every wallpaper store has plenty of 
them or can save them for you. They can be used as a novel and attractive 


background and floor covering for your windows. 
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Keeping in 
Step With 


the Farmer 


HE small town hardware dealer in every sec- 

tion serving a rural community is largely 

dependent upon his farm trade and the 
farmer is equally dependent upon the dealer for 
equipment, supplies and repairs throughout each 
crop season of the entire year. 

Right now, two things come up for immediate 
attention. 

Spraying of certain growing field crops and 
farm gardens. 

Harvesting the hay and alfalfa crop. 

It being an obvious fact that the easiest sales 
are those of the least resistance, the progressive 
dealer who is right up on his toes for business, 
can certainly secure it at the present moment by 
making it known in his local field that he is there 
to serve and to serve prompfly and efficiently. 

Both of these lines can be developed into a 
nice, tidy business at the present time and after 
placing the essential merchandise in stock, not a 
great deal more is called for than to display the 
items and advertise them in his local newspapers. 





In this article you will find some practical suggestions 


for securing your share of the farmer trade in your 


community. 
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The things are needed on the farms in your 
section. 

Why not be the dealer to get a good share of 
this business and profit accordingly ? 

In presenting the following thoughts we do so, 
having in mind the average small town dealer. 
Exceptions prevail both as to under and over 
stock, but our main object is to bring the subject 
for consideration to those who may benefit in 
largest numbers. 


Spraying Equipment Needed 


The following is representative of a good, fair 
assortment of spray materials for your stock: 
Special sprays used in your locality. 
Arsenate of Lead. 7 
Bordeaux Mixture (for use with liquid 
sprayer). 
Paris Green. 
Slug Shot (dry form for dusting). 
Sprayers 
Galvanized shoulder spray with sling. 
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Quart and pint size hand sprayers (in two 


grades, both galvanized.and tin for price assort- 
ment). 

A window display featuring the above items 
at this time is sure to prove an effective sales- 
builder, for it isn’t such a question as buying a 
new car or a suit of:clothes, either of which can 
be put off. Bugs and worms wait for no man 
and over night much crop damage can be done. 
The wise farmer recognizes this fact and he lays 
in his stock of spray equipment, ready for imme- 
diate use. He MUST use it and his steps can be 
easily directed to your store by letting him know 
that you have planned to serve his needs. 

And now about the haying equipment. 

This seasonal business on the farm can be just 
as simple or just as elaborate as conditions war- 
rant, but again, we have in mind such a stock as 
will be called for in your average small town, 
where farming is done in a modern, progressive 
manner by farmers who seek to make a living 
from their labors: 

First, and perhaps fewer each year, there are 
certain little farmers whose equipment is limited 
and who will eall on you for such items as: 

Grass Scythe (three grades for price range). 

Scythe Snath «(two styles, ring and bolt). 

Seythe Stone (two grades). 

Wood hay rake. 

But largely your demand for equipment is cem- 
ing from farmers who no longer depend on the 
old-fashioned and laborious and slow hand- 
method of haying. These more progressive farm- 
ers make use of the mowing machine and horse- 
drawn hay rake, fork hoist and hay car drop, 
likewise horse-operated. 

There is another important seasonable line for 
all small town dealers to be found in equipment, 
with its attendant repair and replacement parts, 
for cultivating the farm crops. 

Horse-drawn cultivators, garden cultivators 
(hand type), three or four sizes of cultivator 
plates for the horse cultivators, with bolts for the 


plates and parts—these comprise a fast moving 
line at the present moment and should not be 
overlooked by all dealers who serve a farming 
community. 


Farmers will look to you for these items and 
you can supply them with profit to your store. 


Every community has certain popularly used 
makes of mowing machines and it is by no means 
difficult to learn what these makes are and to se- 
cure a reasonable stock of the following items 
for such machines: 


Guards. 
Sections (and rivets). 


Then the mowing machine will help you lower 
that drum of lubricating oil. Suggest its sale by 
the gallon or 5-gal. can for it has many a good, 
sound use on the farm and should always be pres- 
ent in haying season. 


The hay rake requires no further repairs, in 
general, than a replacement of broken teeth and 
again, we suggest that you investigate the com- 
monly used rakes and stock teeth for them. 


We can now pass from the field to the barn, 
with’ the additional mention of the pitch fork 
(three-tined, long-handled) for use in loading 
onto the hay-rigging in the field . . . and 
now we are at the barn. 


~y. Barn Equipment for Haying (suggested stock). 


Hay Car (two sizes for steel track). 

Steel track for same in varying standard 
lengths. 

Hay Car (for wood track), an older and less 
called for model. 
~ Hay Fork. 


Grapple Fork (one model). 
Harpoon Fork (two sizes, 24 and 31 in:). 
Hay Fork Rope. 
Best manila long fiber in 34 and 7% in. sizes. 
Trip Rope. Best manila in 3% size. 
Complete line of small parts for hanging track 
in barn. 








Novel Display Greets N. R. H. A. Delegates 





| URING the recent National Retait Hardware Congress, 
JF many novel features and entertainments were given 
for the benefit of the delegates. 
lar came as a big surprise. 

When the delegates were sailing up the Delaware River 
for an evening’s outing, the boat suddenly stopped in mid- 
stream opposite Tacony. 

“Did the boat break down?” “Are we aground?” came 
from all sides. 

Just then a rocket leaped into the sky and burst into 
a dozen vari-colored balls of flame. Another followed. 
Then for twenty minutes the delegates were treated to 
a remarkable display of fireworks. The sky was lighted 
with an almost daylight brilliance of flares. In a burst 
of flame the message “N. R. H. A., Disston Greets You” 
gave many their first inkling of the source of the enter- 
tainment. 

Many of the delegates who arrived the day before the 
convention officially opened made a trip to the Disston 
factory. 

They were personally escorted through the plant by 
Mr. S. Horace Disston, and later a sumptuous buffet 
luncheon was served them in the factory dining room. 


One feature in particu- 
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An Hour With the Window Man 


At Preserving lime 


RESERVING time is one of the seasons of 

the year from which any hardware dealer 

can get practical inspirations that will re- 
sult in real creative and effective displays. 
With just a little thought, possibilities will 
come popping from every corner. 

Let us spend an hour with an enthusiastic 
and inspired window man—the dealer himself, 
or an aggressive clerk—whoever it is who is 
charged with the important duty of window 
display, and trim a window. We take a pre- 
serving kettle; fill it about three-fourths full 


of paper or other filling; pour in some cherries 
or other fruit. Stick in a shining ladle and, 
presto, we have a fine effect! <A fine sugges- 
tion! We will let this be our key item and ele- 
vate it to a prominent shelf of the display stand 
in the center of the window. 

Now we’re at the next step. We grab an 
oblong roaster; put in a roaster canning rack 
and six quart glass jars filled with the rest of 
the cherries stuffing cardboard tubes down the 
center of the jars saving the fruit. We pitch 
the cover on the roaster at an angle to allow a 


July 30, 1925 





a NN al a BR a 


CEE ae ety. 


bl a i a 





July 30, 1925 


good inside view and set it with care on a pedes- 
tal to the right of the center stand—a promi- 
nent place and an eye-catcher, to be sure. 

Back for the next item we go. We see a serv- 
ing tray. A tray—a tray ? Why sure, 
just the thing for a new preserving item. An- 
other jar. In go some more cherries. For an 
added suggestion we place a fruit funnel in the 
mouth of the jar. The tray with jar and fun- 
nel, together with a ladle of another style, go 
to a pedestal on the left of the central stand. 

We seize a dishpan next. Yes, a dishpan! 
Sure, a dishpan for preserving! It’s just the 
thing for holding fruit or vegetables before 
preparation. So Johnnie is sent over to Adam’s 
grocery for a quantity of string beans, ripe 
red tomatoes and whatever else in the line of 
vegetables that is handy. He is back in a jiffy. 
The dishpan, three-fourths full of string beans 
(through the aid of some more filler) is set in 
the central foreground. We carelessly throw a 
paring knife on top of the beans, but it offers 
a little selling idea all its own and is aimed to 
bring customers to the cutlery counter. The 
tomatoes and other vegetables are placed on 
the floor in a semi-circle around the pan. Their 
reflection in the bright aluminum dishpan is 


beautiful. 
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Now the other high spots of the display are 
filled in with colanders, measuring cups, strain- 
er ladles, various sizes of preserving kettles, 
two racks containing cover assortments, vari- 
ous styles and sizes of trays and other items 
used when preserving. The subdued portions 
of the window are touched off with other 
kitchen items. 

Out in the street we go. The effect is pleas- 
ing. The display leader, however, is gone. He 
is getting some colorful display cards and win- 
dow trims from his file of manufacturers’ dis- 
play material, and when he has them all prop- 
erly set, the composite whole can conservative- 
ly be called a display masterpiece. The blend- 
ing of the colors and their reflections in the 
polished aluminum utensils make a display as 
fascinating as it is beautiful. And selling 
power? You bet! Companion salesmanship to 
be sure is highly specialized in this grouping 
of related items. 

Among the points worthy of special men- 
tion in the display illustrated and described 
here are its perfect balanced appearance, its 
appropriate elevation, the natural colors of the 
fruit and vegetables and: the reflections of the 
vegetables and fruit in the bright aluminum 
utensils. 
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A Display That Sold Tools 


EOPLE living in and around Detroit, Mich., 
Sci good window displays at the hardware 
store of the T. B. Rayl Co. This store has 
two large windows which are frequently sub- 
divided for separate displays of seasonal lines. 
Basic or staple lines are not neglected. This tool 
window display offers an attractive display 
thought on levels, drills, planes, hammers, rules, 
clamps, screw drivers and other hand tools. 

The window trimmer has used to advantage 
some display material furnished by manufactur- 
ers. The smaller items have been mounted on 
the background board, so that teach tool shown 
may easily be seen from the street. Were these 
mounted items strewn about the floor of the win- 
dow, you would not be able to show as many num- 
bers nor would it be possible to see the individual 
pieces so clearly. 

In the foreground is a fairly complete assort- 
ment of levels, displayed in a carton which pro- 
vides a stepped arrangement. In this particular, 
also, you will note the window trimmer has en- 
deavored to bring the merchandise up to a con- 
vienent focal point. Placing goods on display at 
a point which makes those goods easy to “look at”’ 
is only a small detail, yet a very important one 
which if remembered will be an aid in attracting 
more attention to your window displays. 
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goods, took me out to luncheon the other 

day. He looked troubled. After order- 
ing a perfectly good meal—which I ate—he 
look gloomily at me and said: 

“Harry, if this house-to-house selling keeps 
up, we’re ruined. Our merchants are kicking, 
we're losing customers right and left. People 
are convinced that we are robbers and that the 
house-to-house canvasser is about the only 
honest merchant left in the world!” | 

That reminded me of a talk I had just had 
with one of the local merchants in. Lebanon, 
New Hampshire. He said: “Well, if it doesn’t 
stop before long, we’ll put out canvassers our- 
selvés, that’s what we’ll do.” 

Returning to Hanover, I found a letter from 
a business revivalist who had perfected a plan 
whereby local merchants were to combine and 


QC)’: E of my friends, a manufacturer of knit. 








The 


House-to-House 


Bugaboo! 


By Harry R. Wellman 


Professor of Marketing, Amos Tuck School 
Reprinted from the Nation’s Business 


Editor’s Note: The following article 
reflects a somewhat new angle on the 
Glorified Peddler problem. While we 
may not agree with Mr. Wellman in all 
his views, we reprint it as additional 
evidence of our contention that the best 
way for the merchant to beat the 
peddler is to do a certain amount of 
peddling himself. We would be glad 
to have the comments of our readers on 
this article. | 


fight the house-to-houser with advertising 
stressing local patriotism and other things! 

And if you pick up almost any trade publica- 
tion, you'll find some reference to this new 
“menace” to honest business. But it doesn’t 
bother me a bit. Almost everything that hap- 
pens, happens for some good and sufficient rea- 
son. 

Therefore, it was up to me to find the reason 
before getting all haired-up about it. Were we 
changing our buying habits? Were we menaced 
by this “new” method of distribution? 

Being rather a conservative by nature, I 
thought not, but imagine my surprise when I 
found, to my own satisfaction at least, that not 
only were we not menaced by this method but 
that it had already passed the peak and was 
clearly subsiding nearly as rapidly as it had 
arisen! 
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If one doubts this statement, all one has to 
do is to go around and try it. Right now, it is 
necessary for even successful house-to-house 
manufacturers to make appointments before 
their representative calls. A brush company 
uses postcards and alsa promises a “free gift.” 
In fact, so intense has the soliciting become that 
the housewife is not over-keen to open the door 
to anyone that attempts to get in without an ap- 
pointment. There are a lot of other reasons, 
too, all of which very seriously affect the con- 
tinuation of this method. In order to fully ap- 
preciate just what is happening, however— 
when at the moment there seems to be more 
house-to-house selling than ever—it is well to 
review those conidtions that make this type of 
selling either possible or profitable. 


“I Urged Him to Cheer Up” 


So when my friend painted his gloomy pic- 
ture, I urged him to cheer up and eat his food 
while I told him what had happened and why. 
First of all, house-to-house selling isn’t a new 
development. It started long before we were 
born and will undoubtedly continue long after 
we are dead. When it performs a useful ser- 
vice, it is quite defensible. When it doesn’t, it 
becomes just another unproductive branch of 
our well-known selling tree. 

House-to-house selling goes back to the tin 
peddler. Communities were scattered. Homes 
were practically isolated because of lack of 
roads. Towns, as we now know them, didn’t 
exist. 

The old peddler, calling around spring and 
fall, performed a very real service. He was 
a merchant and, moreover, a merchant who 
gave service as do the merchants of today. But 
he was more than a merchant, he was also a 
trader. He gathered up rags, bottles, rubbers 
and paper and left new, shiny pans, mops, 
screw-drivers and what not. 

Besides his merchant-trader services, he was 
a bureau of information. He even brought the 
news that “they had fired on Fort Sumter” and 
that “he reckoned there was going to be 
trouble.” He was also a purveyor of necessary 
drugs and often “‘took orders” to fill on his next 
trip. In fact, he was the modern store of today 
doing the best he could to give service to the 
country population before the day of good 
roads. 

The tin peddler is indeed worth studying be- 
cause he offers us the best information regard- 
ing the present house-to-house attack. Read- 
ing his history carefully, we find that as long 
as he was a tin peddler, he was successful. 
When, lured by the calls for many articles that 
he shouldn’t have carried, he bought a new 
horse enlarged his wagon and tried to carry a 
full stock, he failed. And he failed from slow 
turnover and overstock just as many of our 
present-day merchants fail. 


Welcomed in the Kitchen 


Analyzing his stock, still further, we find that 
on his last trips, even when the country had be- 


‘see how he came out with other lines. 


gun to be pretty well settled, he was welcomed 
to the kitchen. Pots, pans, mops and brooms 
were his then stock in trade. He had estab- 
lished a custom, a trading habit if you like, that 
has endured to this day. That is why our 
housewives still like to buy kitchen utensils in 
the kitchen. It is a trading habit handed down 
by generations of grandmothers, a tradition 
still effective and still worth while. 

The reason the condition still remains the 
same and the tradition still endures, is because 
the method performs a real service. Brooms, 
brushes and mops are purckased only when the 
old ones are worn out. It is not as easy to make 
a list of this material as it is to look over the 
new stock in the kitchen, look over the old uten- 
sils and buy the needed new ones. 

As yet there is no “kitchen utensil complex” 
that causes the housewife to dash off to the 
store to buy a new brush, broom or mop. Be- 
sides, she knows it won’t change style and will 
arrive at her kitchen sooner or later anyway. 
So she waits. 

Or take the matter of pots and pans, now 
become agate or aluminum ware. It’s not easy 
to measure and list sizes to be replaced. It’s 
much easier to select in the kitchen where easy 
comparison with the present equipment can be 
made and it is easy to see where new pieces 
can be made to “help out” the old ones. There- 
fore, the housewife sees the spring advertising 
of various types of aluminum or agate ware, 
fixes some particular new piece in her mind 
that she’d like to see, then waits for it to appear 
in the kitchen where she can compare it with 
what she now has. 

And she is entirely sensible. Kitchen utensils, 
brooms and brushes are not shopping goods. 
Their value is fairly evident; their uses well 
known. There is no style value. The sensible 
thing to do is to buy them where comparison 
is possible, where actual needs can be deter- 
mined and where economy by multiple uses can 
be worked out. In other words, in the kitchen, 
and so she buys them there and will continue 
to do so unless too frequent interruption 
changes this method from a service to a 
nuisance. 

Stores Don’t Push Sales 

This condition and this state of mind are 
helped materially by the fact that no store 
makes a particular drive for this business. 
Hardware stores carry much of this material. 
But hardware stores are not shopping centers. 
They are not frequented by women. General 
stores do carry these items but with the excep- 
tion of a half-hearted spring- and fall-showing, 
they make no attempt to sell them. 

But let us return again to the tin peddler and 
He car- 
ried a few laces and ribbons and these. sold 
very well until there were stores enough estab- 
lished to make comparison possible. Moreover, 
the early mail-order houses were adding to his 
troubles by furnishing illustrated catalogs 
which made comparison possible even before 
there were nearby stores. Clothing, underwear, 
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shirts and shoes, piece goods even, suffered 
from comparison and the poor peddler found 
that he had unsalable stock on his hands. 

The reason that was obvious then is the 
same reason that is obvious now: There is no 
real service performed by house-to-house sell- 
ing of shopping goods or of style merchandise 
of any type. Had there been, our grandmothers 
would have established a trading habit that 
their granddaughters would be following today. 

“All very well,”’ you say, “but how about the 
house-to-house sale of hosiery? That’s success- 
ful, isn’t it?” Ye&, for the moment it is, but 
for an entirely different set of reasons and 
reasons that will not endure. Silk stockings as 
a style struck us with all the force of a plague 
during the war. The working man, the work- 
ing woman, boys and girls, were getting more 
money than they had ever received. Naturally, 
being very human, they wanted to prove it, to 
show to the world in general that they, too, had 
arrived. Silk stockings had always indicated 
a certain class distinction; so had silk shirts, 
fur coats, talking machines and diamonds. So 
these articles were bought and lavishly dis- 
played. The silk style had come in and, unlike 
many styles, it remained. 


Why Silk Stockings Sold 


The real reason why the house-to-house sale 
of hosiery was successful was twofold: First 
of all, the local merchant had not sensed the 
style trend and therefore did not stock the mer- 
chandise. Moreover, if the local merchant did 
stock, he “carried”’ the old conservative browns, 
blues and blacks. And if anyone is unconscious 
of the fact that the styles of 1921-1925 dictated 
many color changes, from beige to elephant’s 
breath and from flesh to pink, such an observer 
should dash to an oculist. 

The local merchant couldn’t keep up with the 
procession. He didn’t know the difference be- 
tween téete de néegre and fawn—and I don’t 
either! So, the house-to-houses, with a com- 
plete line, found a ready market and robbed 
the mail-order houses of the legitimate business 
they would have secured had they been just a 
little quicker in putting their hosiery illustra- 
tions in color. 

The second reason is also the main reason 
why many articles have sold from house to 
house during the past five years that shouldn’t 
be sold in this manner and that Will not con- 
tinue to be sold in this manner. Briefly, this 
reason is the oldest reason in the world: diffi- 
cult if not hard times, with the absolute neces- 
sity of making one dollar do a major job. In 
the cities this was not so important, for the 
department stores through their “Sale-a-Day”’ 
and bargain basements were pouring forth any 
kind of merchandise, at any price. This was 
distressed stock made by over-enthusiastic 
manufacturers for a market which did not 
exist. 


Waited for the Bargains 


So the city housewife who had to be saving, 
simply “waited out” the merchant carrying 








what she wanted and then, when he cut the 
price, went down and purchased. The house- 
to-house seller during this period simply car- 
ried this service to the smaller cities, towns and 
farms. 

But since there was an over-supply, since the 
trade channels were all filled and choked with 
overstocks, and since the country sister wanted 
the same bargains her city cousin was getting, 
these bargains were carried to her by house-to- 
house canvassers. Everything from machine- 
made dresses to shoes in wearing apparel, all 
types of electrical equipment, shirts and hats 
for Johnny, Mary and the baby! All were 
available because there was a real market at 
the prices asked. 

This readiness to carry the goods to the con- 
sumer, however, is one of the chief reasons for 
the downfall of the method. In the old days, 
the bi-yearly visit of the peddler was a social 
event. Until recently, the occasional visits of 
the kitchen-utensil men were eagerly awaited. 
In the meantime, the telephone, magazines, 
newspapers and, more recently, mechanical 
music, radio and the Ford car, have usurped 
much of the former idle time of the housewife. 
So, with the influx of all of these new salesmen, 
the doorbell became an irritation and the visit 
an interruption. 

It should be pointed out that this pressure of 
trying to sell all types of merchandise to the 
homes has already made it more difficult for the 
real service utensil salesman to “get in.” Even 
now, new “free goods” propositions have to be 
worked out frequently, to get the door open to 
the salesmen. In other words, the peak has 
passed and, given a reasonable amount of time, 
this particular type of sales effort will return 
to its normal status. 


Stores on Truck Bodies 


“Yes,” said my friend, “but how about these 
self-service stores that they’re now running on 
truck bodies? Pretty clever idea all right but 
if it works, good-by local merchant.” 

They ‘are clever; in fact, they complete the 
merchandise cycle in this country. The old 
peddler went out through the country in a 
wagon, over what were called roads, trails and 
lanes. In the meantime, his descendants have 
become general stores, department stores, spe- 
cialty stores, chain stores and mail-order houses 
—but the country has become settled, the roads 
have changed from mud to macadam (mostly) 
and the old peddler idea returns on rubber 
wheels with the newest cafeteria “self-service’’ 
idea at your very door. 

While interesting, this experiment has so far 
proven successful only when operated by the 
owner. If profits are figured as wages, if ware- 
house and other transportation charges are 
avoided and if the owner can buy in sufficient 
quanities to get a wholesale price, he can make 
a living. Operated with these charges and mak- 
ing a profit over and above, hasn’t been found 





(Continued on page 78) 
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One sheet like this for each month. It can be as many columns 
wide as desired, making many years comparison visible at once 
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This is not a comparison between the same kind of figures as one column is at cost and the other at selling price. 
After this has been set up for a sufficient time you can determine a per cent of difference which will take care of the mark 


up, or if your mark up is known, 


indicated by the sales figure. 


it can be taken off the sales figures. 


From the per cent which may be established you can determine whether any department is 


buying more than it should as 
o 


This of course is not an accurate comparison, but was put into use to give some rough idea of the buying as compared 


with the sales. 








Store Records That Stop the Leaks 


J. VOEGTLY, of Steiner and Voegtly, 
Pittsburgh, Pa., wants to know the facts 
* and it is safe to assume that he probably 
comes mighty close to knowing them. He keeps 
in a lower drawer of his desk a long narrow 
book that shows vital figures for the business 
as a whole, by departments, by years, months, 
and days. It is as complete as the U. S. 
Weather Bureau data. There are differentials 
and percentages under all the varying condi- 
tions of his big business covering twenty-five 
years. 
There are five sheets. One shows purchases 
and sales per department by months and years. 
He says of this sheet, “This is not a comparison 


between the same kind of figures, as one column 
is at cost and the other at selling price. After 
this has been set up for a period of years you 
can determine a per cent of difference which 
will take care of the mark-up, or if your mark- 
up is known, it can be taken off the sales figure. 
From the per cent. (he calls it differential), 
which may be established, you can determine 
whether any department is buying more than 
it should. It was put into use to give us some 
rough idea of the buying as compared with 
the selling.” 

Another sheet shows daily cash sales for the 
month, say January, for example. Legends in- 
dicate Sundays, holidays, and other special 
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events, such as special sales days and unusual 
events. It affords complete comparative data 
for as many years as he chooses. He has twelve 
that supplies an unbroken record of the busi- 
ness day by day, month by month and year by 
year, since his father started it a quarter 
century ago. 

A third sheet shows the number of cash sales 
and the average value of each for all depart- 
ments by months and years. This one gives 
never-ending interesting study. The fluctua- 
tions and variations per sale give a scientific 
basis for study of salaries and other overhead 
per department. By means of these compari- 
sons he has abandoned certain plans and taken 
up others. The figures on each sheet show a 
vear’s business and from these records a graph 
may be drawn. 

A fourth sheet shows cash sales in monthly 
totals year by year. The percentage of increase 
or decrease is set down. Here again, he studies 
the percentages month by month during good 
and bad business years. The comparisons be- 
tween the years of great business depressions, 
the period of the war, and recoveries, read like 
the record of data from some great automatic 
registering machine that shows uncanny in- 
sights into the vitals of business. 

There are two other sheets, one for cash sales 
and the other for charge transactions. Another 
variation is the records from separate depart- 
ments, all of which he keeps in the big book 
where his nimble fingers run up and down on 
the instant. He turns to them as one reads a 
barometer or a physician takes temperature 
and counts the pulse. Of course, all the sheets 
furnish the complete history of his case as well 
as a dependable diagnosis of conditions. 

When it comes to overhead, he keeps a sheet 
for each year which shows by months gross 
sales, total expense, percentage of expense per 
dollar of gross sales. Then apportions it among 
the departments and different overhead items, 
such as salary, advertising, store expense, 
freight, and rent, with percentage showing in 
each item. Under the freight item, he includes 
delivery. 

He takes very little for granted. The figures 
tell a story that safeguards him at all times 
when his mind is in doubt: 

So much for his office record. As to the 
shelves and the stock, his originality is again 
in evidence. He has a rubber stamp for each 
month. It’s a new sort of stamp. On one, say 
July, there’s a square; on another, a circle; a 


third has a triangle; a fourth something else; 
and so on, for the months of the year. There’s 
room in the figure for a notation. He is walk- 
ing along the shelves. The square, circle, tri- 
angle, color of ink, tell him instantly how long 
each article has been on a shelf. It’s an instan- 
taneous method of spotting slow movers. It 
will be seen that a few figures and different 
colors of inks and pencils give him an endless 
variety of legends that can be stamped on in 
short time. ‘“‘When spotting dead stock, I do 
not need to refer to a stock book or any other 
sheet. The record is on the article. I find it 
a good time and trouble saver,” he said. 

Turning to the record of a year that showed 
high overhead, reduced sales, and cut profits, 
he explained, “We didn’t make any money. We 
scarcely broke even. This is the reason. The 
sheets showed the progressive downward ten- 
dency of business. It was unmistakable. Any- 
body that could read figures could see it. I 
had hopes it would swing the other way; any- 
way, I didn’t want to lay my men off. They 
had to live as well as I. They had helped me 
when I was making money. I couldn’t see it. 
I stuck, and that dip in the curve was partly 
the result. I got along though and kept my 
personnel together. There was a much better 
feeling around here, too,” and he appeared 
satisfied. In the presence of such an exact 
science, all elements of probability that could 
be reasonably eliminated have been crowded 
out. 

In closing the interview, he opened another 
drawer and pulled.out an old, much-thumbed 
volume. It was one of the early Butler books 
which were designed for use of bankers. It 
had been adapted to the keeping of hardware 
records. “You see I’m not doing so much; I’m 
only continuing what father began.” But he 
is carrying it on and on. 

Mr. Voegtly checks the salaries of clerks 
against the number of sales per month based on 
the average value of a sale. He is in possession 
of invaluable information in determining the 
salaries he can pay in respective departments. 
For example a dollar in salaries in department 
1 may yield 20 per cent more profit than a 
similar dollar in another department. This in- 
sight gives scientific data of intrinsic value in 
deciding what lines to push and what not, and 
what to drop when opportunity is favorable. 
Likewise, what is best to do in improving 
facilities. 








Law Repealed 


During the recent session of the Iowa Legislature an old motor law, said to have 
been on the statute books for nearly thirty years, was repealed. The section repealed 
was written into Iowa law when the automobile driver was considered a menace to the 


community. It read: 


“The traveling motorist is ordered to telephone ahead to the next town of his com- 
ing, so that owners of nervous horses may be warned in advance.’’—From National Lock 


News. 
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Effective Use of Crepe Paper in These Displays 


: : 

















Curtain rods look well when displayed 
_ with two pieces of furniture, and a small 
wall shelf. The upper picture could have 
been taken in any home where the lady 
of the house was preparing to put up cur- 
tains. Cretonne strips ready for the ex- 
tension rods gave this display reality. 

The picture to the left shows a display 
directed toward house cleaning equipment, 
brushes, mops, polishes, paint and paint 
brushes. Both displays are much improved 
by the clever use of crepe paper. 





i ie a ee en 
' - _ >& . 





Orange crepe paper twisted into rolls, 





cut into strips and used in _ sheets 
gave these two windows of A. M. Lubash 
& Son, Richmond Hill, N. Y., real tone 
and finish. Complete sheets were 
placed over the entire wall space. In 
one window strips were laid vertically 
and small rolls were crossed horizon- 
tally. Im the other window you will 
note that rolls are used in both direc- 
tions. When lighted, these windows 
had a very compelling appearance. 
Nat Lubash, general manager, is to be 
complimented on this fine artistic dis- 
play work. 

A border with uneven edges graces 
the upper boundary on the window 
shown in the circle cut. In the other 
display vou will note at the top and to 
the left a chain link arrangement. The 
paint brushes fit nicely in the small 
squares of the background. 
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A Display That Sold 3 Gross of 


Piston Rings in 3 Days 


ten days by the Barker, Rose & Clinton 
Co., Elmira, N. Y. This unusual window 
display unaided is credited with this fine 
record. James R. Wilkes of the company’s 
auto accessory department, tells us that in sell- 
ing the rings the sales throughout his depart- 


[ten da gross of piston rings were sold in 


ment increased considerably, particularly in 
auto tools and the innerings. 

The display is really novel and interesting. 
It portrays in faithful detail a typical village 
blacksmith shop, with it’s equipment, forge, 
and hand tools. Getting life into a display is 
always a great help in making sales. 








Rating the Customer 


a cold eye of business scrutiny, searching for the 
wastes of distribution, is at last being turned in the 
direction of the customer. In an address before the Elec- 
trical Supply Jobbers’ Association, Alvin E. Dodd, man- 
ager of the Department of Domestic Distribution of the 
Chamber of Commerce of the United States, put this in- 
quiry: 

“To what extent have you studied the value of each 
individual customer and of each part of the territory you 
cover? 

“A recent instance which came to my attention illus- 


trates the idea clearly. The owner of a large wholesale 
establishment, faced with losses which have attended a 
multitude of small orders—hand-to-mouth buying—de- 
cided to establish what might be called a rating for each 
of his many hundreds of customers, not on the basis of 
their credit, but on their value as customers to his busi- 
ness. As a result of this study he reduced the number 
by about 50 per cent, and this proved so satisfactory that 
the study was extended to territory which in its turn was 
reduced by about 33 per cent. 
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Unique Display Facilities Feature 





HEN Ira Abilgaard completed his new 

retail hardware store at Oxford, Kan.., 

he invited all the people of Sumner Coun- 
ty to participate in the opening celebration. 
More than 1200 people attended the opening, 
coming from Winfield, Wellington, Geuda, Belle 
Plaine and other neighboring towns. About 
700 ice cream cones were given to the children 
who came. Jobbers and manufacturers sent 
their representatives to help handle the crowds, 
display the merchandise and answer any in- 
quiries which might be asked. 

The windows were decked out in special fash- 
ion. One featured sporting and hunting goods, 
livened up with mounted specimens borrowed 
from a customer. Local newspapers character- 
ized in the store as the finest in the county. In 
the Oxford Register we read: 


of Abilgaard’s New Store 





““As vou enter the store the first cabinet to 
the left contains the arms and ammunition, 
the next the fishing tackle, base ball, clocks 
and silverware and nickel plated goods, house 
and kitchen furnishings and hardware come 
in their order. A neatly designed office comes 
next where all the bookkeeping and pencil 
work and typewriting is done. Adjoining 
this on the east is a ladies’ rest room, the only 
place of the kind in the town. A wicker set 
of furniture completes this room. 

“On the south side the first of the cabinets 
contains saws, the next bits, chisels, ham- 
mers and numerous other things that go to 
make up a well selected line of hardware 
stock. Farther back is the garden tools and 


(Continued on page 78) * 
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The only bird who gets anywhere by knowing 
a little about a lot of things and not much about 
any of them is an editor. (““Miss Jones, my blue 
pencil, please!”) If a retail hardware salesman 
is to get anywhere he needs to know a lot about 
hardware and it is not enough to know just a 
little about each item he handles. Mr. Poultry- 
man knows a good deal about brooders, incuba- 
tors, poultry wire, but he expects the man who 
sells them to know even more. Mrs. Laundress 
knows a great deal about washing machines and 
wringers, but she expects the man behind .the 
hardware counter to know more than she does. 
Mrs. Cook knows a good deal about aluminum 
ware, oven ware, enamel ware, but she expects 
the salesman who is selling these lines to be able 
to answer her questions about any of them. 

Not so easy to be an efficient hardware sales- 
man—because you can’t be efficient if you have 
to admit to all these customers that you don’t 
know the answers to their questions. It takes 
study of the merchandise to become informed 
about it. To depend upon picking up the knowl- 
edge as you go along is to become a rule-of-thumb 
man and remain near the bottom of the ladder. 


* * * 


If you arrive at the store five minutes late after 
luncheon and five minutes late in the morning and 
leave for luncheon five minutes ahead of time, 
there is fifteen minutes a day that you have 
taken out of the time you owe the boss. That 
means one and one-half hours a week, seventy- 
eight hours per year. I don’t know what you are 
paid per hour, but I know that if the boss 
docked you as much of your pay as you may dock 
your time, without saying by your leave, you 


“It takes study of merchandising 
to become informed about it. To 
depend upon picking up_ the 
knowledge as you go along is to 
become a rule-of-thumb man and 
remain near the bottom: of the 
ladder.,-—-THE MAN BEHIND 
THE COUNTER. 7 


would raise a rumpus about it. 
that works only one way. 

Tommy Ryan was for years the champion’ 
middle-weight pugilist. He was good. When past 
the pugilism age he became boss of a big travel-. 
ing show, and he was a good manager. When one, 
of his men missed the show train he would be. 
fined $5. That’s how Tommy Ryan cured em-’ 
ployees of being late. I think that if he had been 
managing a hardware store he would have found 
means of curing the employees of being late. But 
l’ll say this, Temmy would have been on time 
himself. He would have set his men a. good 
example. 


It’s a poor rule 


* * * 


“That ain’t a part of my job,” he said, 
“It wasn’t for that I was hired.” 

“You’re too fussy for hardware, then,” said the boss. 
And the young man found he was fired. 


* * * 


Perhaps you have a lurking suspicion in your 
own mind that the customer is right when he com- 
plains that the manufacturer’s heavy advertising 
appropriations add to the cost of the product. 

Before allowing yourself to swallow that as 
fact, find out the total sums spent by some manu- 
facturers and see what it would mean per unit 
of the product. A spark plug manufacturer 
spends half a million, for example, and makes 
fifty million spark plugs, about a cent apiece for 
advertising. How many could he sell without 
advertising. Campbell’s soups are advertised to 
the extent of more than a million and a half 
dollars. It figures a small fraction of a cent per 
can. Get wise about this matter and be prepared 
to meet customers’ complaints. 
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In the Swim with Swimming Supplies 


active items in your sporting goods depart- 

ment at this time of the year. The Rollow 
Hardware Co., Ada, Okla., handle the suits and 
related supplies, such as slippers, supporters, 
belts, beach balls, etc. One of the salesmen, 
Charles N. Auld, trimmed this appropriate win- 
dow display, which depicts the swimming pool at 
Glenwood Park, a popular swimming spot for 
folks in Ada, Okla. 

The bath house is made of compo board with 
screen wire in the windows. The small galvan- 
ized iron tank measures 24 in. by 32 in. Living 
water lilies are floating in the tank and the grass 
is living Bermuda. Small iron pipe makes the 
railing. The divers’ springboard and scaffold is 
also made of compo board. Christmas tree trim- 
ming and lights are used for the illumination of 
the pool and roadway. The latter consists of peb- 
bles and sand. 

The auto is an advertising cut out from display 


P active it suits should be among the most 


material furnished by a paint manufacturer. The 
pavilion in the park among: small living trees is 
made of compo board. Galvanized iron sheets are 
used to protect the hardwood floor of the win- 
dow. Three flower beds of blooming flowers com- 
plete this realistic display scene. 

In your own town there is a nearby popular 
bathing spot. This window prepared for Rollow 
Hardware Co. by Mr. Auld offers you a good dis- 
play thought. Get a snapshot of the local swim- 
ming spot and duplicate in miniature its general 
appearances. It will be a big help to you in sell- 
ing bathing suits and equipment... A stunt like 
this attracts attention and should merit mention 
in local newspapers. 

Now is the season for swimming supplies. Get 
busy. 

Miss Lena Carr of the Rollow Hardware Co. 
tells us that this window display helped increase 
the sale of bathing suits and other merchandise. 
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Are You Making or Losing Money? 


N | OST hardware dealers have _ trouble 

enough keeping up an adequate account- 

ing record of their business without 
complicating matters by departmentizing their 
records, but if an accounting system is to be an 
accurate record of business transactions, it is 
vital that it be as detailed as possible. Someone 
has said that the true mission of any bookkeeping 
system is to tell what is happening in a store 
while it is happening, and if this is true the dealer 
who must wait until he takes a physical inventory 


ware, laundry supplies, lanterns and re- 
frigerators. 

6. Paints, which included varnishes, stains, 
brushes, oils, sandpaper and all painting 
accessories and supplies. 

7. Stoves, which consisted of furnaces, 
heaters, ranges, gas stoves, oil stoves 
and ovens. 

8. Toys. 

9. Electrical goods, which included washers, 
mangles, irons, lamps, sweepers, toasters 
and the like as well as installation ma- 


‘ 


or even a monthly trial balance before he knows terial. Fait 2 : 
whether or not he is making money is working 10. — accessories, including repair 
parts. 


under a decided handicap. 

About four years ago a hardware firm located 
in one of the northwestern States and doing an 
annual business of better than $100,000, reached 
the conclusion that all the merchandise that they 
sold was not showing a profit and some lines were 
sold at a distinct loss. They were, however, un- 
able to find from their accounting system the 
facts to back up their suspicions or to tell exactly 
what lines were a drain on the business. Conse- 
quently they called in the services of an expert 
accountant and by following his instructions to 
the letter an accurate check is kept daily of the 
sales volume, cost of the goods and the margin 
of profit on each line handled. 

In the first place the entire stock was divided 
into ten departments as follows: 


1. Tools, including mechanics’, household, 
garden and automobile tools and steel 
goods. 

2. Builders’ hardware, which included nails, 
screws, garden hose and screens. 

3. Sporting goods, including bicycles and all 
other wheel goods and camping supplies. 

4. Cutlery, including barbers’ supplies and 
pyrex ware. 

5. Household goods, made up of kitchen- 


After this somewhat arbitrary division of stock 
was made, and an accurate physical inventory 
taken, each invoice received from the various job- 
bing houses was carefully divided ard each de- 
partment was charged daily with any merchan- 
dise placed in stock. 

The handling of the sales to be credited to the 
various departments is a little more complicated. 
The charge sales, of course, can be taken directly 
from the sales slips, it being necessary that the 
clerk also put down the cost of the merchandise 
obtained from the amount marked in code on each 
article. But in the case of cash sales, the cash 
register ticket must be retained by the store and 
the clerk making the sale makes a pencil notation 
on the ticket of the department number as well as 
the cost of the goods. Where a sale is made to a 
customer of items coming from two or more de- 
partments, it is necessary to give the total of the 
sales and the cost from each department. The 
sales slips and register tickets are sorted at the 
end of each day and a record made of the amount 
of merchandise sold in each department and the 
cost. | 

No effort is made to restrict the work of the 
store salesmen, of whom there are seven, to any 























Dept. No. 1 Dept. No. 2 Dept. No. 3 Dept. No. 4 Dept. No. 5 

a ae rr $5,719.52 
i Ce . cscadeewe 33.31 
Net sales.......... $6,642.83 $26,440.35 $25,332.75 5,686.21 $14,559.46 
Inventory 1/1/24...$3,016.25 $12,523.73 $7,057.82 $2,939.85 $5,210.63 
Purchases ......... 4,435.88 14,382.92 7,184.64 4,451.30 9,718.37 
Pe t-ccené00%2 117.87 543.80 363.64 49.24 437.21 
a eee 

7,570.00 27,450.45 24,606.10 7,440.39 15,366.21 
Inventory 12/31/24. 3,427.44 9,505.93 8,202.04 3,670.15 9,317.72 
Cost of sales ....... 4,142.56 17,944.52 16,404.06 3,770.24 10,048.49 
er re 2,500.27 8,495.83 8,928.69 1,915.97 4,510.97 
GREE. sxcecvcene 1,659.40 6,604.88 6,328.19 1,420.43 3,636.99 
Gain or loss ......-. 840.87 1,890.95 2,600.50 495.54 873.98 
Rate of stock turn.. 1.3 1.6 2.1 1.1 1.9 
Av. stock carried... 9 mo. 7 mo. 6 mo. 12 mo. 6 mo. 
Margin ratio ...... 37.64% 32.13% 30.24% 35.70% 30.98% 
Mdse. profit ratio.. 12.66% 7.15% 10.26% 8.72% 6.00% 
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one department but each one sells all over the 
store. The two proprietors do all the buying with 
recommendations from the clerks. 

As a result of this system the “boarders” or 


Overhead or Cost of Doing Business 
Analysis for 1924 








Expense Av. Carrying Selling 
Items Amount Pet. Cost Cost 
Owner’s salary. $5,500.00 4.76 2.38 2.38 
Clerks’ salary.. 9,897.49 8.58 77 7.81 
Office supplies . 372.21 OZ 16 16 
Store supplies. 327.27 .28 14 14 
POMtARS ..csss 384.98 oo Oo 
. Advertising 1,055.60 91 91 
Heat and light. 550.46 AT AT 
Delivery ...... 1,413.36 ) Fe +. 123 
Telephone ..... 107.97 09 .045 045 
Collections 111.61 09 .09 
eer 5,400.00 4.68 4.68 
BROnpGirs ....... 92.14 .O7 .035 035 
Insurance ..... 1,061.17 92 92 
Donations 100.00 .08 08 
_ | 736.43 .63 .63 
mnterest ...... 83.66 .O7 07 
Depreciation 1,023.11 88 88 
Bad accounts .. 171.05 14 14 
Miscellaneous .. 463.63 40 20 .20 
$28,852.14 24.92 11.388 13.54 
Average stock turn—1.5. 
Average stock carrying—8 mo. 





Average monthly carrying charge—1.4. 
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non-profitable lines were found. In the case of 
the cutlery department, it was a comparatively 
easy matter to regulate the stock without affect- 
ing the sales volume and by thus increasing the 
turnover the department became profitable. 

The value of the figures obtained through the 
departmentizing of the store records is easily seen 
and a study of the statement of business will give 
an idea of the detail with which the record is car- 
ried out. The percentage of profit is found by de- 
ducting the average overhead of 24.92 per cent 
from the ratio of margin. Paint is shown to be 
the most profitable department for the store in 
question, with toys a close second and electrical 
goods the fastest movers. 

The overhead or cost of doing business is also 
very carefully watched in this store and all items 
of expense are divided into “carrying costs” and 
“selling costs,” the latter being the expenses in- 
curred in the actual selling of the merchandise 
while the former are the expenses of merely 
carrying the goods in stock. Naturally the longer 
the merchandise is carried in stock the greater 
the carrying costs, while the expense of selling 
remains the same regardless of when the goods 
as sold so that a rapid turning of the stock means 
a lessened overhead. 








ing 4-in. to 1%-in. drills and is ca- 


Portable Electric Twist Drill 
Grinder Has Simple 
Operation 


A new portable electric twist drill 
grinder called the ‘““Keypower”’ has been 
designed and manufactured by the 
Keystone Grinder and Manufacturing 
Company, Pittsburgh, Pa. It is said 
to be sturdy and substantial in con- 
struction and to produce efficient work 
at a rapid rate with unskilled work- 
men. 

The. grinding action is produced by 
light pressure of the drill against the 
face of the grinding wheel. The light 
pressure method is said to permit rapid 
work, and prevent burning of the steel] 


or drawing the temper of the tool. The 
tool or drill is held firmly in place by 
means of a wedge-shape tool holder 
that assures uniform results. No water 
is said to be necessary during the grind- 
ing process as there is a continuous 
air circulation on the face of the wheel 
which cools the tool. 

Railroad repair shops and construc- 
tion gangs should find this device use- 
ful as it weighs only 60 pounds, is 
portable and with it they are able to 
grind their tools right on the job. A 
heavy hood over the grinding wheel 
gives protection to the operator. 

It is driven by a Westinghouse 4-hp. 
motor and equipped with an attachment 
cord that may be plugged into any 
crdinary socket. It is fitted for grind- 


pable of redressing all shapes and 
kinds of edge tools, such as are in use 
in industrial plants and on railways. 





Display Stand for Economy 
Plumber 


Economy Plumber Drain Pipe Clean- 
er, manufactured by the Economy 
Plumber Co., 398 Broadway, New York, 
N. Y., is now ready for dealers in its 
new and attractive display stand con- 
tainer. 

It is in three colors and tells the 
story at a glance. It is said to hold 
the can firmly in place, to take but 
little room on the counter and to have 
attention getting value. 





























Dept. No. 6 Dept. No. 7 Dept. No. 8 Dept. No. 9 Dept. No. 10 Total 
$10,582.88 $12,402.20 $2,910.40 $10,022.13 $610.27 $115,189.48 
$3,376.41 $9,657.45 $992.48 $2,296.71 $222.78 $47,294.11 
6,303.67 6,818.40 1,877.25 7988.28 354.79 73,515.50 
145.54 297.26 69.60 138.12 9.09 2.171.837 
1,643.33 1,643.33 
9 825.62 18,416.44 2,939.33 10,423.11 586.66 124,624.31 
3,485.96 8,687.90 1,144.22 3,002.29 185.06 46,958.70 77,665.61 
6,339.66 9,728.54 1,795.11 7,090.83 401.60 37,523.87 
4,243.22 2,673.66 1,115.29 2,931.30 208.67 28,774.68 
2,643.64 3,098.11 727.03 ? 505.56 152.45 8,749.19 
1,599.58 loss—424.45 388.26 27.74 56.22 
1.8 1.0 1.7 2.5 1.9 
6 mo. 12 mo. 7 mo. 5 mo. 6 mo. 
40.09% 21.56% 38.34% 29.25% 34.18% 32.58% 
15.11% loss—3.42% 13.36% 4.27% 9.2 % 7.60% 
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N thinking about the differences in doing busi- 
ness in Europe and the United States, one is 
confronted with the problem: “Has Europe, 

through centuries of trading, learned how to do 
business better than the United States; will the 

United States in time settle down more or less 

to European methods, or, on the other hand, has 

Europe become effete and played out in their busi- 

ness methods and will they learn from the United 

States, adopting our methods?” If things are to 

happen here as they have happened in Europe, 

there is a good deal of hope and encouragement 
for the small independent dealer. 

* * * 


Cooperative stores and chain stores started in 
Europe, especially in England, long before they 
were of any importance in the United States. It 
is true that Mr..Selfridge established the first 
department store in London conducted along 
American lines. Judging by his statement in the 
annual report of the chairman, Messrs. Selfridge 
& Company, Ltd., have been doing very well. 
However, there are other English stores on the 
cooperative and department store idea that are 
also prospering. One of the greatest cooperative 
retail establishments in England is the Army and 
Navy Store. You are supposed ito be a member 
and have a card to buy there. Upon presentation 
of your card as a member, you receive a discount 
but members, instead of presenting their cards, 
dropped into the habit of using their card num- 
bers. Then they gave their card numbers to their 
friends and so, being a member of the Army and 
Navy Store in order to receive a discount is more 
honored in its breach than in its observance. 

~ * * 


However, notwithstanding cooperative stores 
and chain stores, in London and, in fact, all over 
England, the little shop, under the careful eye of 
its owner, seems to be holding its own with its 
cooperative and chain store competitor. But the 
small shops all over Europe stick to their own line. 

+ +. * 


Price-cutting in England, however, and in 
Europe generally, does not run wild as it does 
here in the United States. These foreign govern- 
ments are wise enough to know that competition 
is not only the life of trade but that frenzied 
competition can become the death of trade as well. 
The governments have learned that bankrupt 
merchants are not good tax payers. Therefore 
in Europe the governments actually take a hand 
directly and indirectly in helping merchants main- 
tain fair and reasonable profits. In trade asso- 
ciations, the government has a representative 
attend the meetings. This representative is a 
member of the trade board. It is his duty to see 
that both the interests of the merchant and the 


European and American Methods 


By Saunders Norvell 





interests of the consumer are protected. These 
boards of control, in arranging selling prices, have 
worked very satisfactorily. As a matter of fact, 
they have been of tremendous value in helping 
industry pass through the terrible years since the 
war. In Europe the irresponsible price-cutter is 
looked upon as a public enemy. He is just as 
dangerous to the community as a mad dog turned 


loose. 
* 7~ oa 


In England, for instance, in the drug line there 
is a proprietary association. If a manufacturer 
wishes to place his line of goods on the market 
and have his line protected, he goes to this asso- 
ciation, which works under the control of the 
government, and lays his selling plans before a 
-committee. On a particular line in which I was 
interested, they asked 331/3% profit for the re- 
tailer and then 1214% profit for the wholesaler. 
When our prices were fixed, in selling wholesalers 
and retailers, all of them in buying agreed by a 
signed agreement to maintain the fixed wholesale 
and retail prices. These agreements were lived 
up to. We have been selling goods in England 
and France for a number of vears and we have 
never yet had any trouble on account of price- 
cutting. Such an arrangement in the United 
States would be considered a conspiracy in re- 
straint of trade and the Federal Trade Com- 
mission would promptly get after any manufac- 
turers, wholesalers or retailers entering into any 


such arrangement. 
* * 


European merchants frankly can not under- 
stand the point of view of our American policy. 
They frankly think that we are very foolish in 
some of the things we do. They believe that the 
tremendous development in America has not been 
due entirely to the wisdom of our business policies 
and legislation, but more to our unusual oppor- 
tunities. In other words, with the opportunities 
given to us over here, we could not help being 
prosperous, notwithstanding much of our foolish 
legislation and our foolish methods of doing busi- 


ness! 
* * 


You can go to France year after year for many 
vears and you will see the same shops selling the 
same lines with the same proprietor and the same 
employees. When a small shop-keeper in France 
has a surplus at the end of the year, he does not 
immediately think about finding a new location. 
He does not increase the size of his shop. He does 
not add to his lines. He invests his surplus in 
stocks and bonds and this investment brings in 
interest. When he grows old, he turns over his 
shop to his son or some relative. He retires to 
the country and the business goes on. The idea 
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of almost every Frenchman when he grows old is 
to live on an assured income in some pleasant 
rural retreat. Of course many of these old-timers 
retire and continue to live in the cities. Every- 
where in Paris at good restaurants you see old 
women lunching or dining comfortably together, 
drinking their wine and gossiping to their heart’s 
content. This is one of the curious sidelights in 
Paris. These women are very likely widows of 
retired business men living on their incomes. 
* * OK 


In America, on the other hand, when a business 
is prosperous, they immediately start to expand. 
They usually over-expand. They go into debt. 
Then we have rapid changes in the channels of 
business or a depressed period and our successful 
merchant possibly after he is past middle age, 
instead of being in easy circumstances, finds him- 
self in trouble. In my opinion, America has a 
good deal to learn from the Europeans in respect 
to care in expansion, in taking money out of the 
business and making investments, and in provid- 
ing sound and safe outside investments for old 
age. This conservatism in all lines leads to greater 
stability in business. 

* * + 

In a certain hotel in Paris I have had the same 
waiter take my orders for 20 years. My hair has 
turned gray but his hair is just as black as it was 
when he first brought breakfast to my room. The 
French do not believe very much in the beauties 
of gray hair. Why be gray when there is a 
chemical industry? So, in all the shops in France 
you will find year after year the same employees. 
This is also true of England and of Germany. 
They do not hire and fire over there with the same 
degree of irresponsibility as they do in the United 
States, nor do the employees quit their jobs for 
any trivial reason, as they do here. 

* * * 


Another difference in business in the larger 
cities in Europe, and especially in Paris, is the 
fact that the shop-keepers and the working people 
live in the buildings where they work. There is 
not all that waste of time we have in America get- 
ting down to work in the morning and getting 
home at night. There is none of the crowded 
transportation that we have at the rush hours in 
all of our large cities. In Paris, for instance, each 
industry has settled down in certain parts of the 
city. If, for instance, you visit the perfumery 
manufacturers, you find them all together. So 
too with the furniture makers, the shoe makers, 
the hardware dealers, etc. These people live a 
lifetime in their own districts. They have their 
own restaurants and the regular shops from 
which they buy their goods. Thus Paris and Lon- 
don are divided up into innumerable little com- 


munities. 
* +r * 


The traffic in London is very slow indeed be- 
cause the streets are narrow and they still use 
many horse-drawn vehicles. These heavy trucks 


drawn by horses hold up the automobiles and if 
one has the habit of trying to do things in a 
hurry, he will certainly be thrown into a state of 





nervous collapse by the delays in London. In 
Paris the situation is different because the streets 
are broader and there is room for the automobiles 
to pass the horse trucks. 

ok K *K 


France for centuries has had the reputation of 
being a very polite nation. Class by class, in my 
opinion, they are not as polite as the English or 
the Americans. The taxicab drivers in England 
are mostly middle-aged men. They are the nicest, 
most polite men I have ever met. They seem to 
take a real interest in your welfare. They some- 
times go to a great deal of trouble to get you 
straightened out when you are hunting some ob- 
scure location. 

* * * 

The French taxicab men are an entirely differ- 
ent class. They may be polite to Frenchmen but 
they are certainly not polite to foreigners. The 
worst of it is that they are frequently very insult- 
ing to foreign ladies, especially when they are 
alone. I have several times felt that a good beat- 
ing would be the best thing that could happen to 
some of these French pirates running taxicabs, 
but the law in France is very strict in the case 
of fights. France does not care how much you 
talk. You can call the other man anything you 
please. Two men can stand on the street, curse, 
swear and shake their fists at each other just as 
long as they please. A gendarme will stand to 
one side and look on with a cynical smile. How- 
ever, the very moment one man strikes another, 
the trouble starts and the severity of the law is 
meted out to the man who strikes the first blow. 
The French do not seem to have gathered the 
Anglo-Saxon idea in common law that some words 
are the equal and the equivalent of a blow! 

* * * 


On one occasion when a horse truck bumped 
my taxi, I thought I would see a real French fight. 
My driver jumped down from his box, left his 
taxi: in the street, ran after the truck, jumped 
up behind, and I said to myself: “Well, here goes 
a fine fight.’””’ However; all he did was to “jaw” 
the driver of the truck. After a while, he jumped 
down from the truck, returned to the taxi, looked 
at me with an aggrieved manner, shrugged his 
shoulders and got back of his wheel—all this 
energy wasted and no net resultS accomplished! 

* * 1K 


The mass of the French people read very little. 
They do not read their daily papers. Most of the 
information in France is passed from one to an- 
other by word of mouth. As I stated before, they 
live in their little neighborhoods and everything 
in their neighborhood is talked over to a frazzle. 
What they do not know about what is going on 
in their neighborhood is certainly not worth 
knowing. This has a bearing on advertising. I - 
was interested in the best method to advertise 
certain goods in France. I found that the daily 
papers as a rule have a very small circulation 
compared with our American papers and, besides 
that, they refuse point blank to give a statement 


(Continued on page 76) 
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Postal Committee Deluged With 
Complaints Against New Rates 


National Chamber of Commerce Presents Views of Many 


Business Men—Committee Will Draft Permanent 


Rate Law for Coming Congress 


By W. L. Crounse 


WASHINGTON, July 27, 1925 


HE joint postal committee of the Senate and House, charged 

with the duty of recommending to Congress a permanent re- 

vision of the postal rates, tackled its big job last Monday. A 
two-day session was held in Washington after which the committee 
departed to Atlanta and will later go to Philadelphia, New York, 
30ston, Augusta, Me., Buffalo, Chicago, St. Paul and Minneapolis in 
the order named. The Pacific Coast will be visited in October. 


The task of the joint committee is two-fold. 


It will determine, 


first, the wisdom of the changes in rates somewhat hastily decreed 
by Congress in the closing days of the last session, and second, 
whether in addition to confirming or modifying those rates the situ- 
ation in the postal service calls for additional changes not in con- 
templation by Congress when the present schedule was framed. 





Nearly All Changes Are Unpopular 


'dustries engaged in the production of 


Nearly every change in rates made | 
by the last Congress came in for severe 


criticism during the sessions of the 
joint committee held during the past 
week in this city. By far the most 


sweeping condemnation of the changes | 
duced the use of this valuable medium 


in classification and increases in rates 
was presented by the postal committee 
of the Chamber of Commerce of the 
United States. 

This committee had made an elabo- 
rate canvass of its members in the lead- 
ing cities of the country and had ob- 
tained data from the largest users of 
the mails. The criticisms of existing 
rates thus secured may be briefly sum- 
marized as follows: 


CIRCULARS 


The increase from lec. to 
each 2 oz. or fraction is objected to 
on the following grounds: 

(a) New rate is held to be prohibi- 
tive to a certain portion of mail ad- 
vertising and tending to its elimination 
or diversion from the mails, while an- 
other portion of this business is diverted 
to first class, due to the spread be- 
tween first and third class rates being 
insufficient in view of the difference 
in service afforded, and tends to clog 
the first class mails with large irregu- 
lar mailings of circular matter. 

(b) Although the rate is higher, it 
is claimed that the total revenue from 
this class of business has actually fallen 
off, defeating the purpose of the legis- 
lation and adversely affecting the in- 


| government 


circular matter. 


Has Had Bad Effect Upon Business 
PRIVATE MAILING CARDS 


The increase from le. to 2c. for the 


' ing less than twenty-four pages is not 
entitled to the rate of 1c. per 2 oz. but 


' must pay 1%c. 











private mailing card has greatly re- | 


of business, in part eliminating it and 
in part diverting it to the standard 
postcard, which is less 
satisfactory for many purposes, such 
as accounting, billing, advertising and 
use as return card. The result is 
stated to be a smaller unit revenue to 
the government as well as less total 
net revenue from this class of busi- 


| industry and allied lines. 


1'4e. for | 


| other types of carriers. 
cism 
| formerly 


PARCEL POST 


| prohibitive, 








per 2 oz. The result 
is that many business houses are in- 
creasing their catalogs to twenty-four 
pages, with a tendency to break down 
well established and economical trade 
standards of paper size, printing and 
folding. An extreme example is that 
of the circular, which would cost 1%c. 
to mail alone but which can be mailed 
for le. if a twenty-four page catalog 
is attached to it. 


NEWSPAPERS AND MAGAZINES 


In view of the deficit in second class 
mail, careful consideration is urged as 
to the extent of the share of increased 
postal costs which this class can bear 
without preventing the movement of 
mail matter required by the public in- 
terest and welfare. 

The change in rate on newspapers 
and magazines when mailed by other 
than the publishers has, it is stated, 
made the practice of sending such 
periodicals through the mails almost 
especially for long dis- 
tances when weighing more than 8 oz. 


Cost of Registration Increased Eighty 
Per Cent 


REGISTRATION FEES 


It is pointed out that the change in 
registration fees is severe, as the 3c. 


charge for return receipt with the ad- 
. | ditional fee amounts to an increase of 
ness and an adverse effect on the print- | 
ing business, paper mills, printing ink 


80 per cent, and furthermore the fee 


| for registration is considerably higher 
_than that to foreign countries. 


The flat increase of 2c. is held to be | 


unscientific in that it is not a sufficient 
increase for the shorter zones, where 
the parcel post is reported to be losing 


money, and is an unnecessary and un- | 
-economic increase in the longer zones, 
|where the rates are claimed to be al- 


ready too high, diverting business to 
Similar criti- 
is made with 
in third 
parcel post rates. 
An Indefensible Paradox 
CATALOGS 


Under the interpretation of the Post 
Office Department a catalog if contain- 


regard to matter | 
class now taking | 


i 





INSURANCE FEES 


There is an apparent inconsistency 
in the new rates, which charge 10c. for 
not exceeding $50 and 25c. for not ex- 
ceeding $100, the cost of insurance on 
the second $50 or fraction thereof thus 
being greater than on the first $50. 


HALF-CENT POSTAGE STAMPS 


The fraction of a cent is reported 
to be the cause of considerable incon- 
venience. 


GOVERNMENT OFFICIAL AND FRANKED 


MAIL 
It is urged that arrangements be 
made to have charged to the budgets 
of the government establishments con- 
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cerned the cost of penalty and franked 
mail service which they utilize. 


P. O. D. Need Not Pay Its Way 


In presenting these suggestions to the 
joint committee the National Chamber 
emphasized the fact that with rates 
fixed by Congress at infrequent in- 
tervals and under special conditions it 
would not be logical to expect the re- 
ceipts and expenditures in any given 
year to balance. Under no circum- 
stances should the department curtail 
expenditures at the expense of service 
in order to reach a_ self-supporting 
basis. 

In addition to discussing the com- 
plaints received from members regard- 
ing the rates recently enacted by Con- 
gress, the Chamber submitted a com- 


prehensive series of recommendations 
These | 


for improvements in the service. 
include an extension of the present plan 
of “working” first class mail in transit 
to the maximum degree in order to 
expedite delivery; the proper separa- 
tion of parcel post from other classes 
of mail to improve the handling of all 
classes; the adoption of a proper build- 
ing program for the relief of many 
post offices which now have insufficient 
work room; the elimination of the sys- 
tem of requiring employees to go 
through long periods of service as sub- 
titutes prior to appointment to regular 
positions as clerks or carriers; the com- 
plete removal of the office of Post- 
master from the realm of political ap- 
pointment and the creation of a perma- 
nent planning division in the Post Office 
Department to be exclusively occupied 
with the development of -technical 
equipment and improved methods and 
plans for expansions to meet future 
needs. 


Government Not the “Guardian of 


Business” 

Justice Stafford, sitting in Equity 
Court in an important so-called fraud 
order case, recently laid down an im- 
portant principle in line with Secre- 





tary Hoover’s declaration that there | 


has been too much government in busi- 
ness. Justice Stafford said: 
“The Post Office Department is not 
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the guardian of the people of the United 
States in respect to what they shall 
go into in the way of business.” 

The case was an appeal of a com- 
pany selling silk hosiery through the 
mails in accordance with a somewhat 
novel plan. It offered to each new 
customer an opportunity to buy six 
pairs of silk stockings for one dollar 
provided that the customer succeeded 
in securing several other customers to 
purchase stockings at the regular price, 
which was substantially higher than the 
premium rate. 

The young men who operate the Law 


Division of the Post Office Department | 


at once scented in this project one of 
the lottery schemes which by a Federal 
statute are prohibited from using the 
mails. In fact, this particular division 
of the department has been for many 
years hypersensitive on the subject of 
lotteries and has forbidden the employ- 
ment of many devices which there is 
good reason to believe the courts would 
have permitted to be used. 


Any Element of Chance Makes a 
Lottery 


The criterion of the department ap- 
pears to be an element of chance. If 
such a factor is found to affect the 
awarding of prizes or the obtaining of 
any advantages by a purchaser the 
Postmaster General promptly clamps 
down the lid. 

The department has prohibited the 
mailing of newspapers containing the 
advertisements of such innocent little 
propositions as asking the dear public 
to guess the number of beans in a large 
glass jar displayed in a show window 


or to figure out the number of teeth | 


in a curry comb or the exact minute 
at which a wound-up watch will stop. 
Some of these schemes in which prizes 
are awarded are undoubtedly lotteries 
and therefore forbidden by law, but 
the department has at times shown very 
poor discretion in condemning alleged 
infractions of the statute. 

In the case before Judge 
the court said: 

“T cannot see any evidence of lottery 
in this matter any more than there is 


Stafford 














53 


The court will therefore make perma- 
nent the temporary restraining order 
heretofore issued against the Post- 
master General.” 


Nick Longworth for General Taxation 
Reform 


Speaker-elect Nicholas Longworth is 
out for a big cut in taxes early in the 
new Congress. He also favors a gen- 
eral reform of the whole tax system, 
with an eye especially to speeding up 
prosperity and removing the incentives 
which now induce men of large means 
to invest in tax exempt securities. 

In a speech delivered in Cincinnati 
during the past week Mr. Longworth 
said: 

“We have been able in two measures 
to reduce taxes by more than $1,250,- 
000,000, and in the next Congress we 
propose to reduce them even further. 
We propose not only to reduce taxes 
but to reform our whole taxation sys- 
tem. 

“In our solicitude to relieve the tax- 
payers themselves, and particularly the 
smaller taxpayers, we have, I think, 
perhaps neglected the interests of those 
millions of people who, by paying no 
taxes themselves directly, are pro- 
foundly affected indirectly in the shape 
of the cost of the things they have to 
buy. 

“If capital is kept in unproductive 
channels, if taxes are so high that men 
of large incomes are tempted to avoid 
paying taxes in so far as possible, the 
inevitable result is high prices. This 
should not be.” 


Cannot Bar Tax-Exempt Securities 


Mr. Longworth discussed the possi- 
bility of a constitutional amendment to 
end the issuing of tax-exempt securities 
and expressed a view that it could 
never be passed. He went on: 

“The only alternative, then, if we 
are to unlock capital from a dead zone 


| and secyre the highest possible revenue 
_ from the income tax, is to reduce taxes 


| 


_to a point where temptation to avoid 


paying will not prove irresistible and 


| where capital will seek investment in 
in any ordinary business transaction. | fields of industrial production.” 


Outside Man Easenann Seams Sales 50 Per Cent 





HERE is one thing that can be said to 
the credit of the “Glorified Peddler” and 
that is, he has, to some extent, been in- 
strumental in showing merchants the possi- 
bilities of increasing their sales volume 
through systematic house to house can- 
vassing in their trade territory. Almost 
without exception, the hardware dealers who 
have been converted to the idea of employing 
an outside man, report that the sales secured 
bv solicitation fully justify the expense and 
effort. Not only does an outside salesman 
bring business to the store, but he also fur- 
nishes the best solution of the problem of 
competition by the out of town peddlers. 
One of the dealers who is now thoroughly 


“sold” on going out after the business rather 
than waiting more or less patiently for it to 
come into his store, is J. M. Mahowald, of 
Watertown, 8S. D. In January of this year, a 
man who had a fair acquaintanceship among 
the farmers in the territory and who owned 
an automobile was put on the pay roll on a 
straight salary of $125 per month. His in- 
structions were to spend all of his time out- 
side and to call at every farm home and to 
push such items as ranges, washing ma- 
chines, vacuum cleaners, paint, harness, rope, 
milking machines and separators. That his 
mission has been successful is proven by an 
increase of over fifty per cent in the business 
of the store for the first five months of 1925. 
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A Correction 


s.VERY one who read the New Goods Section of our June 25 issue must have 
iu. realized that a blunder occurred in the story on that new Disston achieve- 
ment—the D-18 Hand Saw with the Disstonite handle. 
The statement that “this is the first real development made by Disston since 
1874” was so outlandish that it scarcely needs correcting. 
It should have read: “The D-18 Saw with the Diss- 
tonite Handle is one of the greatest hand saw improvements since Disston in- 


"Twas a slip of the pen. 


vented the skew-back in 1874.” 


We just want to make amends to that great concern which has done so much 
for the saw industry, and the hardware trade in general, and gladly publish this 


correction. 








“Cloritied Peddler” to Be Chief Topic 
at Annual Convention of Salesmen 


A discussion of ways and means of combating the Glorified 
Peddler has been announced as one of the chief topics for dis- 
cussion at the annual convention of the National Council of 
Traveling Salesmen’s Association, to be held in New York City 
Sept. 1, 2 and 3. Spokesmen for 912,000 traveling salesmen 
will attend. 

The inclusive nature of the association memberships which 
will be represented by delegates to the convention, is indi- 
cated by the following: Associated Lighting Equipment Sales- 
men, Associated Chicago Salesmen, Associated Millinery Men 
of America, Boot and Shoe Travelers’ Association, Carpet & 
Upholstery Club of Chicago, Chicago Corset Salesmen’s Club, 
Cincinnati Traveling Men’s Association, Cleveland Garment 
Salesmen’s Association, Eastern & Middle West Travelers’ 
Association, Empire State Corset Club, Far Western Travelers’ 
Association, Garment Salesmen’s’' Association, Hardware 
Boosters’ Association, Jewelry, Leather & Fancy Goods Sales- 
men’s Association, National Board of Tobacco Salesmen, Na- 
tional Piano Travelers’ Association, New England Corset Club, 
Ohio Corset Salesmen’s Club, Pennsylvania Corset Club, Sales- 
men’s Association of the Paper Industry, Southern Travelers’ 
Association, Southern Shoe Salesmen’s Association, Tennessee 
Travelers’ Association, Textile Travelers of America, Up- 
holstery Association of America, Wall Paper Travelers’ Asso- 
ciation, Wholesale Granite Salesmen’s Association. Also the 
National Association of Men’s Apparel Clubs with which is 
affiliated the Men’s Apparel Clubs of each State group. 





The major part of the three day con- 
vention will be taken up with discus- 
sion designed to improve general busi- 
ness prosperity. The discussions will 


be led by some of the nation’s biggest 


business men as well as officials from 


Government departments in Washing- | 
ton whose work has to do principally | 


with domestic 


utors. 


Members of the National Council of | 


the Traveling Salesmen’s Association 


are dead set against this type of dis- 
only | 


tribution; they consider it not 


commerce and distrib- | 





inimical to the traveling salesmen’s in- 
terest, but costly to retail and whole- 
sale business generally and not with- 
out its dangers to the housewives of 
the nation. This was stated in no un- 
certain terms by William G. Adams, 
executive secretary, in charge of the 
national offices in New York. 

There is a good deal of interest in 
connection with the election of na- 
tional officers to serve for the ensuing 
vear. 

















The incumbent president is A. M. 
Loeb, a delegate of the National Asso- 
ciation of Men’s Apparel Clubs. He 
has served as the national leader of the 
traveling salesmen for the last four 
years and has declared positively that 
he will not serve again. He says con- 
sideration for his family and his health 
demands that he retire from active di- 
rection of organization activities. 

The number of delegates to attend 
the convention is estimated at from 
5000 to 4000. They will come from 
Maine and from California, from the 
North and from the far southern 
points. It was stated that the National 
Council is organized like the United 
States Senate, with equal representa- 
tion of each trade or territorial group, 
regardless of its numbers. All voting 
is done by the official delegate-repre- 
sentatives of the constituent associa- 
tions, but the delegates may express 
their individual preference, and do not 
vote as State units. If Mr. Loeb’s re- 
fusal stands, it is anticipated that 
there will be considerable rivalry and 
excitement in the unexpected contest 
for the next presidency of the National 
Council. 


oe 


Manhattan Hardware and 
Supply Dealers to Hold 
Outing at Keansburg, 
Py Be 


A discussion of the forthcoming out- 

ing of the Hardware and Supply Deal- 
ers Association of Manhattan and 
Bronx Boroughs was a feature of the 
regular meeting of that body, held in 
the New York Turn Hall, Eighty-fifth 
Street and Lexington Avenue, New 
York City, July 21. 
_ After considerable discussion, it was 
decided to hold the outing at Belvidere 
Beach, Keansburg, N. J., on the Thurs- 
day or Friday following Labor Day. 
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OF THE TRADE 





Toy Company of America! Charles Holbrook Dead; Was 


Sold to Kaufman, Levenson 
& Co. and Frank E. Wright 


Kaufman, Levenson & Co., 7 East 
Seventeenth Street, New York City, 
and Frank E. Wright, Appleton, Wis., 
have taken over the business and 
equipment of the Toy Company of 
America, Appleton, Wis., manufactur- 
ers of toys and juvenile furniture. 

It is now contemplated that the Wis- 


ee 


consin business will operate as the Toy | 


Corporation of America. 
will have charge of ‘production, with 
headquarters at Appleton. All sales 
will be handled by Kaufman, Levenson 
& Co. at their New York address, who 
also represent the Gendron Wheel Co., 
Toledo, Ohio, Acme dolls and the Go 
Boy Corporation. 

The junior furniture line taken over 
by these factories included fifty num- 
bers each of which are finished in 
ivory, pink or blue tint, with cartons 
of corresponding colors. 

Kaufman, Levenson & Co. report that 
within four to six weeks the produc- 
tion capacity of the Appleton plant will 
be entirely sold for the year. 





W. R. Janney Has Joined W. 
F. Robertson Steel & Iron Co. 


W. R. Janney, formerly with the Tin 


Decorating Company of Baltimore, has | 


recently joined the W. F. Robertson 
Steel & Iron Company, Elwood Myers 
Co. Division, Springfield, Ohio, as a 
special representative in the can sales 
division. For many years Mr. Janney 
was connected with the manufacturing 
end of the business, later joining the 
sales organization. 





Chicago Hardware Men Hold 
Picnic Which Attracts 
More Than 500 


The Chicago hardware men forgot 
their various worries and knocked off 
from their stores on Wednesday, July 
15, for the annual “Hardware Outing” 
of the Chicago Retail Hardware Asso- 
ciation. Nearly 500 dealers and their 
families 
held at Klein’s Grove, a few miles out 
from the city. 

The grove was dotted with heavily 
laden lunch tables and after everyone 
present had thoroughly tested their 
capacity for food, several ball games 
started up. Later in the afternoon a 
short program of races was run off and 
an orchestra furnished music for those 
who cared to dance. Manufacturers 
and jobbers donated many different 
prizes for the various events 

The entertainment compittee in 
charge of the picnic consisted of John 
Wallace, chairman; J. Bryne, F. J. Zo- 
bac, William Triesselman, Fred Gross 
and F. J. Horky. 


Mr. Wright | 














attended the all-day picnic | 
| 





Well Known Hardware Man 


Charles Holbrook, one of the foun- 
ders of the hardware firm of Holbrook, 
Merrill & Stetson, San Francisco, Cal., 
died in his ninety-fifth year on July 
18. Mr. Holbrook was born in Swan- 
zey, N. H., Aug. 31, 1830. 


California July 27, 1850, and 


He went to ; ©! PS 
lived | tion comprising the leading farm pa- 





there continuously except for a brief. 


period when he was Mayor of Austin, | - 
ing the tour to make a close study of 


Nev. 

During his term of office in that city 
he started the famous “Gridley sack of 
flour” which netted more than $100,000 
for the benefit of the Union soldiers 
during the Civil War, and applied to 
the sanitation of camps. 

In 1870 Mr. Holbrook returned to 
California and entered the hardware 
business for himself. Soon afterwards 
he combined his own business with a 
number of other firms, afd organized 
the present firm of Holbrook, Merrill 
& Stetson. He left the presidency of 
that institution some time ago, and 
was elected chairman of the board of 
directors. He was about to place his 


' and 


Agricultural Editors Will 
Study Farm Conditions 


and Methods 


Farm conditions and methods in 
Western Canada will be investigated 
this summer by the American Agricul- 
tural Editors Association, an organiza- 


pers in the United States and Canada. 
An opportunity will be afforded dur- 


the part played by modern implements 
machinery in Canadian agricul- 


| ture. 


son Henry Holbrook in the presidency | 


when the latter died. The position was 
then filled by Henry Morris. 


Dayton Paint Factors Plan to 
Lengthen Painting Season 


The Dayton Paint, Oil and Varnish 
Club, 


The party will be taken on a special 
train of the Canadian Pacific Railway, 
leaving Chicago Aug. 23 and carried 
through Winnipeg and out to Victoria. 
At Victoria they will be picked up by 
the Canadian National Railway and 
carried up to Edmonston and back to 
Winnipeg and Chicago, reaching their 
destination Sept. 6. The tour has been 
made possible through the courtesy of 
the two railway systems, with the co- 
operation of the Dominion Department 
of Agriculture. 

The Canadian tour is the second step 
In a program involving a world study 
of agricultural problems in the leading 
farming regions of the world. Last 
summer the group toured Europe and 
gave special attention to an investiga- 
tion of dairying in Holland, cheese 
making in Switzerland and cooperative 
marketing in Denmark. As a result of 
that trip the farm paper editors were 
given a broader view of the problems 


of agriculture in the international re- 


the contracting painters’ asso- | 


ciation and the journeymen’s union of | 


that city have formed a joint commit- 
tee consisting of two members of each 
organization, and _ subscribed $3,000, 


half of which has already been placed | 


on deposit, toward a cooperative sales 
drive to lengthen the painting season. 
The drive will begin early this fall and 
continue until about March first. 

J. W. Donson, sales manager, Irvin, 
Jewell and Vinson Company, of Dayton, 
was delegated by the Dayton Joint 
Paint Promotion Committee to visit 
Save the Surface Campaign Headquar- 
ters to learn what material was avail- 
able and to gather suggestions. He 
spent two days at Headquarters dur- 


ing which not only cooperative news- | 


paper advertising, publicity, 


window | 


display, house-to-house and direct-mail | 
plans were discussed, but also contests, | 


stunts, cooperation with bankers and 
real estate men, and meetings of the 
Dayton paint trade were considered. 


The big idea back of this drive is to 


| of W. W. True at the 


thaw frozen markets and increase dull | 
season business by proving to Dayton 


property owners that painting is an 
economy, that it saves repairs and 
pays extra dividends in beauty, main- 
tenance of values and sanitation. 

The Joint Committee will have the 
active support of the Save the Surface 
Salesmen’s Club of Dayton. 





lationship to commerce and industry. 

The schedule provides for stops at 
various points of interest along the 
route. Some of the most important 
farming regions of the Dominion will 
be visKed. 

The officers of the association are: 
President, C. A. Cobb, Southern Rur- 
alist, Atlanta, Ga.; vice-president, 
John Cunningham, Wisconsin Agricul- 
turist, Racine, Wis.; secretary-treas- 
urer, T. L. Wheeler, Jndiana Farmer’s 
Guide, Huntington, Ind.;_ directors, 
Charles W. Peterson, The Farm & 
Ranch Review, Calgary, Can., and A. H. 
Snyder, Successful Farming, Des 
Moines, Iowa. 


W. W. True Entertained the 
“Tee and Bee” Club 


The “Tee and Bee Club” which con- 
sists of employees of True & Blanch- 
ard, Inc., Newport, Vt., recently held a 
special meeting at the summer home 
Bluffs. Harry 
Howe, Forest Electric Co., Newark, N. 
J., made an address on the subject of 
battery chargers and outlined several 
good merchandising thoughts in the 
sale of this equipment which his com- 
pany manufactures. 

Mr. True, the host, spoke on the sub- 
ject of Rotary, basing his talk on his 
observation of the International con- 
vention, held recently in Cleveland. 
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R. W. Lindsay Speaks at N. J. 
Painters Convention 


R. W. Lindsay, general sales mana- 
ger, Pratt & Lambert, Inc., was one of 
the speakers at the 2lst Annual Con- 
vention New Jersey State Assn. of 
Master Painters and Decorators, As- 
bury Park, July 14-17. His address, 
given Wednesday morning was “The 
Manufacture and Application of Var- 
nishes and Enamels.” 


National Lead Co. Observes 
Its Hundredth Anniversary 


Commemorating the one hundredth 
anniversary of the incorporation of the 
Brooklyn White Lead Co., the forerun- 
ner of the present National Lead Co., 
a souvenir booklet has been printed en 
titled The First Hundred Years. The 
former company was incorporated in 
1825, and is said to have been the first 
corporation to enter the lead industry 
in the United States. The brochure is 
a brief history of the lead industry, 
and will be found very interesting to 
hardware dealers and others. 


Bersted Has New Plant 


The Bersted Mfg. Co., manufacturer 
of electric irons, toasters, waffle irons, 
super-cords, plugs and other electrical 
household’ specialties, have 
moved from their old_ location 
Mather Street to a new modern fac- 
tory at 
Chicago. 


on 


International Hoover Convention Held 


July 13 to 18 


Salesmen, from all parts of the 
United States, from Canada and from 
ISngland, Denmark, Holland, Sweden 
and Switzerland, attended the Fifth 
International Hoover Convention at 
North Canton, Ohio, July 7 to 11. 
Managers and_ supervisors attended 
during the week from July 13 to 18. 

The salesmen qualified in three 
yroups, Maximen, who by the volume 
of their sales between Oct. 1, 1924, and 
June 13, 1925, reached a very high 
quota, Division Top-notchers and Dis- 
trict Top-notchers. 

The convention was held at Hoover 
farm, two miles from the company’s 


ing from The May Co. store. D. P 


main factory at North Canton, Ohio. | 


The camp is fitted up with several per- 
manent buildings, one of them a con- 
vention hall that seats 500. All facili- 
ties for comfort and convenience are 
provided, electric lights, hot and cold 
running water, showers, outdoor swim- 
ming pool, barber shop, hospital, tele- 


'phone and telegraph service, laundry 


and valet service, etc. 
Two business” sessions 


held 


were 


each day and in the evenings an enter- 
_tainment number which had a business 


application. The feature of greatest 


interest, and one of great importance 
'to all Hoover dealers, was the contest 


recently | 


5201 West Sixty-fifth Street, | 


The new plant is strictly modern and | 


is of brick, concrete and steel construc- 
tion, one story high and covering ap- 
proximately an acre of ground. 


Chain Stores to Open 


Arthur J. Pence, who for some time 
past has been general sales manager 
for Moore Bros., stove manufacturer 
at Joliet, Ill., has recently resigned his 
position to become the active head of 
Pence Stove Store, Inc., which will op- 
erate a chain of retail stores. 

The first store is to be opened in 
Joliet in the very near future and it is 


and also carry a full line of refrigera- 
tors, kitchen cabinets, washing ma- 
chines and other items of kitchen and 
laundry equipment. 


Baltimore Hardware Men 
Hold Outing on July 22 


The fifth annual outing of the Balti- 
more Retail Hardware Association of 
Baltimore, Md., was held Wednesday, 
July 22, at Bay Shore Park. A shore 
dinner was one of the features of the 
outing enjoyed by those present. 


of International Demon- 
H. Simpson of 


for the title 
stration Champion. 


i 
} 





London, England, working from the 
Selfridge store, won it this year and 
in winning it also won an award of 
$500. Second place and $300 was won 
by Paul E. Cole of Los Angeles, work- 


Maloney of Yonkers, N. Y., working at 
the C. A. Wagner store, won third 
place and $200. 

The title is competed for annually by 
the entire Hoover selling organization 
in all countries. Early in the spring 
the salesmen begin eliminations within 
their own small groups. A winner is 
declared, he is coached carefully and 
adopts all the good demonstrating de- 
vices and methods of ‘his fellows. 
Finally a district champion is declared, 
then an elimination is held between a 
group of districts and finally a division 
champion results. The champions of 
all Hoover Sales Divisions are sent to 
the convention where they compete be- 
fore the judges in three sets. So, en- 
tering the finals, are three men and 
these compete before the entire con- 
vention audience. 

Another feature of the convention 
activities is the awarding of medals to 
Maximen, bronze for those making the 
grade the first time, silver for the sec- 
ond time winners and gold for three 
and four time winners. 





Hanson & Yorke Ball Team 
Defeats Oliver Bros. Nine 


The newly organized baseball nine 
of Oliver Brothers, Inc., engaged the 


team of Hanson & Yorke at the latter’s 


| field 


in Flatbush last Saturday, and 


were the victims of a spirited ninth 
inning rally by the older team, which 


won by the score of 15-14. It was a 
far better game than the score would 
indicate as the grounds had a very 


short right field which caused many 
extra base hits that would have been 


easy outs on a larger field. 

The Olivers drew first blood when in 
the second inning they bunched four 
hits, and with the aid of an error 
scored four runs. Their hustling op- 


ponents came back with four runs in 


their half, and four more in the third. 
intended to feature stoves of all types | 


American Hardware Lines 





Sought by Porto Rican 
Manufacturers’ Agent 


Rafael Rodriguez Barril, San Juan, 
P. R., manufacturers’ agent, desires to 
represent in that territory manufac- 
turers of standard wrought steel pipes, 
black and open-hearth galvanized cor- 


-rugated sheets, wire nails and wire 


i 
| 
{ 


| 


products. Mr. Barril now represents 
G. F. Wright Steel & Wire Co. and 
Russell, Burdsall & Ward Bolt & Nut 


Co. 





Michael Fleming Dead: 
Veteran Simmons Employee 


Michael J. Fleming, an old employee 
of Simmons Hardware Company, died 
July 10 and was buried July 13. 

Mr. Fleming was in the employ of 
the Simmons Hardware Company for 
35 years—from June 11, 1873, to Jan. 
17, 1908, and retired about seventeen 
years ago. 

When men were employed to learn 
the hardware business, they took a 
course under Mike Fleming. 

A great many hardware dealers, 
manufacturers and salesmen through- 
out the country were well acquainted 
with Mr. Fleming, as in former years 
when the Simmons Hardware Com- 
pany was growing, he looked after the 
stock end of the business and made all 
reports as to the condition of the stock 
and also made out memorandums of 
what goods to order for the coming 
season. He was accurate, careful and 
had an excellent knowledge of the re- 
quirements of stock. 


In other words—Mike Fleming car- 
ried everything in his head in regard 
to the stock end of the Simmons Hard- 
ware Company. This was before the 
stock card system went into effect. 
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Can Opener Has Unique 
Feature 


Can-Ope, a can opener 


: “4 | three languages: 
that is sald | Portuguese. 


to give protection to the user ‘by turn- | 


ing down the ragged tin edges as it 
cuts is being offered by the Sunset 
Manufacturing Co., San Diego, Cal. 
This improvement should make an 
easy seller, 
not been wounded to a less or greater 


for there are few who have | . 
| + 
a 


degree during the process of opening | 


cans. 


It is said to be made of fine hard. 
steel, with cutting edge and point tem- | 


pered to stay sharp. Its operation 
simply means punching a hole in cen- 
ter and also near the edge with the 








point. The point is placed in center 
hole, the handle lowered to horizontal 
position and pushed around the can. 
Another product from this company 
that will undoubtedly recommend itself 
to dealers is an Air-Tite Coffee Dis- 
penser. It is a patented measuring de- 
vice, with an attractive nickel-plated 
holder with straight-side glass jar into 
which coffee may be poured and dis- 
pensed in tablespoon amounts by a 
simple twist forward and back of a 
small key. It is said to preserve the 
aroma and flavor of the coffee by keep- 
ing it absolutely air-tight. Is easily 
attached to wall or cabinet. Container 
and measuring device could be used for 
cocoa, sugar, bromo seltzer, etc. Fur- 
ther information may be had by com- 
municating with the company. 





Remington 1925 Pocket 
Knife Catalog 


A new pocket knife catalog has re- 
cently been issued by the Remington 
Arms Company, Inc., 25 Broadway, 
New York, N. Y. This practical and 
handy catalog will prove an excellent 
reference book and a valuable addition 
to dealers’ catalog libraries when se- 
lecting knives suitable to their trade 
as the knives are illustrated in full size. 

The Remington Cutlery Catalog No. 
C5 illustrates and describes Reming- | 
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ton’s entire line of “Specific Knives for | 


Specific Purposes” as of Jan. 1, 1925. 


The descriptive portion is printed in 


English, Spanish and 
A copy will be furnished 
to all dealers on request. 





Self-Basting Skillet Cover 
The Griswold Mfg. Company, Erie, 
.. ls ready to market 
cast aluminum = self-basting — skillet 
cover. 

It is said to fit snugly, hold the heat 
and to be practically indestructible. 
The manufacturer claims the rings on 





the under side of the cover catch the 
condensation and distribute it evenly 
over the contents being cooked, thus 
making it self-basting. The thick cast- 
ing causes a wall of heat to be over 
the food the same as the wall of heat 
around the food. 


New 





Household Cleanser 
Placed on Market 


The Britton T. & S. P. Co., Cleve- 
land, is placing a new household clean- 
ser on the market known as Day’s 
Liquid Pine Cleanser. Distribution is 
being secured in Cleveland at the pres- 
ent time. This fall the campaign will 
be extended, it is said, to Detroit, Pitts- 
burgh, Cincinnati, Columbus, Toledo 
and other large cities. 





Home Saving Bank 


An attractive line of home saving 
banks has been offered the hardware 
trade by the Corbin Cabinet Lock Co., 
New Britain, Conn. 
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Constructed of sheet metal, drawn 
into shape and handsomely finished. 
Equipped with coin guard. Supplied 
regularly with a _ round 
stamped “Regular Saving Accumulates 
Great Wealth.” 


name-plate | 
P | rendered 


a cast iron and | 


o7 


75 Oval Model Bank—Size 3'2 
x 1% in. 
25H Oblong Square Model Banks 
—Size 3% x 2% x 1% in. 
No. 55 Large Oval Model 
Size 4% x 3 x 2% in. 
No. 87 Small Oval Model- 
x 2% x 2 mm. 


No. 
x 2% 
No. 


Banks— 


Size 3 3% 


Dixon’s Cardboard Display 


An attractive display is offered auto- 


motive accessory dealers this year by 


' mounted on heavy cardboard, 
| Dixon’s 677, 


| Educational 














Each bank furnished | 


with one nickel plated key. Packed one | 


only in a neat and attractive carton. 


| approximate weight 6 lb. 


| facturing Company, 


Joseph Dixon Crucible Co., Jersey City, 
N. J. It measures 40 in. wide by 30 in. 
high, lithographed in eight colors and 
features 
for transmission and dif- 
ferential lubrication; Dixon’s Spring 
Oil and Graphite Cup Grease by illus- 
trating actual application of these prod- 
ucts. 


——_ 


Bureau Holds 
ssion with Save the Sur- 
face Committee 


Thirty-five persons were present at 
the Commodore Hotel in New York on 
June 24 at the joint meeting of Save 
the Surface Campaign Executive Com- 
mittee and the Educational Bureau. 

Reports were made by sub-commit- 
tees on advertising, publicity, slogan 


Se 


protection, motion pictures, financial 
support and trade promotion. 
The following persons were ap- 


pointed as members of the National 
Advisory Committee of the Save the 
Surface Campaign and as such become 
the permanent Save the Surface chair- 
men in their territory: 

Birmingham, Ala., F. L. Hambaugh, 
Sherwin Williams Co.; Dayton, Ohio, 
Howard Heck, Roemhildt Company; 
Jacksonville, Fla., J. V. Cummins, Do- 
ge & Gay Paint Co.; ; Memphis, Tenn., 

S. Gilson, E. P. Gilson & Co.; Miami, 
Fis. S. H. Chambers, Shaws, Inc. ; 
Mobile, Ala., Burton S. Butler, Mobile 
Paint Mfg. Co.; Montgomery, Ala., W. 
7 Smith, Southern Building Supply 

- Philadelphia, Pa., Geo. B. Beitzel, 
paced T. Lewis & Bro. Co.; St. Louis, 
Mo., Claude Smith, Phelan Faust Co.; 
St. Petersburg, Fla., John M. Graham, 
Smith Paint Co.; Tampa, Fla., Thomas 
E. Matthews, Pittsburgh Plate Glass 
Co. » 


—_-——- +--+ — 


Automatic Alarm Door Bell 


A well designed alarm door bell 
that acts automatically as the door is 
opened has been recently placed on 
the market by Bevin Brothers Manu- 
East Hampton, 
Conn. 

It is neatly constructed and needs 
no attention after attaching, which it 
is claimed may be accomplished in a 
few seconds. The alarm mechanism 
is set by the closing of the door, 
which is said to respond _instan- 
taneously as the door is opened. When 
the alarm is not desired, it may be 
silent by moving a _ small 
stop lever. 

It is made in nickel plate with the 
per doz. 





58 


Several Tools Added to 
Stanley Works Line 


The Stanley Works, 
Conn., has made. several 


New Britain, 


its last catalog. 

Hand drill; planes, 
aluminum; plumb and 
box; radio screwdriver; 


level; 


items. They have been constructed 
with a view to lightness 
without reducing strength with 
sequent less fatigue for the user. 
There are several new planes made 
in steel and aluminum and 
porating the features of the “Bailey” 
planes 





and carpenters. The “handy” feature 
adds to the attractive 
There is also a corner rounding plane 
for rounding corners on battens, 
ings, shelvings, etc., and an aluminum 
duplex filletster and rabbit plane. 
There are eleven new hand drills 
made with steel or parallel malleable 
iron frames some with single and 
others with double pinions. The dif- 
ferent handles in most styles have side 
knobs, and carry eight drill bits. The 
chucks take drills, up to 4% in. in 
diameter and up to % in. according 
to style. The one exception is No. 
610 which has a “pistol grip” parallel 


in. drill and six drills are included 
with holder. 

The plumbs and levels made in both 
aluminum and wood, are fitted with 
“nroved” glasses so arranged that no 
matter how the tool is taken up, one 
or more are available 
level or plumb. The 
recommends the aluminum as 


guarantees it against rust or warping. 

The truss form of 
said to add to the strength 
level frame while top and bottom are 


milled and ground with a view to in- | 


suring parallel surfaces. Openings 


‘for both level and plumb glasses are | 


protected by heavy glass covers from | 
damage and dirt. | 
Aluminum mitre box embodies the | 


variety of adjustments of No. 
with practically all parts of aluminum 
which speaks for its lightness and 
proof against rust. 

The radio screwdriver 


with its 





in weight | 
con- | 
incor- | 


already well known to artisans | 


appearance. | 


Cas- | 


_keted by the Markwell Mfg. Co., 


malleable iron frame and takes a 3/16 | 


with which to. 
manufacturer | 
it com- | 
bines strength with light weight and | 


construction is | 
of the. 


3D8 | 
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conveniently sized handle is made with | 


sides of tip parallel instead of taper- 


ing which is said to permit a counter- | 
sunk screw to be followed up without | 
'_marring or damaging the work. 
important | 
additions to its line since publishing | 

_material and finish are to be the most 
both steel and | 
mitre | 
and box | 
ratchet bit brace are among the new | 


The box ratchet bit brace is said to 
be of high quality workmanship, 


improved form of construction where 
the ratchet ring is at right angles to 
the bit. The jaws are of the uni- 


versal type, and will hold round shank | 
in. to % in., | 
and taper shanks as large as No. 2) 


bits and drills from % 
Clark’s expansive bit. 
Heads are ball bearing and made of 
Cocobolo, as is the handle also. The | 
entire brace is heavily nickel plated 


with 8&8, 10, 12 and 14 size of Sweeps | 


and are packed two in a box. 
Pages describing the new items are 


now ready and made to fit the No. 120. 


catalog. 


Wrought Bar Sash Lift 
The P. & F. Corbin Division of the 


-_American Hardware Corporation, New 





Britain, Conn., has begun the manufac- 
ture of a new wrought bar sash lift. 

It is wrought in steel, brass or bronze 
and furnished in all of the regular Cor- 
bin finishes in three sizes: No. 3292, 
1 1/16 x 4 in.; 3293, 1% x 5 in.; 3294, 
1% x 5% in. 

One dozen sash lifts are packed in 
a box with screws. 


Magnetized Brad Sets 


The magnetized brad set being - 
nc., 
176 Franklin St., New York, will be 
found a convenient tool for carpenters, 
cabinetmakers and glaziers. 





the end of the set, and place the set 
against the material into which the 
brad is to be driven when a push 
carries it to the desired position. 

It is claimed that one hand can 
manipulate it by holding the barrel of 
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the set between the first and second 
fingers and pulling until magnetic ram 
is exposed when the brad is readily 
picked up. It is said to not only drive 


_a brad in hard or soft wood or leather 


but to countersink it below the surface 
far enough to cover with putty or wax. 


Coupling Assortment 


A new coupling assortment has re- 
cently been developed by E. Edelmann 
& Co., 2332 Logan Blvd., Chicago, III. 
The new device is called “Perfect.” It 
consists standard parts and is said to 
be a practical outfit for dealers and re- 
| pairmen and to meet the requirements 
along this line. The parts are labeled 


| and conveniently eo , 


=a 


> | 





It comes in a nicely constructed hard- 


wood case, with a chart of each item 
showing the location in the cabinet, 
and consists of 178 pieces. It is said 
to be a complete assortment of com- 
pression couplings, standard brass fit- 
tings, grain and air cocks, primine 
cups, bushings, etc. 


_The Premax Steel Tent Stake 


A 15-inch steel tent stake has re- 


cently been placed on the market by 


the Niagara Falls Metal 
Works, Niagara Falls, N. Y 

This is claimed to be the result of 
more than twenty years development 
in trying to keep pace with the require- 


Stamping 


| A . aan 
It is said to be easily operated as it | ments of campers and tourists 


is , eS r he brad in. . : 
is only necessary to put t ac" tent firmly in fair or stormy weather; 


_to be easily driven or pulled and to be 
| rust proof. 


The steel stake is said to hold the 


Made also in 9 in. and 12 in. lengths. 
All sizes being packed in handy bags 
for convenient sale and handling. 


School Students Helped 
Chicago Clean Up 


Figures have just been made public 
concerning the results of the “Clean 
Up, Paint Up,” campaign conducted by 
the public school students of Chicago. 


| Students from 24 city high schools and 
| 135 elementary schools cooperated, and 
_ among the results that are particularly 
_ interesting to the hardware fraternity 


are the following: 
Houses painted, 10,251. 
Rooms painted, 41,577. 
Outbuildings painted, 9733. 
Fences painted, 15,187. 
Floors varnished, 29,801. 
Woodwork varnished, 28,763. 
Vegetable gardens planted, 40,856. 
Flower gardens planted, 53,002. 
Grass plots planted, 40,833. 
This is the fourth annual campaign 
of this character and the direct results 
have more than doubled each year. 
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Amalgamation Patch for Tires 


A patch that is said to be self-vulcan- 
izing and to make quick, easy and 
permanent repairs in balloon and stand- 
ard casings has recently been marketed 





by the Gates Rubber Co., Denver, Colo. 
The important part of this patch is 





said to be the center, which fills the hole | 


or crack in the casing and binds the 
broken edges together. 


The center of this patch is built of | 


amalgamation gum, which is said to be | 


a self sealing compound with unusual | 


binding properties that cures in ser- 
vice. This is reinforced with wide, cir- 
cular plies of tire fabric. 

These patches are packed in glassine 
envelopes with printed directions and 
furnished in two sizes—No. 1, 5% in. 
in diameter, for small cut and bruises, 
and No. 2, 7 in. in diameter, for large. 





Caster with Unique Features 


Hammacher, Schlemmer & Co., 133 
Fourth Avenue, New York, has recent- 
ly been appointed sole agents in the 
New York territory for the sale of the 
Perfect Caster, manufactured by the 








\\ we. 
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Perfect Caster Sales Co., Inc., 47 West 
Thirty-fourth Street, New York. 

The casters are made in _ several 
styles and constructed with hard steel 
balls, case-hardened yokes and wheel 
bearings which are said to give easy 
carriage of furniture. There are four 
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ball bearings, containing 65 hardened, 
polished steel balls—37 in the head and 
28 in the wheel and a string-proof 
axle. 

It is claimed they swivel instantly 
and roll about without noise, with a 
minimum of friction. The _ rubber- 
fiber thread wheel is said not to scratch 
nor damage floors or carpets and to be 
so constructed that they cannot pick up 
lint, hair nor dust. 

They are made in three styles: stem, 
plate and hospital size stem caster for 
wood and metal furniture. 





Handy Set of Screw Drivers 


HE Waterbury Button Co., Water- 
bury, Conn., is just putting out 














two sets of screw drivers on the | 


market. The screw drivers are neatly 
fastened on attractive cards that tell 
of their use and price, and also that 
the handles are molded to _ prevent 
shocks to the user. The same style 
handle is on all three, but blades are 
of different length, 2 in., 3% in., and 
5% in. The handles are of insulating 
material molded on the blades under 
heavy pressure, while the blades are 
of high carbon steel, said to be properly 


Ry “F un fmec? 3 
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Gear ALS 


NECESSARY 
SIZES FOR 
RADIO AND 
AUTO WORK 
50 
CENTS 


T yF THREE 





hardened and tempered and _ finished 
in bright nickel. They are intended 
for use in the radio and automobile 
trade, and will be found convenient in 
the home tool box. 


This company has been in business | 


since the war of 1812 when it made 
buttons of pewter for the U. S. Army. 





Shi-num for Cleaning 
Aluminum Ware 


CLEVER device or holder for steel 
wool which is intended for effec- 





| 
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Pennsylvania Building, Philadelphia, 
Pa. It so holds the material that the 
surface of the utensil both inside and 
out, can easily be reached and cleansed 
without the hands coming in contact 
with the steel wool. 

When steel wool is held in the hands, 
it becomes too compact and breaks into 
splinters which is not good for either 
the hands or utensils. But with the 
holder it is said to act differently and 
to give satisfaction. The holder may 
contain any scouring material and be 
refilled whenever desired. 


Ebeling-Thornton Co., 425 National 
Bank Building, Houston, Tex., and 
Ebeling-Dial Co., 431 Gunter Building, 


San Antonio, Tex., are the distributors. 





Scooters for Use on Ice 


The trade will undoubtedly be inter- 
ested in Scooter-Ski and Scooter-Skate, 
now being placed on the market by the 
Sheffield Corp., Burr Oak, Mich. 

These products are intended for play- 
things and sport during the winter 





months and to replace the wheel scooter 


'when snow and ice are on the ground. 
_It is said considerable interest has been 
manifested during a recent exhibition. 
| They are both patented. 


/on regular as well 
and to sell at a low price. 


Balloon Tire Jack Is Simple 
to Handle 


With a view to meeting the demand 
for a strong, efficient, light and com- 
pact jack for balloon tires the Elite 
Mfg. Co., Ashland, Ohio, has placed 
No. 15 Reliable Jack on the market. 

This is said to be equally useful 
as balloon tires 
An un- 


| usually low starting height is claimed 





tively cleaning aluminum without | 


a... is being put on the market 
by The Phillips-Laffette 


of only 6% in. with a high lift of 
more than 10 in. 

The operation is said to be easy and 
fast and by means of internal and 


external oppositely threaded screw 
members. <A _ universal joint is also 
employed... To protect against chance 


of soiling clothing or hands the gears 
are enclosed. A _ folding extension 
handle, 36 in. long, is supplied with it. 

The Elite Mfg. Co. also announces 
the acquirements of exclusive rights 
to the manufacture and sale of a 
unique combination jack and rim 
wrench for which U. S. Letters Patent 
were issued Sept. 30, 1924, to John 
Robert Robertson of New Glasgow, 
N. D. The new device, which is prac- 
tical and efficient, is a simple affair, 
easy to operate and can be made to 


Company, | sell at a popular price. 
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General Market News 





Retailers More Active 
Than Wholesalers— 
Futures Being Placed 


R 


lines. 


ETAILERS in all lines report greater activity rela- 
tively than might be expected from the rather 
limited wholesale business being done in seasonal 
It is particularly true in the hardware business, as 


dealers in rural and suburban communities report a con- 
sistent demand for steel goods, and equipment for gardens 


and farms. 


With the possible exception of the Pittsburgh area, 
hardware jobbers report a very good early interest in fall 
goods, particularly in stove goods, wine presses and such 


lines. 


Staple items are not selling in large quantities. 


Vacations and sales conferences show noticeable effect by 


temporarily retarding sales volume. 


a oe ——— 


Current Business Light; 
N. Y. Interested in Futures 


Metropolitan jobbers are receiving 
fairly large size orders on fall goods. 
These call for delivery late in August 
or early in September. Current sales 


Collections are fair. 


‘automobile tires and tubes has carried 


_ber is headed higher these days. 


the former 40 per.cent above the quo- | 


tations of May and tubes are almost 
60 per cent higher than they were 90 
days ago. Everything containing =, 
Col- 


lections in this district are only fair. 


in the wholesale market are very light, | 
and several buyers are away on vaca- | 


tions and many salesmen are also tak- 
ing their annual holiday. There are 
no important price changes announced. 


Chicago Jobbers Advance 
Tires; Conditions Are Good 


Chicago jobbers have announced a 
very substantial advance in their 
prices on tires and tubes and are now 
more in line with the recent manufac- 
turers raise. The jobbers also have 
made a slight reduction on screw prices 
which is in no way due to any change 





by the manufacturers. Other prices 
are reported as very firm. 
There is a small demand starting 


for fall merchandise for future deliv- 
ery and the sales volume of seasonable 
hot weather items is holding up re- 
markably well. 


Pittsburgh Retail Stocks Good 
—Collections Are Fair 


Retailers in Pittsburgh are fairly 
well stocked for current demands and 
are not making as many rush order 
demands upon the jobbers as they did 
a few weeks ago. Ordinarily at this 
time of the year there is a rather good 
movement against early orders for fall 
and winter lines, but this year futures 
are not yet assuming any heavy pro- 
portions. Outside of the continued 
strength in crude rubber which is re- 
flected in prices of products of rubber, 
the week has brought no important 
price changes. Another advance in 





New Lawn Mower Prices Is- 
sued to Boston Trade 
By far the most important price de- 


velopment in the Boston market the 





past week was the issuance of next 
season’s lawn mower prices by the 
manufacturers. Generally speaking, 
they are lower. <A pending drop in 
chain prices indicated. One line of 
heating devices has been revised, with 
unimportant advances and declines. 
Stove bolts advanced 5 per cent. 





Window Glass Bookings 
Above Seasonal Mark 


Affairs in the window glass trade 
are moving along at an even tenor, 
with more orders than usual for this 


time of the year being booked by the 


manufacturers. In some _ instances 


specifications placed with manufactur- 





ers call for deliveries up to as late as 


Sept. 25. The market is considered to 
be in a good healthy condition. Higher 
prices on certain sizes are among the 
possibilities. The outlook for the early 
fall is very good at the present. An 
active, steady business rather than ab- 
normal activity is anticipated. The 
manufacturers and dealers in window 
glass are making preparations for the 
expected business to materialize next 
month and continue good up to the 
close of the year. The purchasing 
power of the country is believed to be 
very high. 


Business Fair in Twin Cities 


In the territory tributary to the 


Twin Cities trade continues to be very 
fair, with perhaps some increase in the 


larger centers. 
_are on the upgrade, and probably will 


rye are being cut. 


means better business for 


Building operations 


continue so until winter. Collections 
are normal for this season of the year. 
Harvest has been started in some parts 
of the territory, and winter wheat and 
Prospects on the 
average are for a very fair crop, which 
the mer- 


chants. 
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Cincinnati Sales Improving 


USINESS continues to maintain 
an even volume among Cincin- 
nati jobbers. Sales for the en- 
tire year to date are running slightly 
ahead of the corresponding period last 
year. Executives believe that this lead 
will be maintained throughout the rest 
of 1925. Jobbers are inclined to be 
optimistic about the outlook for fall 
business. 

The heavy demand for seasonal 
goods is about over and jobbers are in 
the midst of the in-between season 
period. Some fill-in orders are still 
being received, but these are mostly 
of little consequence. Jobbers are 
pleased with their volume of sales on 
staple items. 

Prices are disposed to change from 
former levels. Although only a few 
changes have occurred, jobbers are 
watching a number of items that will 
probably advance in the next month. 
These include roofing material, axes, 
builders’ hardware and_ galvanized 
ware. 

Retailers have experienced a decline 
in sales, but this is not serious and is 
attributable to the usual lessened ac- 
tivity in the vacation season. 





Trade Literature 


The July issue of Royal Breezes, pub- 
lished by P. A. Geier Co., Cleveland, 
manufacturer of Royal vacuum cleaners, 
has been received. One of its features 
is a selling campaign for use during the 
coming state and county fairs. A list 
of fairs is printed for the guidance of 
dealers. 





The Reliable Metal Novelty Co., 39 
East Eighth Street, New York City, has 
issued a new catalog on Ramco bath- 
room fixtures and accessories. The bath- 
room fixtures are made of brass and are 
finished in nickel plate and _ white 
enamel. 





Supertron Mfg. Co., 32 Union Square, 
New York City, has issued a booklet on 
its proposed advertising campaigns. 
The company manufactures Supertron 
radio tubes. 
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Retail Business Satisfactory in New England 
—QOutlook Is Encouraging to the Trade 


EW ENGLAND retail hardware dealers generally are doing a 
It is not, perhaps, as good as it was a 
week or so ago, and small town houses apparently are doing 
proportionately better than the city concerns, yet on the whole things 
are quite satisfactory. Stocks of seasonable goods bought some time 
back are cleaning up, according to jobbing salesmen, consequently 
the retail dealer is ordering such things only as needed to supply the 
wants of the belated public buyer. 
healthy condition, but the cash position of the average firm has mate- 
rially improved this month. The next thing is the annual summer 
vacation without an interruption of the usual store routine. 
Confidence is noted everywhere, and the retail trade views 
future with considerable optimism. 
mill workers have been reduced to 10 per cent or more in various 
New England towns, and while indications are further downward 
adjustments will be made in wages of other kinds of workers, it is 
believed that with payrolls on a more economical basis manufactur- 
ing plants will operate more hours per week. 
will secure as much or more money in the pay envelope each week, 
because most industries have been operating only part time or have 
been closed. Experts in real estate say rents will come down this 
If wages fall, retail dealers feel the cost of food 
will go down proportionately. Thus, so far as the worker having 
money to spend for hardware, there is nothing really disturbing in 


seasonable business. 


fall and winter. 


the economical situation. . 


AUTOMOBILE ACCESSORIES.— 
Automobile tires and tubes have been 
advanced another 10 per cent to 15 per 
cent bringing the total appreciation 
from the recent low mark up to ap- 
proximately 40 per cent. Hand wind- 
shield wipers and horns and whistles 
on exhausts have been banned in 
Massachusetts. Nothing but automatic 
windshield wipers will be tolerated in 
this State, and it is also necessary for 
every car to have a rear view mirror. 
These regulations should help to in- 
crease retail hardware dealers’ sales 
of automobile accessories. 


BATTERIES.—tThe sale of all kinds of 
batteries goes merrily on. The present 
year unquestionably will see all pre- 
vious sales records broken. 


We quote from Boston jobbers’ 
stocks: 

Batteries.—Flashlight, in lots of six 
or more assorted unit packages in 
one shipment, No. 935, 24 to the 
package, 8%c. each net; No. 950, 36 
to the package, $%c. Columbia, No. 
6, in lots of 50, $30.22 per 100. 

Radio.—Dry cell, in packages of 50, 


No. 7111, 29c. each net. No. 6, in 
lots of less than 12, 40c. each net; 
in lots of 12 to 50, $35.22 per 100; 


in larger lots, $30.22 per 100. Cluster 

batteries, 6 to the unit, 12 units to 

the barrel, $1.60 each net; 8 units to 

the barrel, $1.98 and $2.34 each. 
BICYCLES.—A demand for bicycles 
still exists. In fact, it is well in ad- 
vance of that for the corresponding 
time last year. 





(Boston office of HARDWARE AGE) 


Not only are retail stocks in a 


the 
While it is true that wages of 


In that event workers 


We from Boston jobbers’ 
stocks: 

Bicycles.—Men’s 20-in., $28.50 each 
net; 22-in., $28.50; arched bar, $29.50; 
motor bike type with double bar, $31. 
Women’s, 20-in., $30.50. Girls’, 17- 
in., $28. 

Boycycles.—No. 1, $9 each net; No. 
2, $10; No. 3, $13; No. 4, $15. 


BOLTS AND NUTS.—Stove bolts have 
been advanced about 5 per cent to 70 
and 10 per cent discount. Bolt and nut 
prices otherwise remain as heretofore. 


We quote from Boston jobbers’ 
stocks: 

Bolts.—Machine, square head, H. P. 
nuts, 40 and 5 per cent discount; 
square head, C and T square nuts, 
35 per cent discount; bolt ends, 40 per 
cent discount; tap bolts, list plus 20; 
common carriage bolts, 30 and 10 per 
cent discount; tire bolts, 40 per cent 
discount; stove bolts 70 and 10 per 
cent discount. 

Nuts.—H. P., square and hexagon 
and C. P. C. & T., square and hexa- 
Zon, less ic. per Ib.; others, list; 
semi-finished hexagon nuts, }-in. 
and smaller, 60 and 10 per cent dis- 
count; larger, 50 and 10 per cent dis- 
count: finished case hardened nuts, 
50 per cent discount. 


BRUSHES.—Manufacturers of paint 
brushes have notified jobbers of a 
slight decline in prices. Jobbers’ quo- 
tations have not been changed, but un- 
doubtedly will before the close of an- 
other week. 


quote 


We quote from Boston jobbers’ 
stocks: 
House b5Brushes.— Wall cleaning, 


dry dust mop, $1.50; 
bottle, crank handle, 
refrigerator, 24c.; 
bath, $2; me- 
nail, 84c, 


$1.25 each net; 
vegetable, 17¢.; 
27c.; radiator, 47c.; 
dust pan, 67c.: large 

dium, $1.57; shirt, $1.34; 





Paint Brushes.—Wall, $5 to $60 per 
doz. net; varnish, $3.50 to $25; calci- 
mine, $10.50 to $90; ehinowaah. $3.50 
to $130 

CHAIN.—Makers of chain have re- 
duced prices $3 to $5 a ton, and this 
fact will be reflected in local market 
prices within the near future. 

We Boston jobbers’ 
stocks: 

Tire 
makes, 


quote from 
Chains.—McKay and Weed 
1 to 11 sets, 30 per cent dis- 
count; 12 to 49 sets, 35 per cent dis- 
count; 50 sets and more, 40 per cent 
discount. 
Machine 
ie - In. Le. 


Chains. — Twist, length, 
per Ib.; %S%-in., 13c. per 
-in., 2l14%c. per Ib.; long or open 
link chi Lins, js-in., 16%c. per 
per Ib.; 9) 32-in., 14c. 


Ib ° 

le oe. 
Ik 
12%c. per Ib.; %-in., 


».; M-in., 15c. 
per lb.; +. ,-in., 
lle. per 1b. 

Proof Coil 
ye-in., $14.65 


Self-Colored Chain.— 
100 7, \%4-in., 
$9.70; 
; ‘ 14-in., 54-in., 
75; %4-in., $9.40; %-in., 39. 10: 1-in.. 
For less than 100 lb. about 2c. per 
lb. additional is charged. 

Cable.—,}, -in., 4 per 100 1b, 
14 -in., pe egy fs-in., $12 .75 

; ye-in., $9; %-in., $8.5 55; 

0. 
ELECTRIC FANS.—A sslight down- 
ward readjustment has been made in 
electric fans heretofore jobbing out at 
$3.60 each. They now cost the retailer 
$3.50 net each. The demand for fans 
holds up well say jobbers. 
: We quote from Boston 


stocks: | 
Electric Fans.—Black, No. 6, $2.85 


eee net; No. 8, $3.50. Ivory, No. 8, 
.oo0. 
FRUIT PICKERS.—Continued yet 
small orders for fruit pickers come to 
jobbers each day. Many retail dealers 
have previously covered their require- 
ments. Much of the buying is belated 
in character. 
We jobbers’ 
stocks: 


Fruit Pickers.—Peerless, No. 299, 
without wire-wound socket, $5.50 per 
doz. net; Perfect, No. 327, $5.50. 


GRASS HOOKS.—Belated buying of 
grass hooks also ig noted in this mar- 
ket. Jobbing sales to date are ahead 
of those for 1924, but somewhat small- 
er than in previous prosperous years. 


net; 
3g-in., 


5g-in., 


jobbers’ 


quote from Boston 


We quote from Boston jobbers’ 
stocks: 
Reliance, No. 70, $3 net per dozen; 


Lawn King, $6.50; Little Giant, $5.25; 


Little Giant, adjustable, % Little 
Giant, long handle, $8; Komet, $4; 
Kelley Axe, briar edge, offset han- 
dle, $5. 


HAYING TOOLS.—Sales of scythes 
and snaths feature the haying tools 
market. Scythe stones also are going 
fairly well, according to the wholesale 
firms here. The demand for rakes is 
less active. 


We quote from Boston jobbers’ 
stocks: 

Haying Tools.—Hand rakes, wood 
bow, two bows, .$6.90 per doz. net; 


steel bow, $7.15. 
Scythes.—Little Giant, 
30 to 36-in., 34 to 38-in., 
$16 per doz. net. Bramble, 
Brush, $16.50. 
Snaths.—Ash, $14.50 per doz. 
cherry, $16.75; brush, $16. 


28 to 32-in. 
36 to 40-in., 
$16.50. 


net; 
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Scythe Stones.— Round English, 
25 per doz. net; Star, $1.35; West 





Ind red, $1.10. Green Mountain, $9 
per gross; Black Diamond, No. 1, 
$15.20. (Chocolate, No. 1, $1.70 per 
doz.: Carbonate, No. 18S, $1.95; 
No. 190, $1.95; No. 191, $2.34. 
HEATING DEVICES.—Word has been 
received here by jobbers that the Uni- 
versal line of heating devices has been 
revised in price. Some advances and 
some declines are noted in prices, but 
the changes in either direction are of 
comparatively little importance. 
LAWN ACCESSORIES.—Nothing fur- 
ther has been had from those manu- 
facturers of garden hose who some 
time ago withdrew prices. Manufac- 
turers of lawnmowers are out with new 
prices for next season, which in certain 
instances disclose fairly sizable de- 




















clines. 
We quote from foston jobbers’ 
stocks: _ 
Lawn Mowers.—Colonial, 16-in., 






$8.25 each net; 18-in., $8.65. New- 
port, 16-in., $7.75; 18-in., $8.15. Im- 
perial, 14-in.. $14; 16-in., $15; IS-in., 
$16; 20-in., $17. Competitive makes, 
14-in., $5.50; 16-in. $5.75 

Lawn Trimmers.- Popular makes 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller. Water weighed, 1%- 
in. diameter x 24 in. long, $13.34 each 
net: 24-in. diameter x 24 in. long., 
$15.34 ; 
Sprinklers.._Lawn, fountain, $6 oper 
doz. net: fountain, half circle, $5.99. 
Rain King. $2.34 each net. 

Lawn Rakes.— Wood, three-bow, 
$8.75 per doz. net; steel, $9.  Two- 
bow, wood, $6.90; steel, $7.15 Hand- 
made rakes. three steel bows, 28 
teeth, $10 per doz. net. 


























Hose.—Garde nb«& — »-in. , 9ec. 
per ft. net 5, -in. pons ,-in. , 10%. 
Reading ,-in TY, > "-in. 1% @.; 
%-in., &Y eC. ull al fi Q-in. 3c. 
Good Lack, ae. 10c. Milo, by q-in., 
+ ht _vim, »-in. R14¢.; %-in., 
9l44c.:; %-in., eae 3 Pixon. »-in., 
Tiee.: in. Kloc. : s-in., 9c 





MOTH BAGS. —Now is het time to look 
to your stock of moth bags. There 1s 
every indication such merchandise 
should sell well this year. 
We quote from soston jobbers’ 
stocks: ; 
Moth Bags.—l ine tar, four suits, 
Ric. each net: for overcoats, $1.04; 
for ulsters, $1.17; for automobile 
coats, $1.34. 
POULTRY SUPPLIES.—Bookings of 
incubators and breoders by jobbers so 
far are encouraging. Some of the re- 
tail trade are taking in stock today, 
but most of them will not require it 
until later in the year. 
We quote from sSoston jobbers’ 
stocks: ; : 
incubators.—Buckeve line, oil and 
gas heater, No. 1, $26.25 each net; 
No. 2 $31.15; No. 3, $40.43; No. 4, 
$47.60: No. 5, $74.90: No. 14, $11.59; 
No. 16, $19.25: No. 17, $2@.73. Queen 
line stvle K, No. 20, 70-egze ca- 
pacity, $16.50 each; No. 21, 120-ege2 
$27.50: No. 22, 220-egg. $36.75; No. 1, | 
S5-epe, $27.50: No. 2. 135-egg, $37.50; 
No. 3 18h-eew, $44.50: No. 4 275- 
eZzzZ, $57.75: No. >, 400-ege, $68; No. 
25. 6§00-erg. $103: No. 35. S&00-e¢e, 
$132: No. 45, 1000-egg, $157. Dis- 
count, 30 per cent. 















































Brooders.—RBuckeve line coal No. 
18. $15.95 each net: No. 19, $18.55; 
$10.85: No 22 $12.20: No. 25, coal 
burner, $21: No OTA, oil burner, 


$12.25: No. 28A, $14: No. 29A, $15.75; 
Queen line, No. 1. 600-chick capacity, 
$21.50 each; No. 2, 1200-chick capac- 
ity, $26.50. Discount, 30 per cent. 
PRESERVING EQUIPMENT. 
Peaches, plums and other fruits as well 
as beans, beets and numerous other 


i 
oil burner, No. 20. $8.23: No. 21. 
| 


a 


HARDWARE AGE 


|native vegetables are plentiful and 


| 


comparatively cheap in the markets. 


_Now is the retail dealers’ opportunity 
to increase sales of preserving equip- 


| ment. 
| We quote from Boston jobbers’ 
stocks: 

Bottle Cappers.—Eveready, _ steel 
base padded, $10.80 per doz. net; 
wood base, $11: steel base plain, $10. 

Strainer Sets.—Evervready, stand, 
+ per doz. net; bag, $2; filter bag, 


" Rubbers.—Good Luck and Mason, 


ioc, per gross, 


ROOFING MATERIAL. 





Sales of 


roofing materials are on the mend. 
Part of the buying is for immediate 


and part for future requirements. 


| 
| 
We quote from soston jobbers’ 
| stocks: 
Shingles.—Super strip, 1214-in., 
$7.20 per square; 10-in., $5.85; lock 
| top, $5.15. 
Roofing Paper.—Slate surface, red, 
green and blue black. $2.25 per roll: 


weathered brown, $2.84: ordinary 

roofing paper, medium weight, $2.40; 
Rockroid, light, $1.10; medium, $1.35; 
heavy, $1.60. Saturated felt paper, 
$80 a ton. 

Roof Coating.—Stormtight, liquid, 
green and red, 5-gal., $3.40 per gal.; 
1 gal... $3.50; plastic roof cement, 5- 
gal., 32c. list: l-gal., 35e. Discount 
doin per cent. 

Roof Coatina.—Tiauid, black, in 
drums or barrels, $1.50 per gal. net: 
in half barrels or drums, $1.60 per 
gal.: in 20-gal. lots, $1.80 per gal.: in 
15-gal. lots, $1.80; in 10-gal. lots, 
$1.80; in 5-gal. lots, $1.90: in 1-gal. 
lots, $2. Other co'ors cost consider- 
ably more 

Roof Cement.—TVlastic. black, in 
50-Ib. lots. 19¢e. per Ib.: in 25-lb. lots, 
20c.: in 10-Ib. lots, 21le.: in 5-lb. lots, 
21e.; in 1-lb. lots, 25e. Other colors 
cost more. 

Roofing Cement.—In 1-lb. cans. 32 
to the case, 15e, per Ib. net; in 3-lTb. 
cans, 1? to the ease, 138¢c.: in 5-lb. 
cans, 12 to the case, 12c. 


SASH CORD.—The continued activity 


| 











eset 


July 30, 1925 


Ovens 
PERFECTION— 


No. 211 1 burner plain door..... $2.5 










No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 


No. 122G 2 burners glass door.. 6.00 
6.15 


 - =a saree eee, 


Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 


per cent. 
PURITAN— 


No. 42G 2 burners glass door....$5.25 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 

No. 05 1 burner solid door..... $2.10 
No. 05 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 


Dealers’ discount 30 and 5 per cent. 


Water Heaters 


CN oe ee le i ae et ke ad $45.00 
Perfection No. 412 ............ 40.00 
Perfection No. 421 ............ 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per cent 
in lots of 10 or more; less than 109, 


o0 per cent. 
Wicks, Ete. 


Rockweave wicks, 25c. each. 


Perfection and Puritan, $4 per doz. 


and $48 per gross. 


Discounts same as on oil cook 


stoves, ovens and heaters. 


stocks: 


Wallboard.—Regular, ¥;-in. thick, 
$32.25 per 1000 sq. ft.; Super, ¥;-in. 


thick, $36 per 1000 sq. ft. net. 


| WATCHES.—The vacation sale 
'watches has been fairly good so far 


in home building throughout New En- | 


gland is reflected in going business in 
sash cord. 

We quote from Boston jobbers’ 
stocks: 

Sash Cord.—Acme, No. &, 52c. a 
Ib.: No. 7, 57e.: Nos. 8, 9, 10 and 12, 
19¢. No. 7. in 1200 ft. coils. 50e 
Samrnson, No. 7, 75e.; Nos. 8, 9 and 
19, T4de 

STOVFS.—Rather flattering orders for 
oil cook stoves, water heaters and ac- 
cessories are reported for this time of 
the year. It has been an encouraging 
season for both the retailer and whole- 
saler in this class of merchandise. 
Prices to Retailers, f. 0. b. Boston 
These are list prices. Dealers’ dis- 
counts are noted after each group. 


Oil Cook Stoves 


PERFECTION— 
 - : ff, eer er $17.50 
re, ee ee I, cn was cccvcccer 22.50 
UO. 2S | DRIPMIOTH. cccccceccccecse 28.50 
a a ere 39.50 


) 
Perfection dealer’s discount. 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


| PURITAN (Improved Model)— 


No, 42 WUITIOE. cc ccccsececces $17.50 
No. 3 ; Ns aia alia ie as a el 22.50 
NNO. 44 4 DAPMEPS......ccccccccs 98 50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
ee gg ct cececens $9.50 
No. 212 2 Durmerse ......cccccce 17.35 
No. 213 3 burmers ......cccces 22.00 
NO. ZIG 4 DWEFMOTB .ncccccccces 28.0" 
No. 215 5 burmers ........ccce Oae00 
No. 1102 high shelf onlv....... 5.25 
No. 1103 high shelf only....... §.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only....... 9.75 


Nesco dealer's discount, 20 and 5 
per cent. 


_this season. 
fairly well 


| WALLBOARD.—Although not as ac- 
_tive as in some months, the wallboard 
market is more so than it usualiy is at 
this time of the summer. 
quite elated over the outlook for fall 
business. 

We quote from Boston jobbers’ 


Jobbers are 


of 


Jobbers say retailers are 
stocked up, consequently 


current buying is of a filling in nature. 


| 





We quote from Boston jobbers’ 


stocks: 

Watches.—Yankee, $1.17 each net; 
Eclipse. $2: Junior, $2.33; Midget, 
$2.33: Elm City, 98c. 


WINDOW GLASS.—Window glass is 
easily the leading seller in the hard- 
ware market today, according to job- 
_bers. A large tonnage has been booked, 
_and apparently the demand is not near- 
ly satisfied. 


We quote from Boston jobbers’ 
stocks: 

Window Glass.—Third quality, sin- 
gle B, 25 bracket, 89 per cent dis- 
count; 34 to 40 bracket, 88 per cent 
discount; larger, 87 per cent dis- 
count. All BB, 89 per cent discount. 


WIRE CLOTH.—Certain jobbing inter- 
ests have secured odd lots of wire cloth 
which are being offered to the retail 


trade at attractive prices. 


The retail- 


ers have not been slow to take advan- 





tage of the offering. 


We quote from Boston jobbers’ 
stocks: 

Wire Cloth.—From Boston stock, 
black, 12 mesh, 24 x 48 in., $2.25 per 
100 sq. ft.; 18 x 22 in., $2.35; 14 mesh, 
24 x 36 in., $2.75. From factory, 12 
mesh, 24 x 48 in., $2 f.o.b. Clinton, 
Mass.; 18 x 22 in., $2.10; 14 mesh, 
24 x 48 in., $2.50; 18 x 22 in., $2.60. 

Bronze Cloth.—Golden, 14 mesh, 
from Boston stock, $7.25 per 100 
sq. ft.; in 50 ft. rolls, $7.35. Factory 
shipment, 14 mesh, $6.75; 16 mesh, 
$7.50; 18 mesh, $8. On factory ship- 
ments actual freight is allowed not 
to exceed 50c. per 100 Ib. 








SIDE CUIDE AND GRIPPER 





tube storage battery receiver, or 
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| D + price, ot agen rg 35 per 
ealers Are Placing Fall Orders cent. ealer’s net price, $39. 

° ee e same type a gag Pe dry cell 

receiver, either ode esS acces- 

In Fair Quantities in N. y. | sories,, dealer's net price $100.75. List 
| price $155. 


Grebe Synchrophase, M. U. 1, 5- 
Gilfillan Neutrodyne, GN 1, 5-tube 
model, list price $150; dealer’s dis- 

> 


—Summer Business Consistent — is) foehcoetin, SE 


count, 460 per cent. Same, GN 3, 4- 





















































tube model, list price $65; dealer’s 
ERE it not for the fairly active interest in fall CeeEa, ‘Sace ah 
; u akers 
goods for later delivery, the New York wholesale Dymac, micrometer, volume con- 
hardware market would be considered quiet. Local eo! 4 Oy eo 
factors say it is not as quiet as some previous summers, count, 35 per cent. 
; ‘ : " . Spartan, adjustable, list price $10; 
due to a fairly good fill-in business on certain seasonal items dealer's discount, 40 per cent. 
™ . ymac, loud speaker unit, $3 h. 
such as lawn rakes, and lighter steel goods for gardening Shamash asta, “ation 
purposes. Bolts, nuts, screws and other strictly staple a at one a ae ee 
lines are selling only in small quantities. ae ae eens in 
Jobbers are taking good orders on ice skates, wine presses Socket Pincay 3 sock 
¥ ‘ Po ; Sets, y « OCK- 
and other fall goods. These are to be delivered late in ots, S4c.; with 6 sockets, S0c. each. | 
, anc rills, 30, 04 and $2 
August or early in September. cachet ect a 
radio tool sets, $2.15 each. 
Many buyers and salesmen are away on annual vaca- Radio drill sets, 72c. each. 
tions, consequently their absence has a tendency to affect eating 0d slang 
Soldering Irons 
SaieS voiumes. h d in thi Copper, tenes, $1.50 per doz. 
nnounced in 1S Samson, electric, 85c. each. 
There are no important price changes annou Dymae, electric, soldering kit, $1.60 
market. each, . ; 
Radio Accessories 
Tubes, U.V. 200 or U.V. 201A, list 
Roller Skates Sellin Well: | August period. Jute and twines are okey AP each; dealer's discount 25 
0 5 ? | still quoted at the former price. Gold Ey battery chargers, list 
hon Skate Futures Active . JOBBERS’ QUOTATIONS TO RE- Bale bee en dealer’s discount, 
TAILERS, F.O.B. NEW YORK: | Hydrometers, 50c. each. 
There has been a fairly good — tope, No. 1 Manila’ standard | oe —— po any he — 
in roller skates dur- brands, 24c. per lb.; No. 2 Manila | ee te et SEFips, IVC. CACH. 
of business done — ole Pri Soe standard brands, 22c. per lb.; No. 1 | Lightning arresters, 23c. to 2b5e. 
ing the past ten days. frices hav sisal standard brands, 19c. per Ib.; | each. - 
been firm, stocks are fairly good, and No. 2 sisal standard brands, 18c. ne condensers, -00025 and .001, 
factory shipments are coming in a allt tai, cach. ae dee et Se. 
promptly. Many dealers are placing Sey 2g es gy ey ee Porcelain insulators, 4-in. brown 
, . £ 7 ine dark, 22'M%c. > oC. €acn, — 
are not expected to change. age a + cone gg saga lgs el med Pyrex insulators, list price 45c. 
JOBBERS’ QUOTATIONS TO RE- a | sinning ; one dealer’s discount, 331% per 
TAILERS, F.O.B. NEW YORK: — "eens Lb 24 
. ¢ plugs, 22c. each; same, 
Roller skates, Union No. 5, ball a i. ~ ll automatic type, 52c. each. 
bearing, for boys, $1.42 per pair; | Preserving Equipment Sell- | — , Radio plugs,’ in ‘carton lots only, 
same, No. 6, for girls, $1.52 per pair. 7 . 20 plugs to a carton; list price, 65c. 
aa 8 emtaneien foller ekatea, for ing in New York Market each; dealer’s discount, 40 per cent. 
boys, 72c. per pair; same for girls, | , — om, ne, 1%, 2, 3 and 
_—' od : . . , , . are all 9c. each. 
a ge gg ge 84c. per pair; oi Preserving equipment is quite active Turnbuckles, 3-in., 6%4c. each; 
No. 1624%, $1.19 per pair; No. 524%, | in the New York hardware market. _— ae. ranong Seen da 
a loa : a . yi ow orcnes, I! ret, 33c. ach: 
a a NS r6o4 aa cae Ba No. Scales, bottle cappers, strainel sets, Handy, 50c. each; Improved ne 
b62446, $1.44 per pair; No. 52414 L, and mason jars are in good demand. matic, $1.10 each, and Spartan, $1.40 
$1.57 per pair; No. 424%L, $2 per This business is expected to increase i hie ™ 
pair. in August. Stocks are adequate and Se eg lee cninntengyy lie la geo 
Deane : siento 5c. ; Re » antenna outfit, $1.90 each. 
— bob ice skates, ‘5c. per prices steady. Talking Tape, 52c. each. mie 
sation JOBBERS’ QUOTATIONS TO RE- Ammeters, O-35 amps., 50c. each. 
TAILERS, F.0O.B. NEW YORK: | Voltmeters, O-50 volts, 70c. each. 
Linseed Oil Sales Light in ie eed eb i | _ Batteries—A, B and C 
Kveready ‘“‘A,’’ storage battery, 90 


slanting dial with flat top, $1.27 each. 
Same with tin scoop, $1.60 each. 
Fruit jar rubbers, 75c. to 80c. per 


New York Market 
£ross., 


: Trading for linseed oil is ies | Everedy bottle cappers, padded 10 
tively light in the New York market. | steel base, $10.80 per dozen; wood quantities, 


amps., $13 each; 110 amps., $15 each. 
Batteries, No. 6, dry cells, ignition 
type, 26c. to 29c. each. 
Radio “B” batteries, unit package 
No. 766, $1.30 each; No. 
ach; No. 767, $2.44 each: 


Prices quoted July 22 in lots of less base, $11 per dozen, and steel base 764, $1.14 « 

than 5 bbl., $1.04 per gal. In lots of 5 plain, $10 per dozen. No. 772, $2.44 each; No. 770, $3.09 

bbl $1 01 ] Calcutt Everedy- strainer’ sets, strainer each. 

ana oF ert : per gal. aicuLra stand, $4 per dozen; strainer bag, $2 | tadio “C’’ batteries, No. 771, 39c. 

linseed oil in bbl., $1.21 per gal. Boiled per dozen, and filter bag, $4 per each. . 
oil, 3c. extra; double boiled oil, 4c. ex- dozen, | peter eae 

tra. Oil in half bbl., 5c. per gal. addi- apeseenninienen ; , , ‘ 

> od x & f j KJ or > : 

tional. These prices supersede quota- Brushes Are Selling Well at 





N. Y. Radio Prices Very Firm Prices 
For the convenience of dealers who Brushes for personal and household 
uses are selling actively in the New 


tions dated July 13. 


| 


Fair Demand for Rope; | are preparing fall orders, we offer the | x") ae 
9 | é York market. Prices are very firm 
. ; | following schedule of quotations on "yee ree ae oe ries “w 
Twine Prices Unchanged | radio sets and parts: y wink eg he oe ee = 
me » wholesale market. Job- 
There is reported a fair demand for gy bp tg a og RE- bers’ stocks are satisfactory. 
rope. Dealers along the waterfront are : ; “¢ : i , Jobbers quote retailers f.o.b. New York 
selling rope for sailing vessel and Radio Receivers : a discount of 3311/3 per cent on the 
small power boats. The general trade, Chelsea, 5-tube R. F., $35 net; following household and personal use 
Chelsea 6-tube, R. F., $41 net to 
brushes, which are quoted here at list 


however, is not heavy in this section. inate 
Prices shown on rope are for the July- Freshman Masterpiece, 5-tube, list prices. 
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Nail-brushes, 85c. each; split duster, 


$1.25: cloth brush and skirt brush, 
$1.60: dust mop, $1.90; bath brush, 
medium, $1.95; large, $2.30; refriger- 
ator brush, 30c.; percolator’ brush, 

l5oe.: vegetable brush, 25c.; dish mop, 
35c.: pan greaser, 30c.; dust pan and 
brush, $1: radiator brush, 55c.; bottle | 


brush, 35. 


Wine Presses Are Active 
for Late August Delivery 
New York jobbers have been taking 


fairly good orders for wine presses. 
Deliveries are scheduled for late 
August and early September. Prices | 


are not expected to change this season. 
Stocks are satisfactory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
$6.70; No. 2, 
$12.75, and 


Boss press, No. 1, 


$7.50; No. 2%, $10; No. 3, 
No. 4, $16.25 each. 
Ross presses, with hinged tub, No. 


9 $8.60: No. 2%, $11.15; No. 3, $14, i 
() each. 


and No. 4, $17.: 


Crushers, aluminum teeth, $6 each. 


Freezers Fairly Active in | 
Metropolitan Territory 


Ice cream freezers are fairly active 
in the New York market. Stocks are 
in good condition, and prices are re- 
ported as very firm. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Gravy Goose freezer, 1-qt., $2 ia: 2- 


qt., $2.81: 3-qt., $45.55; 4-qt., $4.10, and 
h-«qt . £5 y a A 


Alaska and 
discount of 


freezers each 
eent off 


Peerless 
20-10 per 


(‘yvclone ice 
crushers and 
discount 


: chipype rs, 
chippers, Toy Town ice 
freezer floor clamps take a 
of 3342 per cent 

Power freezers 
10 pe r cent. 

w hite Mountain 
2.83 each: 3-qt., 
12 each; 6-qt 
77> each, and 
Auto 
each; 2-qt., 
and 4-qt., 
New Standard 

$1.15 each 


take a discount of 
freezers, 2-qt., 
$3.38 each: 4-qt., 
: 5.23 each; 

lo -qt.., $12.80 each 
freezers, - 
-qt., $5.35 eac 


won 


Vacuum 
$4 each: 3 
$6.67 each. 
freezer, 


Oil Cook Stoves Selling in 
Suburban Communities 


3eyond Jamaica a good steady de- 
mand is reported for oil cook stoves 
throughout Long Island. Along the 
shore of Staten Island and of northern 


New Jersey sales are also reported as 
being satisfactory. Prices are firm and 


stocks apparently are in good condi- 
tion. | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


PERFECTION— 
No 2 burner i a oa .$17.50 
No. 73 3 burners.. 2250 
No. 74 4 burners 9 at 
No. 75 o burners... .. 39.50 
Perfection dealer's discount, 30 and 


lots of 1o) or more: on 


r cent 


cent on 
oll }¢ 


> per 
less than 14, 


PURITAN (Itmproved Model)— 
No 7? 2? «burner - $17.50 
No. 43 burns 22.5%) 
eee, GE | BOTs cw cece cvcccvesws ZR LOO 
l’uritan discounts same as VPerfe 
tien 
NESCO— 
No 211 1 burner. jépeéaedt $9.50 
No SiS ZB WePMOTS.....cccccvscce Bteee 
No Me 22 50 
No. a 2 Sree... eeu ceeees *s.00 
ae 2 39.50 
No. 1102 high shelf only..... .- ose 
No. 1103 high shelf onls 6.50 
No. 1104 high shelf only wnoe Bee 
No. 1105 high shelf only........ 9.7> 
Nesco dealer's discount, 30 and 5 


per erent i 


JOBBERS’ 


HARDWARE AGE 


Ovens 


PERFECTION— 


No. 211 1 burner plain door...$2.5 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4 
No. 122G 2 burners glass door.. 6.00 
a ee rea 6.15 
Dealer's discount, on 10 or more, 
oo) and 5 per cent; less than 10, 30 


No. 42G 


2 burners glass door....$5.2: 
Dealer's 3 


discount, 10 or more, 


and 5 per cent; less thaa 10, 30 per 
cent. 

NESCO— 
No. 05 1 burner solid door..... $2.10 
No. » 1 burner glass door..... 2.25 





July 30, 1925 


No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 

Dealer’s discount, 30 and 5 per ‘cent. 


Water Heaters 


Sr re ee ee $45.00 
Perfection NO. 412......cccccces 40.00 
Eerwectsom MO. 43h. ..<caccccsers 80.00 


5 per cent; 
and 5 per 
less than 


Nesco discount, 30 and 
Perfection discount, 30 
cent in lots of 10 or more; 
10, 30 per cent. 





Light Fill-in Demand Continues in 


New York for Spring Goods 


HOUGH the bulk of business on lawn mowers, 


pruning 


shears and kindred items has been handled as far as the 
wholesalers are concerned, there continues a light fill-in 


demand from dealers 
Westchester County. 
sentative 


TAILERS, F.O.B. NEW YORK 
Hedge Shears 


Disston, plain, 8 in., $1.65, and 9 
in., $1.78 per pair; 10 in., $1.90 per 
pair. 

Disston, notch, 8 in., $1.78: 9 in., 
$1.90, and 10 in., $2.02 per pair. 

Wheelbarrows 

Canal barrows, steel wheel, $3.45 
each. 

Wheelbarrow, stee tray, wood 
frame, steel wheel, 5.60 each. 

Same, with steel frame, $7.35 each. 

Dutchess wre n barrow, body 
width, 19% x 15%, $5.60 each. 

Same, 21% x 19, $5.60 each. 

Same. 23 X 2414, $7.25 each. 

Border Shears 

Without wheel, $2.95 each: with 
wheel, $3.50 each. 

Lawn shears, with two wheels, 
$3.50 each. 

Sprayers 

Galvanized, ${ gal. $4.88 each; 
brass, 4 gal., $7.50 each; bucket 
pump tvpe, $2.75 each. Tin, % pint, 


qt., le. each; 
each; galvanized, 
each. 


23c. each. Tin, 1 
brass, 1 qt., $1.15 
1 qt., continuous, Sc. 


Pruning Shears 


blade, 
volute 


shears, 9%-in. 
black finish, 


$1.05 
polished, 
® Spiral spring, 


Prexto pruning 
California -“r rn, 
spring, 6Sc. each. 

Same, polished, 
with ratchet nut, 

S. Smith No. 


each. Same 
$1.23 each. 
> mR... 


$4.70 doz.; No. 21 Flat spring, 9 in., 
$8 apg No. 30 Volute spring, 9 in., 
N. , $14.70 per doz.; No. 130 Volute 
maka ratchet nut, $9.70 per doz.: 
No. 140 Volute spring, 9 in., N. P.. 
ratchet nut, $16.35 per doz.; No. 4770 
Volute spring, 6 in., N. P., $12.70 per 
doz 


Q@uality.—No. 150, 
24.75 per doz.; No, 250 Volute spring, 
alf pol., 8% in., $21.50 per doz.; No. 
a2 Hinge spring, full pol., 8% in., 
$21.50 per doz.; No. 153 Leaf spring, 
full pol., & in., $24 doz.; No. 253 Leaf 
spring, half pol., 8 in., $20.75 per 
doz. 

Disston Pruning Shears. — No. 1, 
Heavy, 27% in., $2.25 pr.; No. 2, 


Disston’s Extra 
3 
h 
1: 


Med., 27% in., $2.17 pr.; No. 5, han- 
dies, 9 in., pol. blades, 3% in., $1.65 
pr. 

Standard Tree Pruners. —6 ft., 
$1.30; S-ft., $1.40; 10-ft., $1.55; 12-ft., 
$1.70 each. 

Disston’'s Extra Quality Tree 


Pruners.—6 ft., $2.80; 8-ft., $3 05: 10- 
ft.. $3.35; 12-ft., $3.50 eac h. 
Little Giant Pruning Hooks 


Saws, $2.15 each. 


and 


in northern Jersey, 
For that reason we 
list in spring items and current quotations. 


QUOTATIONS TO RE- | 


| 
| 


Long Island and 
again offer a repre- 


Orchard Pruning Hooks and Saws, 
$2.10 each. 
Pruning 
99¢. each: 
$1.25 each: 
+ . each. 
Pruning Knives, 62¢ 


Saws.—Disston’s 3 x 16, 
4 x 16, $1.19 each; 5 x 16, 
7X 16, $1.48 each; 40 x 16, 
each. 


J. T. Henry Manufacturing Co. 
Pruning Shears 


No. 0 spiral spring, 

Dk ccchedeseuteus ees $4.50 per doz. 
No. 1 Henry’s genuine 

flat brass springs.... 8.25 per doz. 
No. 4665, 9-in. Califor- 

of, are 8.00 per doz. 
No. 466, 9-in. polished.. 12.00 per doz. 
No. 4671, 9-in., ratchet 

Dk: +vbeuseeteedssbuns 9.10 per doz. 


ladies’... 12.00 per doz. 


wide 


No. 4770, 6-in 
No. 471, heavy 
ME getdaiddncnatens 


Rubber Hose 


hose, ® in., 
molded, in 25-ft. lengths, 10c. 
same in 50-ft. lengths, 9c. 
Same, better grade, red, in 25 -ft. 
lengths, 12c. per ft.; and in 50. ft. 
lengths, 11%c. per ft. Electric black 
rib, in 25-ft. lengths, 164c.; and in 
o0-ft. lengths, 1534 


14.50 per doz. 


black rib, 
per ft.; 
per ft. 


Rubber 


Hose Nozzles 


$5.50 per 


Hose Reels 


Rainbow, doz.; Stewart, 


$1 each. 


All Metal, channel steel frame. 
cast iron wheels, 9 in. corrugated 
steel drum, enameled green and 
black, $2 each. 

All Metal, steel rod, electrically 
welded together, japanned, galva- 
nized steel drum, diameter of wheels 
214% in., handle 20 in. long, $2.25 
each. 

All Metal, tubular frame, corru- 
gated galvanized steel drum, tubular 
steel wheels, enameled, 21 in., reel 
height, $3.85 eac h. , with height 


of reel 24 in., $4.4 


Dahlia Poles 
Dahlia poles, 2 ft., 3%c. to 514e.; 
> ., Cc. WW Se. 


Sprinklers 


Revolv- 
per doz. 
Rainking. 
$6.67 


doz.: 
$13.80 
each: 
R: ainking, 


$6.25 per 
arms, 
$1.33 
Giant 


Ring type, 

with three 
Purpose, 
each; 


Poultry Netting 


Poultry netting, New York stock, 
29 per cent off list; factory stock, 
0) and 7% per cent off list. 








July 30, 1925 


HARDWARE AGE 


65 


Business Continues to Improve in Cincinnati 


—Sales Ahead of Last Year’s 


USINESS continues to maintain an even volume, aithough the 
activities of local jobbers have shown a slight let-down in the 


past two weeks. 


Even though it is mid-summer, sales forces are 


getting satisfactory results by exerting slightly more effort than 


usual. 


Sales of the entire year to date are running slightly ahead of the 
corresponding period last year and executives believe that this lead 


will be retained throughout the rest of 1925. 
decidedly optimistic about the outlook for fall business. 


In fact, jobbers are 
They be- 


lieve that it will bring a substantial increase in orders. | 
Seasonal goods have, for the most part, been stocked by the retail 
trade to such an extent that little additional] fill-in business is antici- 


pated by jobbers. 


Most retailers have sufficient merchandise of a 


seasonal character to meet any but abnormal requirements. 
Jobbers are pleased with the volume of business that they are 


doing on staple items. 


While individual orders are generally small, 


they aggregate a substantial tonnage. 
Prices are displaying more disposition to change from former 


levels. 


Although only a few changes of importance have occurred 


locally, jobbers are watching a number of items that will probably 


advance within the next month. 


These include roofing material, 


axes, builders’ hardware and galvanized ware. 
Retailers state that they have experienced a decline in their sales 


in the past two weeks. 


The decrease, however, has not been serious 


and is attributable to the usual lessened activity during the vacation 


season. 


AUTOMOBILE ACCESSORIES.—No- 
tice has been received from tire and 
tube manufacturers of another advance 
in prices, although the new list of quo- 
tations has not yet reached local job- 
bers. The increase will average from 
10 to 15 per cent. Jobbers are experi- 
encing difficulty in getting shipments 
on tires and tubes. Factories have ap- 
parently been swamped with orders 
and have found it impossible to make 
deliveries as promptly as they had ex- 
pected. Sales of accessories are still 
maintaining a satisfactory volume and 
continue to run ahead of those during 
the corresponding period in 1924. 

We quote from Cincinnati jobbers’ 
stocks: 

Luggage Carriers.—$1 each; 
lots of 24. 

Seat Covers. — Ford coupe, $4.50 a 
set: Ford sedan, ze: Chevrolet coupe, 
$5.90; ccach, ; 

Jacks. Ajax, Ne. 9, $1.05 each, 95c. 
each in lots of 10; No. 10, 85c. each, 
7T5c. in lots of 10: No. 50, $3 each, 
$2.70 in lots of 10; No. 60, $2.50 each, 
$2.25 in lots of 10. 

Alcohol.—54e. gal. in 50 gal. drums; 
charve of $6 for drum which money 
will be refunded upon return of the 
drum in good condition. 


AXES.—Talk has been heard concern- 
ing impending price changes, but the 
report has not advanced further than 
the rumor stage at present. Orders 
have been fairly good and dealers’ 
stocks are limited. 

We quote 





90c. in 


from Cincinnati jobbers’ 


stocks: Dreadnaught single bit base 
weight handle axe, $19.65; Dread- 
naught single bit base weight un- 








base 
bit 


handled axe, $14.85; double bit 
weight handle axe, $24.75: double 
base weight unhandled axe, $20. 


BASEBALL GOODS.—While the job- 
bing houses are nearing the end of 
their season, scattered calls for im- 
mediate delivery are being received. 
Business, however, has not been up to 
the standard that jobbers had hoped 








for. Prices are stable at former quo- 
tations. 

We quote from Cincinnati jobbers’ 
stocks: 

Baseballs. seague, $15 per 
dozen net; Special League, $12; Offi- 
cial Practice, $7.80; Junior Official 
League, $10; New York Club, $4; 
congue Junior, $2; Boys’ Practice, 
SOc. 

Bats.—No. 40K, $21 per doz. net; 
40TS, $16.20; 40CW, -_ me No. 20, 
$12; No. 16, $10.80; No. , $7. 20; PG, 
$5.40; No. 8, $4; No. ‘ 

Basemen’s Mit agli gy 145, $3.95 
each; No. 131, $3; No. 123, $1.95: No. 
110, 83c. 

Catchers’ Mitts.—No. 234, $6 each: 
No. 226, $4.90: No. 210, $4.60; No. 188, 
$2.67; No. 186, $1.95; No. 185, $1.33; 
No. 182, 84e 

Fielders’ Gloves. —No. DW, $4.35 
each: No. 72, 95¢c.: No. 44, $2.33: No. 
34, $2; No. 20, $1. 50; No. 14, 67c. 


BOLTS AND NUTS.—Some _ jobbers 
have been exerting considerable effort 
to rid their warehouses of excessive 
stocks. In doing this they have created 
keen competition between sellers. Con- 
sequently, there has been some price 
cutting locally. However, the shading 
has been so slight that it has not seri- 
ously affected quotations that have 
stood for the past several weeks. 

We 





quote from Cincinnati jobbers’ 











stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 off; small, 50 
and 10 off; stove bolts, 75 off: se mi- 
finished nuts, ~;-in. and smaller, 75 
oif; larger sizes, 65 off. 


BUILDERS’ HARDWARE.—Prices of 
locks have decreased to a varying de- 
gree. The average would probably be 
5 per cent. Reports are circulating to 
the effect that manufacturers are con- 
sidering raising their prices on hinges, 
hasps and butts on Aug. 15. Local job- 
bers are showing little sympathy to- 
ward this movement for an increase. 
Business has been excellent in the last 
two weeks. One large jobber states 
that he has as many orders on his 
books today, considering the period 
from the first of the year up to the 
present time, as he had on Aug. 22 of 
last year... 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.-_Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off : extra heavy 
T, 60, 10, 10 and 5 off. 

Hasps. cs a hinges, 70 off; 
safety hasps, -in. 95c. single per 
doz.; 4%-in. $1.2 25; '6- in., $1.75. 

Butts.— Steel, “dull brass and an- 
tique copper, case lots, 3% x 38%, 
20c. per pair net; 4 x 4, 28c. In less 
than case lots, 3% x 3%, 22c.; 4x 4, 
30c. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—A fair number of orders have 
been placed with Cincinnati jobbers. 
Consumers are buying in a hand-to- 
mouth fashion and are showing little 
interest in future requirements. Prices 
have not been affected. 


We quote from Cincinnati jobbers’ 


stocks: 28-gage -in. eaves trough, 
$5.50 per 100 ft. State. 3-in. corru- 
gated pl pipe, $5.75 per 100 
ft.: 3-in. corrugated conductor el- 
bows, $2.16 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 


ELECTRIC FANS.—Demand from re- 
tailers is not as intense as it was a 
short time ago. The change to cooler 
weather has eased the situation for the 
moment, but jobbers are still making 
strenuous efforts to obtain goods from 
factories. Retailers are anticipating 
several torrid spells during the re- 
mainder of the summer and are de- 
sirous of having sufficient merchandise 
in stock for the occasions. Prices have 
not changed despite the heavy demand. 
FILES.—It is understood that a change 
in price is contemplated, but nothing 
has yet been done to disturb the pres- 
ent scale of quotations. Sales are said 
to be fairly good. 


We quote from Cincinnati jobbers’ 
stocks: Black diamond files, 40, 10 
and 10 cff list; Keystone files, 70, 10 
and 5 off list. 


GALVANIZED WARE.—A stiffening 
in the prices is seen, but no changes 
have yet been made. It is thought that 
jobbers’ figures may advance within a 
short time. Jobbers are shipping a 
normal amount of stock and the call 
from the retail trade is steady. 
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We quote from Cincinnati jobbers’ 


| OIL STOVES, OVENS AND WATER | 


; 


stocks: 

Galvanized Pails.—10-qt., $2.25 per 
doz.; 12-qt., $2.45 per doz.; 14-qt., 
$2.75 per doz.; 16-qt., $3.35 per doz.; 
galvanized tubs, No. $6.40 per 
doz. 

GLASS.—Demand is rather quiet, al- 
though several jobbers report good | 
sales. Business during July will be. 


about on a par with that during the 
previous month. Prices are firm. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 
three brackets, 89 per cent discount; 
double strength A, &8& per cent dis- 
count: double strength B, 89 per cent 
discount. 


HAMMERS AND HATCHETS.—Busi- 


ness has not been as active as it was | 


last month, but it is still fairly good. 
Normal shipments are being made to 
retailers. No price changes are anti- 
cipated in the immediate future. 

We quote from Cincinnati jobbers’ 


stocks: Hatchets, No. 2961, $11.20 
doz.; hammers, No. $1, $10.50 doz.; 
Boy Scout, $11 doz. 


HAY FORKS.—Business 
a liberal volume lately and retailers in 
the rural districts state that their 
stocks have been moving nicely. Sales 
are about on a par with those last 
Prices are unchanged. 


year. 
We quote from Cincinnati jobbers’ 
stocks: 
Hay Forks. Best grade, 6-ft., 
$13.50; second grade, 6-ft., $12.25 
doz. 


of orders 
They are 
but, 


MOPS.—A normal number 
are coming in at present. 
principally small in size, 


has reached | 


when | 


considered collectively, attain a good | 


volume. Quotations have been steady 
at previously prevailing figures. 

We quote from Cincinnati jobbers’ 
stocks: O’Cedar line with handles, 
No. 3, $14: No. 4, $10; No. 5, $10; 
No. 10, $14. 


N AILS.—Effort has been made to get 


nails onto a basis of $3 per keg, but | 


this has been unsuccessful. It is in- 
dicated by several jobbers that $2.95 


will be maintained for some _ time. 


Sales have not been stimulated to any 


noticeable degree by the low prices. 


, 


We quote from Cincinnati jobbers 
stocks: Common wire nails, 2.95 
per keg: cement coated nails, 2.40 
per keg. 
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HEATERS.—A steady demand con- 
tinues from the retail trade. Ship- 
ments by jobbers have been good and 
inquiries are numerous. Prices 
undergone no change. 


These are list prices. Dealers’ discounts 
are noted after each group. 


Oil Cook Stoves 


NESCO— 
een, «ee © DN nuk ccccuncovcse $9.50 
POG, «(oe ee MUTI nn vc uccccscce 17.35 
IEG. Bie BS WUTMOTS ..ncvcccccves 22.00 
No. 214 4 DUPMOTS ...ccccvccccs 28.00 
No SED @ WUUMOTE coos cccccvccs 39.50 
No. 1102 high shelf only ........ 5,25 
No. 1103 high shelf only ........ 6.50 
No. 1104 high shelf only ........ 8.00 
No. 1105 high shelf only ........ 9.75 

Nesco dealer’s discount, 30 and 5 

per cent. 

PERFECTION— 
PEO. 2 © WUUROTH .cccccccuceces $17.50 
a, ee a OD 5c nc 6s0eeseen 22.50 
UG. FE @ DUTWIOTO ..cccccccccess 28.50 
ee, Se B BUD ccccccccececce See 


Perfection dealer’s discount, 30 and 


5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model) 
NO. 42 3B DUFMOTB 2. cccccccccses $17.50 
an, Gee @ UD dscce see sdeewe 22.50 
NO. 44 4 DUPMePS ....cccccccees 28.50 
Puritan discounts same as Perfec- 
tion. 
Ovens 
NESCO— 
No. 05 1 burner solid door...... $2.10 
No. 5 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 101 burner glass door...... 4.40 
No. 020 2 burners solid door..... ».15 
No. 20 2 burners glass door..... ».40 
No. 030 2 burners solid door..... ».40 
No. 30 2 burners glass door..... 5.70 
Dealer's discount, 30 and 5 per cent. 
PERFECTION— 
No. 211 1 burner plain door....$2.50 
No. 211G 1 burner glass door..... 2.70 
No. 121G 1 burner glass door..... 4.90 
No. 122G 2 burners glass door.... 6.00 
Se rrr re rare 6.15 
Dealer’s discount, on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
PU RITAN— 
No. 42G 2 burners glass door....$5.25 
Dealer's discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Water Heaters 
a ee re ee ee $45.00 
Perfection No. 412 .......ccccreccs 40.00 
PhOTEOOCTIOE BGO; GEL cc cccccesevees 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per cent 
in lots of 10 or more; less than }0, 30 
per cent. 


have | 
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Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 
PAINT.—Sales have been fairly good 
among the leading jobbing houses. 
Prices are fluctuating somewhat every 
few days, but the figures quoted two 
weeks ago have not been altered, 

when an average is struck. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single 
barrels, 9%8c. per gal.; turpentine in 
2-barrel lots, $1.02 per gal.; white 
and red lead in 500-lb. kegs, 15%c. 
per lb. less 10 per cent. 

SAWS.—tThe volume of business dur- 
ing July shows a falling off compared 
with that during June, but this drop 


cook 


_ was expected. Sales are about normal 





for midsummer. 
We quote from Cincinnati jobbers’ 


stocks: Disston D8 line, 20-in., 
$24.40; 22-in., $26.20; 26-in., $29.50; 


Atkins Junior Mechanic, 20-in., $19. 
ROPE.—Prices have not changed and 
are firm. Demand is steady, but is 
confined to orders for immediate de- 
livery. 


We quote from Cincinnati jobbers’ 
stocks: Best grade Manila rope, Ocean 


brand, 25%4c. per =Ib.; Plymouth 
brand, 26%4c. per Ilb.; sisal rope, 15c. 
per lb. 


ROOFING MATERIAL.—A sharp in- 
crease in prices is contemplated, but no 
announcement of a change in present 
price schedules has been forthcoming. 
Orders are beginning to increase in 
volume as the fall season approaches. 


We quote from Cincinnati jobbers’ 


stocks: 
Roofing Paper.— Light standard, 
95c.: medium standard, $1.20; heavy 


standard, $1.45: light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80; K red and green slate 
surface, $1.95. 

Roof Coating.— Coal tar, refined, 
in barrel lots, 24c. per gal.; in half 


barrel lots, 27c. per gal.; coal tar, 
crude, in barrel lots, 25c. per gal.; 
in half barrel lots, 28c. per gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per Ib. net; in 3-lIb. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, 11¢c.; in 10 Ib. 
cans, 10c.; in 25-lb. cans, 9c. 








‘Industrial Type” Spur Gear 
Speed Transformer 


The Hill Clutch Machine & Foundry | 


Company, Cleveland, Ohio, has devel- 
oped the “Industrial Type” Spur Gear 
Speed Transformer, to meet the de- 
mand for an efficient and durable speed 
changing device for all general indus- 
trial work where speed transformer 
units are operated under continuous 
or heavy service conditions. 

It consists of a nest of plain spur 
gears revolving in oil, changing the 
revolutions per minute of the input 
shaft to some desired revolutions per 
minute of the output shaft. The power 
transmitted is the same in both shafts. 
The efficiency is said to be higher than 
any other form of gearing. The gears 


The short length of these teeth com- 
bined with their powerful cross section 





is said to insure great strength and 


all have 20 deg. involute form cut teeth. | reliability. 


The central housing located in the 
main frame is important as this con- 
struction makes possible a gear trans- 
former having both high and low speed 
shafts supported in double bronze bear- 
ings, insuring strength, rigidity and 
smooth operation. Ordinary thrust con- 
ditions are also provided for. 

Both high and low speed shafts are 
in identical axial alignment. The ac- 
tion is positive and both shafts revolve 
in the same direction. 

Accessibility is obtained as the cap 
and both ends can be quickly removed. 
The oiling arrangement is unique, be- 
ing a continuous and thorough splash 
system lubrication obtained by a metal 
disc on the high speed shaft which au- 


_tomatically lubricates every gear and 


bearing in the case. The entire unit is 
inclosed, is dust proof and leak proof. 
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Demand Consistent in Pittsburgh Market— 
Firm Price Levels Reported 


(Pittsburgh office of HARDWARE AGE) 


ETAIL hardware dealers are doing a reasonably good business 
and apparently have stocks sufficiently large to meet all de- 
mands. Business with the jobbers would be better if there 

was the usual movement in futures, which have not been very big 
to date. Some shipments of guns and loaded shells are being made 
and some jobbers have started to move stoves, but generally there is 
not yet much activity in fall and winter lines. 

Price changes in regular hardware items in the past week have 
been few and unimportant. The upward tendency in crude rubber 
still is finding reflection in products of rubber. A further advance 
in automobile tires and tubes has put tire prices about 40 per cent 
higher than they were last May and tubes about 60 per cent higher. 
Withdrawals of prices of other rubber goods are so frequent that 
many of the trade do not know exactly where prices are. 


Jobbers’ quotations to. retailers, 
f.o.b. Pittsburgh: 


AUTOMOBILE ACCESSORIES.—Car 











owners seem indisposed to put on ac- — tai 
cessories and the report about business Packages Packages 
. . . * “4E a) 4,4 ‘Nn 
still is an unfavorable one. Tire prices — a rep 
e 4 e 4 ° . a. a ee a oe ee ea 2 " o Vie e oe 
have again advanced in keeping with iy Ch aw a:shak bdsoe ara 1.32 1.22 
. . * ro 9” 
the strong crude rubber situation. NO. 764 .....-.eeeeeees 1.22 1.14 
ON ee 1.40 1.30 
Prices from jobbers’ stocks, f.o.b. No. 167 en rere 2.62 ss 
Pittsburgh, follow: _ (ee 2 $3 + 
“ . ow e¢seecetvwT een eae eade vw. vo. . 
Spark Plugs.—A. C. plugs, lots of _ i. eee eererrr 42 39 | 
less than 10, 65c. each: lots of 10 to No. 6 drv cells, ignition type. 29e. 
49, 58e.: lots of 50 to 99, 55c.; lots of each in full packages; 30c. each for 
100 to 200, 57c.; lots of 300 or more, broken packages. | 
47c.: A. C. plugs, No. 1075, for Ford . : : 
cars, lots of less than 10, 49c.; lots BOLTS, NUTS AND RIV ETS.—The | 
of 10 to 49, — — 4 “ee a situation does not change much. De- | 
eC. ; ; ) 200, 39C.; Ss . 
ee Sa ee ee ee mands upon the jobbers do not amount | 
Motor Meters. — Standard makes. to much and their purchases are quite | 
lots of less than 10, 25 per cent off in keeping. Factory prices are hold- | 


list: lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 3314 
per cent off list; $60 list and over, We quote out of jobbers’ stocks as 
40 per cent off list; $90 list and over, follows: 

40 and 5 off list. | 


ing well because costs are high based | 
upon the operation that the present | 
demand permits. | 


Machine bolts, smali rolled threads, 








Windshield Cleaners.—Trico, uni- 50 and 10 per cent off list: all sizes 
versal automatic cleaners, $3.25 each. cut threads, 50 per cent off et “* 
; ‘ * in none riage bolts. small rolled threads, 50 
Jacks.—Millers Falls, No. 145, $3.75 per cent off list: all sizes cut threads, 
each. 45 per cent off list: stove bolts, 75 
Pumps.—Anthony line, $2.20 each. per cent off list: tire bolts, 40 and 
. 10 per cent off list: nuts, hot pressed 
: o Bie : : blank or tapped, 3.25c. off list: c.p.e. 
TIRES.—Pittsburgh dealers’ list prices. and t. blank or tapped, 3.35¢. off | 
30x 31% Clincher Regular Cord. .$10.15 list; rivets, small wagon and tinner’s, | 
30x 314 Straight Side Regular 60 per cent off list. | 
En bd aécennuddeweandeue cock 1.45 ‘ 
30x3% Clincher Heavy Duty CONDUCTOR PIPE.—Jobbers here | 
Cord Cette eee teens see ween cees 11.95 still report a fairly good demand for | 
30x 3% Straight Side.......... 13.80 , "e sail | 
ee eadeaceuaws 18.15 conductor pipe and with primary ma- | 
fl teen e eee eee eens cope | terials firmer, recent prices are well | 
oo X Se ee . 
oT ae ee eee | sustained. | 
GaY% ; Pubes, 30 x 3%...... 1.65 , ’ ; 
ais ' ene. ee houses: 
AXES.—There is just a fair demand | Galvanized sheet steel pipe, No. 28 
: : ° 3 rage, 3-in., $4.75 per 100 ft.: copper 
with prices holding at recent levels. an «och tek 8 er come 


off list on direct mill shipments and | 

28 per cent off list out of jobbers’ 

stocks. ' 
GARBAGE CANS AND PAILS.— | 
Steady demand still is reported but no | 
change in prices. | 


We quote from Pittsburgh jobbers’ 
stocks: First quality unhandled axes, 
base group (8 to 38% Ib. or lighter) 
single bit, $14 per doz.; double bit, 
f0ce. per doz advance over : 
$19: No. 2 group (3% to 4% Ib.) 
No. 3 group (41% to 4% Jb.) $1.20 
over base; No. 4 group (4% to 54 
Ib.) $1.80 over base, handled axes, 


| 


—_ 
= 
~ 
n 
~ 
e 


base group, single bit, $18.25 per 93.90. No oe ee _— 2 .- 85: 

ie " . ON Or 7 ” TP sae PA s ° as Ded. awed, 4 . Os Po... 
doz.: double bit, $23.25 per doz. | Carbage Cans. No. 10. $2.68: Garbage 
— . | Pails, No. 7%. $1.50: No. 8, $1.60: 
BATTERIES.—For the time of year | No. $. $1.90: Keystone Garbage Cans. 
business is making a good showing. | No. 11, $1.70; No. 12. $1.95: No. 13, 


. $2.25: Security Rubbish Cans, No. 30, 
Prices show no change. | $4.85. . 


GARDEN HOSE.—The demand is no 
longer very brisk but it is something 
of a tax upon the supply since jobbers’ 
stocks were thoroughly riddled by the 
early summer demands and on account 
of the scarcity of rubber manufactur- 
ers have been disposed to watch pro- 
duction carefully and are not free 
sellers. Several manufacturers on ac- 
count of the crude rubber situation are 
taking business only on the basis of 
price at time of delivery. 


Jobbers quote in 250-ft. reels; % 


in., 8%c. to 9c. per ft.; 5¢ in., 9%e. 
to 10c.; %-in., 10%c. to lle.; Gem 
spray nozzles, $6.80 a doz. 
GUNS AND LOADED SHELLS. 
This is one of the few fall lines in 
which a fair movement is noted. 


KEGS (WOODEN).—The demand for 
kegs still is on the gain and it looks 
as though there would be a good fruit 
crop for wine and cider this year. 
Red White White Oak 





Oak Oak Charred 
2 gallon .....$1.15 $1.30 $2.35 
10 gallon ..... 1.55 1.70 2.70 
1S Saneom ..... 1.80 2.00 3.00 
20 gallon ..... 2.00 2.20 3.50 


MILL, MINEHAND FACTORY SUP- 
PLIES.—Dullness is not uncommon in 


'these lines at this time of the year 


but it is rather intensified this year be- 


cause less than 10 per cent of the soft 
_coal capacity in this district is in oper- 
ation. Prices do not change much but 


competition for business is sharp and 
there is no doubt that there is some 
shading. 


Jobbers’ prices to retailers: 

Pipe Wrenches.—Walworth, 70 per 
cent off list; Trimo, 70 per cent off 
list. 

Fittings.—Cast iron screw, 36 per 
cent off piece list; flange, 47 per cent 
off list; malleable, lb., list plus 4 per 
cent; standard iron body gate valves, 
3” and 5 per cent off piece list: 
standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 per cent off list. 

Rope.—First grade long fiber 
manila, 26c. per Ib. 

Belting.—No. 1 leather, 45. per 
cent off list; No. 1 rubber, 50 per 
cent off list. * 

Twist Drills.—Carbon, 60 per cent 
off list; high speed, 45 per cent 
off list. 

Files.—High grade, 50 per cent off 
list. 

Screws.— Wood screws, 72% and 5 
per cent off list; milled cap and set 
screws, 75 per cent off list. 

Picks and Mattocks.—Carbon picks 
and mattocks, 45 per cent off list. 

Hacksaw Blades.—LBest grade, 50 
per cent off list. 


PAINTING MATERIALS.—Oil has 
advanced 2 cents per gal. and turpen- 


tine 1 cent per gal. Other items are 
holding at recent levels. Business still 
leaves much to be desired. 

Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.: lower grades, $2.50: 
white lead, 154ec. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more: tur- 
pentine, $1.12 per gal, in barrel lots: 
linseed oil, $1.10 per gal. in barrel 
lots. 
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PRESERVING EQUIPMENT.—De- | mill prices of sheet steel, there is also | Wrought ge he os 
spite the increased use of canned goods | a heavier tone to the jobbing market | Net Net 
. ° ° — - : > 
there are still a good many old fash-' and a little more activity than when | . ——."" Per + 
. . . = s seo Ove eseevenen _- . 
ioned housekeepers who prefer things. prices were so weak and unsettled re- ~Gnenenaae 70 9 00 
. . } . Py Oo « 
of their own preserving and a good cently. Dt seeeeecoues i =. Ry 
e ° ° ° , ° “4° : a euseteeanee -t 
business is being done in the various . ; a 13.42 16.66 
1: Sea . . S ; Prices out of Pittsburgh jobbers RUM ccoxcccesas 18.17 99 54 
lines of preserving equipment. Some stocks: Galv. Gat, No. 28 ane, 05.99 EMER. «+02 000001 8.13 $3.54 
delay 1S reported in deliveries of quart base per 100 Ib.; corrugated No. 28 Dh. s<¢5eeruesenet 31.82 38.38 
jars due to the fact that manufacturers Paee, 21.-in., $4.41 per square, one 2%2-in. eee ee 48.56 95.90 
. ° pass eold rolled black, No. 2% gage, DO. ~6£5:6%66es oes oe 61.9% (4.97 
are unable to secure sufficient supplies 5458 Sane wer 260 Be. alt Gor tots of 8 ee 74.52 90.16 
. r . a: es « S . . 9 -) 
of rubbers. Some makers of the latter one to nine bundles. > alee nae eg 
have withdrawn prices, on account of | _ Cs 119.90 145.04 
the strong crude rubber situation. | SOLDER. Strong market for tin has es os = 6°o°e 22 8 ' ao 6 2s 155.50 188.16 
_produced a higher price for solder; WINDOW GLASS.—Fairly good de- 
Jobbers’ prices follow: which now is quoted at 37 cents per lb.| mand still is reported with no change 
| oe gp eee vane. tunes aor out of local jobbers’ warehouses for in regular market quotations but with 
hots, SLEee miSec aaded, 7 ; eT | . 4 
doz.; wood base, $11; steel base, plain, half and half grade. some concessions being offered, due to 


the fact that there is a good deal of 
With the capacity in relation to current require- 


S1O50. 


Strainer Sets.—IEveredy, in dozen STEEL AND IRON PIPE. 





lots, ry sang ; gy $4 ood pesca possible exception of tin plate, pipe is. ments. 

Stiri e mez, o2 per z.; fhiter bag, . ° ; re 

ve Ang per doz — the most active of the various finished ennete Guana: Single a . 

. i Y . . in os : ht ang > and 5 per cent o ist: 
Scales.—-Universal, No. 1021, $1.25; ron and steel produc ts and while ordi- double strength A, 86 per cent off 

No. 11021, $1.55; No. 19221, $2.50; No. narily this is a quiet time in standard | list; B, 87 per cent off list. 

1621, $3.50. pipe. there is still enough house and WIRE PRODUCTS.—Not much ac- 


; — , ~, building construction going on to oc-. tivity is noted in these lines in this 
JAR RUBBERS.—Double lip, red, 70 unas tion going | ity 
, . = =. Casion more than the usual number of district. It is not the season for much 
cents per gross in 12-gross lots; 75) ‘ | ‘ , 
calls upon jobbers. There has been no buying by farmers and barbed wire 


~] 








cents in 6-gross lots and 80 cents in — , ! 
‘eens Maik change in iron and steel pipe prices and woven wire fence are slow. There 
-gTross Ss. , i , j 
6 for more than two years. is still some demand for nails but com- 
. , ’rices out of jo) bers” stocks, f.o.b. at} + TO whi > 
been made in quoting sheet copper by Pittsbureh. follow: . | tations refer chiefly to lots of a few 
local jobbers who have adopted the | me, , , ii 
plan of quoting prices based on quan- Standard Steel Pipe ua. ee See 
tities. The new price on sheet copper Black Galvanizea | Fence Wire 
is 22% cents per lb. for lots of 300 Ib. Net Net | ag in a ts 9 gare awe a 
: Siz, = Py — Py | SS Wwe ‘ ‘ Pole we we oe eo o OW. v ‘ —= 
and over and 26% cents per lb. in _— = 100 Ft Per 100 Ft. | ER Sr eiseeiemenn: 3.05 3.50 
. rere te ee ae BO: Cincwteasee $3.41 Te oe | Sera 3.10 3.55 
single sheets. There is no change a Vein eer 3.36 4.98 | GN Ces prp rents nxt oke 3.15 3.65 
sheet zinc prices. Fairly good busi- MoeiM. .. occ ccecee » 28 4.98 No. OE nthe echayewceewes 3.25 3.80 
ness is being done. 1, -1n. ree yf ee 2 4.5 D 1 No’ + oe ee ee ee o. ee 
8 = 7 *¢ + >» £4237 set @eeveeaeeeesne0e0200606 Dee -t 
Saggy dite aS nap 4 eens 3.75 4.50 
We quote sheet copper at 2244¢. per l-in. TE SORE SAS h ee 1.09 3.86 sarbed Wire (per 80-rod spool): 
Ib. from jobbers’ stocks in lots of 300 BIRR. ccceccstece FRO 13.5 SEE nn 6 k's Weed be bee we ee 
lb. or more and 264¢c. per Ib. in a 1 ee 12.58 1.95 2-point DE cs-en46b6nanseeeehacets a 
cingle sheets: sheet zine, 12%c. per De. Lcasawenevaae 16.65 21.46 PRE CEO 6-6 60 cece ibe eeu see 3.22 
ib. in loose sheets: 114%4c. in 100 Ib. i a Te 26.33 33.93 4-point hog ........ eee eeeeeseccce 3.48 
casks: lle. in 300 lb. casks and 10'«c. BO: - «venenecne ome 34.43 14.37 ¢-point cat le (special) TrrrerTrT 2.2 
in 600 Ib. casks ¥ 2 14, 51) 14.16 56.12 Woven wire fence (per 100 rods): 
p ee eS a ey a ° 40 EE 6.0 6086G660 O00 6 Oh aCEN SEES $39.36 
a eeekereaensae 2.32 66.49 4 weed 
ae Ang aan ca RE rs ecucr as wee apa witae 55.20 
SHEET STEEL.—Some measure of i ame cl aac ow 77.47 RES or ae eee: 35.22 
ii | ili; : ti h: 2 » b -_ ' st: } lish . | oY rl — Mine eee Sone (1.04 JO. 934- - ce¢eeviatt~<.cneens once tawades 48.85 
StaDllization Naving been estabdlisnhed In SMG daca ea ene eae 92.16 117.10 Bright nails base per keg.$3.00 to $3.05 








When Is a Want Slip? 


There are very few merchants nowadays who have not awakened to the importance of hav- 
ing reports of the goods for which customers ask but which their stores are unable to supply. 
And almost as many appreciate how much better a written record of such deficiencies is than 
a verbal report. As a result, they furnish their clerks with Want Slips. 

A Want Slip may be a small piece of blank paper, but in proportion as it is simple it may 
easily fail to bring to light that complete information which is so vital to the proprietor, buyer 
or merchandise controller. 

Certainly it is not desirable to stock every kind, quality and size of merchandise which 
may possibly be asked for. Therefore the reporting of some of the attendant factors in such 
a connection is important and a printed Want Slip asking questions which will bring out this 
information is vital. 

The following headings and questions will indicate the kind of Want Slip which has been 
found very successful: Date. Department. Sales Person’s Number. Article asked for. (Three 
lines for full description.) Size. Material. Price. Objections to stock on hand. Did you sub- 
stitute? If so, what? Customer’s name, address and telephone number. 

The store using this slip insists that every sales person hand in such a slip every day, even 
when no wants presented themselves. In the latter case, the slip is to be marked: “No wants.” 

A sporadic request for an unusual article may mean much on Want Slips, but a plainly 
rising tide of requests for it is indicative. It calls for action and only such properly filled slips 
“an serve. 
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Sales Improving in Chicago Territory— 
Prices Holding Firm on Most Lines 





the continued extremely hot weather in the agricultural districts 


on the growing crops. 


(Chicago office of HARDWARE AGE) 


HE future outlook as well as the present business conditions in 
the Chicago area are considered mostly satisfactory, except 
that there is some apprehension being felt as to the effect of 


a 


Hardware prices are in the main, rather firm, with some changes 
reported this week. Jobbers announce a substantial raise in tire and 
tube prices following the advance of a couple of weeks ago, and 
prices are now more in line with the recent manufacturers’ advance. 
There was also a slight drop in jobbers’ prices on screws. 

Hot weather merchandise continues to move well and the de- 
mand for builders’ hardware is holding up without any sign of a 
break. A slight demand is beginning to develop for fall items for 
later delivery, and it is expected will become considerable during 


the next thirty days. 


The steel industry is receiving a steadily increasing volume of 
orders and the mills in this district are gradually expanding their 
output. There is every expectation of an early advance in steel 


sheet prices. 


Collections are reported as good, running considerably ahead of 


last year. 





AUTOMOBILE ACCESSORIES. — 


Jobbers announce an additional ad- 
vance in tires and tubes, in line with 


manufacturers. Sales are seasonably 
good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58e. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58ec. each; lots of 
100, 56c. <A. C. Special Ford, 44c. 


each. 

Spot Lights.—Anderson, No. 3280, 
$6.50. 

Horns.—E. <A. Electric (Ford), $4 
each. 


Jacks.—National Standard, No. 21, 
$1.20 each. 

Pumps. — Rose, 1%-in. cylinder, 
$1.55. 

Chains.—Non-skid, dozen pair lots, 
331%, per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $12.55 each: regular cord, 
$8.60 each; gray inner tubes, 30 x 3%, 
$1.80 each; red inner tubes, 30 x 3%, 
$2.25 each. 

AXES.—The demand is rather quiet at 
present. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
hitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quatity black unhandled 
“axes, same weight. single bitted, $13 
doz. base; single bitted handled axes, 
$15.59 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz., base. 


BOLTS AND NUTS.—Prices are un- 
changed and the demand is satisfac- 
tory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread. 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount: 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 


Reading matter continued on page 74 
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bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—Sales are | 


the recent raise on the part of the | reported holding up strong. Prices _ 


hold firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 2%. x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.76 per doz. pair: 4 x 4 steel 
butts. old copper and dull brass fin- 
ish, $3.84 per doz. pair: heavy steel 
bevel inside sets. ease lots. $6.75 por 
doz.: steel bit-keved front door sets, 
$1.75 per set: wrought brass _ bit- 
keved front door sets, $3.25 per set; 
evlinder front door sets, $7.50 per set. 


CHAIN.—The demand is fair. Prices 
firm. 


We auote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 Ib.: Tenso, Bull Dog 
and Brown coil chains, 50-10 per cent 
discount; No. 00-4% electric welded 
cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Sales are very good and prices show 
no further change. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Conyper rivets and 
burrs, 45 per cent discount. 


DRAIN PIPE CLEANER.—Prices are 
unchanged. The demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Economy Plumber drain pipe 
cleaner, in 1 Ib. net cans, in lots of 
3 doz., $2.70 per doz.; in lots of 6 
doz., $2.60 ner doz., and in 12 doz. 
lots, $2.50 per doz. 

Same, in 2 Ib. net weight cans in 
lots of 2 doz.. $4.90 ver doz.: in lots 
of 6 doz., $4.70 per doz., and in lots 
of 12 doz., $4.50 per doz. 

Hercules tile and porcelain cleaner, 
in 1 Ib. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 1-at. 
cans, $3 each; in ™%™ doz. lots, $2.50 
each: in 1 doz. lots, $2.25 each. 

Same, in ™%-gal. cans, $5 each; ™% 
doz. lots, $4.75 each; and in gal. cans, 
$9 each. 
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EAVES TROUGH AND CONDUCTOR 
PIPE.—The_ sales volume is _ fair. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; corru- 
gated conductor pipe, 3-in., $4.75 per 
100 ft.; plain ridge roll, 1%-in., $4 
per 100 ft.; corrugated conductor el- 
bows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.— Sales are increasingly 
good on electric irons. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber-covered wire, $7.20 per 1000 
ft.; in 1000-ft. lots, $6.95; No. 18 
lamp cord, $13.64 per 1000 ft.; in 
1000-ft. lots, $13; ™%-in. brush brass 
key sockets, 18e. each; two-way 
plugs, 60c. each; in lots of 10, 49%c. 
each; one-piece attachment plugs, 
Loe. each; two-piece attachment 
plugs, 12c. each; dry cells, boxes of 
D0, 804%e each; less than case lots, 
34c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each. 

Battery Chargers.—Apco line, in 
lots of less than 10 $13.50 each, net. 

Tubes.—Cunningham and R. C. A., 
$3 list. Discount 25 per cent. 

Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount 30 per 
cent. 


FIELD FENCE.—The demand is only 
fair, as is to be expected at this sea- 
son. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%4, $29.02 per 
100 rods; 1848-6-14%, $44.08 per 100 
rods. 


FISHING TACKLE.—Sales are very 
good on all grades of tackle. 
FILES.—Prices are firm, with a strong 
demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America files, 60-19 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
10-10-5 per cent off list. 


FRUIT, PRESSES AND CIDER 
MILLS.—The season is just opening. 
The demand is not great. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.60 each; 6-qt., $4.40 each; 
12-qt., $6.25 each. Enterprise, Junior, 
$10 each; Mediurmh, $13 each: Senior, 
$17.40 each; Extra Large, $28 each. 

Cider Mills.—Junior, $21.75 each: 
Medium, $25.50 each; Senior, $38 
each; Self Feed, $16 each. 


GALVANIZED WARE.—Sales are ac- 
tive with no variation in prices re- 
ported this week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $5.85; No. 2, 
$6.60; No. 3, $7.78; 10-qt. galvanized 
after made pails, $2: 12-qt., $2.20: 
14-qt., $2.50: 5-gal galvanized oil 
cans, galvanized breasts, $7.50 doz.: 
%-bu. galvanized after made bas- 
kets. $4.75; 1-bu. galvanized baskets, 
$6.75 Coz.; 1%-bu. galvanized bas- 
kets, $8.75 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The best of the selling sea- 








| son is over, although there is still 
| some scattering demand. 


We quote from jobbers’. stocks, 
f.o.b. Chicaro: Garden hose, good 
qualitv, molded hose, %-in., 10%ce. 
per ft.: %-in., 138¢c. per ft.; 3-ply, 
good quality wrapped, %4-in., 10c 
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12c. per ft.; 4-ply, 
wrapped, ‘%-in., 12c. 
l4c. per ft.; 5-ply, 
g£00d quality, wrapped, ‘%-in., Pe 
per ft.; %-in., lle. per ft. Lawn 
sprinkle rs, Rain King, $28 doz.; orig- 
inal fountain sprinkler, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.— Prices 
changed. The demand continues good. 


We from jobbers’ _ stocks, 
f.o.b. Single strength A, 
25-in. 88 per cent discount; 
single strength, <A, 34 to 40-in. 
bracket, 86 per cent discount; single 
strength A, all other brackets, 85 
per cent discount; double strength 
A, all sizes, 86 per cent discount; 
double strength B, 87 per cent dis- 
count. Putty, pure grades, $3.75 per 
100 Ilb.; commercial, $3.40 per 100 Ib. 


HATCHETS.—Prices are steady with 


a good demand reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchet, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.— Sales are 
reported good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Vaughn-Bushnell, 16- 
oz. nail hammers, $10.50 doz.; Stan- 
ley, $10.50 per doz.; Maydole, $12.60 
per doz.; other makes, 16-0z. machin- 
ist hammers, $7.85 doz., and 16-0z. 
nail hammers, $6 doz. 


HANDLES, AGRICULTURAL. — No 
change in prices. There is a firm de- 
mand. 


We 
f.o.b. 

Hay 
chucked and bored, 
ft., $4.50 doz.; 5-ft., 
41,-ft., $4 doz.; 5-ft., 
4%-ft., $2.40 doz.; 5-ft., 

Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 
doz.; 4%-ft., $5.75 doz.; XX bent, 
41%4-ft., $4.50 doz.; 5-ft., $5.50 doz.; 
X bent, 4%-ft., $3 doz.; 5-ft., $3.40 
doz. 

Manure Fork Handles.—Bent, 
grade, 4-ft., $4.75 doz.; 4%%-ft., 
doz.; XX bent, 4-ft., $4. 15 doz.; 
ft., $4.40 doz.; X he ‘nt, 4-ft., 
doz.: 4%-ft., $2.95 doz. 

Garden Hoe Handies.—XX, 
$3.45 doz.; X, 4%-ft., $2.40 doz. 
Garden Rake Handles.—XX, 5% 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 
Shovel Handles. —Re ‘gular pattern, 
XX, 6-ft., $5.90 doz.; 4%-ft., 
$3.90 ye D handle, be ‘st grade, 

$7.95 doz.; X grade, $6 doz. 

Spade WHandles.—D handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Prices are 
markably firm and sales are good. 


We quote stocks, 
f.o.b. Chicago: 

Axe Handiles.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer WHandliles.— 
No. 1, 90c. doz.:; finest second growth 
hickory, $1.50 doz. 


HINGES.—tThere is a good 
Prices are unchanged. 


We 
f.o.b. 


ft.; %-in., 
good quality, 
per &- % - in., 


per 


quote 
Chicago: 
bracket, 


quote from jobbers’ stocks, 
Chicago: 
Fork Handles. — Straight, 
best grade, 4%- 
$5.50 doz.; XX, 
$4.80 doz.; X, 
$2.80 doz. 


best 
$5.10 
4% - 
$2.60 


412-ft., 


re- 


from jobbers’ 


demand. 


stocks, 
ninges, 


from jobbers’ 

Heavy strap 
in bundles, 4-in., $1.03; 5-in,, $1.42; 
6-in., $1.60; S8-in., $2.70; 10-in., "$4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56: 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pair. 


ICE CREAM FREEZERS.—No price 
changes. Sales continue to hold up 
well. 


We quote 
f.o.b. Chicago: 
qt., $4.85 li 
$6.75 list; 
list; 8-qt., 


quote 
Chicago: 


from jobbers’ stocks, 

White Mountain, 1- 
2-qt., $5.65 list; 3-qt., 
., $8.25 list; 6-qt., $10.45 
$13.50 list; 10-qt., $18 list; 





un- | 
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25.60 list; 
25-qt., $42.60 list; 
2-qt., $4.60 list; 


$21.55 list; 
20-qt., $33.20 list; 
Arctic, 1-qt., $4 list; 
3-qt., $5.55 list; 4-qt., $6.80 list; 6-qt., 
$8.60 list; 8-qt., $11.10 list. All the 
above less 50 per cent discount. 


12-qt., 15-qat., 


LAWN MOWERS.—The demand is. 
very small as the season draws to a. 
Prices announced for next year | 
by the manufacturers are the same as | 

for the past season. 


close. 


We quote from _ jobbers’ _ stocks, 

f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
5-knife, 1l-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheel, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheel, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheel, $8 each. 


NAILS.—Prices are unchanged. 
demand is just fair. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 
Common wire nails, 
$3.15 per keg base; cemented coated, 
$2.25 per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
~— longer, $2.25 for shorter than 
-in. 


PAINTS AND OILS.—Again there 
no change in prices this week. 


We quote 
f.o.b. Chicago: 

Linseed Oil.—Raw, 
per gal.; 5-barrel lots, 

Linseed Oil.—Boiled, 
$1.15 per gal.; 5-barrel lots, 
gal. 

Turpentine.—Barrel 
gal. 

Denatured Alcohol. — Barrel lots. 
58c. per gal.; steel drum, extra, $6 
returnable. 

White Lead.—100-lb. $15.25: 
+ Ib. kegs, $7.75: 25-lb. $3.90; 
2%-lb. kegs, $2. 
Dry Paste.—Barre! 


from jobbers’ stocks, 
barrel lots, $1.12 
$1.07 per gal. 

barrel lots, 
$1.10 per 


lots, $1.11 per 


kegs, 
kegs, 
lots, 7Tlee. per 
"snetiec. —(4144-lb. goods) white, $4.25 
per gal.: orange $4.05 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


'PYREX WARE.—Sales are seasonably | 


Prices are unchanged. 


We quote 
f.o.b. Chicago: 
Bread Pans.— No. 
No. 214, $12 doz. 
Casseroles. — Round. 
doz.; No. 168, $14 doz.: 
doz.: No. 184, $14 doz. 
Casseroles.—Oval, No. 


fair. 


from job ers’ stocks, 


212, $7.20 doz.: 
No. 
No. 


167, 12 
182, $12 
193, $12 doz.: 


202, &6 
. 209 


doz.:, No. 
7.20 doz.: . $7.20 doz. 
Pots.—2-cun, $20 doz.; 4-cup 
$24 doz.: €-cup, $28 doz. 
_ Utility Pans.—No. 231, 
232, $14 doz. 
ROLLER SKATES.—Sales are slow, 
as is usual at this time of year. Prices 
unchanged. 
We 


$8 doz.: No. 


quote from job>ers’ stocks, 
f.o.b. Chicago: Union roller skates 
og bovs, $1 40 wer air: for girls, 

1.50 per pair. Chicago rol'er skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.--There is a 
strong active demand and prices are 
firm after the recent general advances. 


We from jobbers’ stocks, 
f.o.b. Best grade slate sur- 
faced roofing, $2.30 per 
surfaced, $2.65 
tale surfaced, 
tale surfaced, 
rosin sheath- 


quote 
Chicago: 
prepared 
»; best grade tale 
square: medium 
per square: light 
per square; red 
ge, $57 per ton. 


ROPE.—The demand 


We 
f.o.b. 
ard brands. 
No. 2 Manila, 


jobbers’ stocks, 
Chicago: No. 1 Manila Stand- 
244%4c. to 26%ec. per lb.; 
2314c. per Ib.; No. 


quote from 


SASH CORD. — Prices 
_changed and sales are reasonably good. 


The | 


is quite strong. 
Prices show no change since the re- 
cent decline. | 
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lic. No. 2 Sisal 


per lb. 


Sisal, pere Ilb.; 


16%c. 
remain un- 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. standard 
brands, $9.55 per doz. hanks; No. 8, 
$11 per doz. hanks. 


SASH PULLEYS.—The demand holds 
up and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


_ SCREWS.—Jobbers announce a slight 
_drop in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-10 per cent new list; round 
head blued, 78-10 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SOLDER AND BABBITT METAL.— 
Sales are very good. Prices are firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $38 per 100 lb.; medium, 45-55 
solder, $37 per 100 Ilb.; tinners’, 40-60 
solder, $36 per 100 lb.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
“ No. 4 babbitt metal, $13 per 100 

). 


/STEEL SHEETS.—Sales are fair and 


prices show no further change, though 
a stronger sentiment prevails. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5 per 100 lb.; 28-gage black 
Sheets, $4 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 


Sales are opening up well, with prices 


' firm at the following basis: 


from jobbers’ stocks, 
Best full gage pipe, 
28 gage, 13c.; 26 gage, 
joint. Corrugated elbows, 

$1.20; 28 gage, $1.50 doz. 
Galvanized coal hods, 17-in., $5 doz. 


We quote 
f.o.b. Chicago: 
30 gage, 12c. ; 


TRAPS.—Demand is just starting and 


is only fair at present. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 doz.; No. 
1, $1.38 doz.; No. 1%, $2.44 doz.; No. 
2, $3.36 doz. 


WIRE GOODS.—Prices are firm and 
the demand good. 


We quote from _ jobbers’ 
f.o.b. Chicago: No. 8 black 
wire, $3.05 per 100 Ilb.; No. 9 gal- 
vanized plain wire, $3.50 per 100 
lb.; catch weight spool galvanized 
cattle or hog wire, $3.85 per 100 lb.; 
80-rod spool galvanized hog wire, 
$3.34 per spool. Polished fence 
staples, $3.60 per 100 Ilb.; 12-mesh 
black wire cloth, $1.90 per 100 sq. ft.; 
12-mesh galvanized wire cloth, $2.20 
per 100 sq. ft.; 14-mesh bronze wire 
cléth, $6.25 per 100 sq. ft.; galva- 
nized poultry netting, 55-5 per cent 
discount; galvanized after poultry 
netting, 50-5 per cent discount. 


WRENCHES.—tThere is a good sales 
volume. Prices show no change. 


We from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount; Coes’ 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson, 70 per 
cent discount; Trimo, 65-10 per cent 
discount. 

Snap-On Wrenches. — Radio and 
electrical set, $4; No. 11 Master Ser- 
vice Set, $15.25; No. 202 Heavy Set, 
$8.80; No. 303 Ford Master Service 
Set, $14.85; No. 404 Universal Socket 
Set, $8.75; No. 505B Screw Driver 
Set, $3.40; No. 900 Square Socket 
Set, $3.70. All Snap-On Wrenches 
less 40 per cent. 


stocks, 
annealed 


quote 
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NOTHER Wheeling product fully worthy 
of its name. 
Wheeling Stove Pipe continues to grow in 
popular demand because it measures not only 
to our own standards of manufacture but also 
to the expectations of every dealer who sells 
it and every eventual user. 


When it comes touniformity of color, efficient 
and uniform locks, or any other factor in stove 
pipe quality, Wheeling specialized manufac- 
turing methods account for unstinting value. 
There are five popular locks, each style packed 
in sheet steel casks with wood heads. The 
package insures delivery of the same quality 
that the factory produces. 


Coal Hods and Fire Shovels 


The Wheeling line of high grade sheet metal 
household necessities includes a popular assort- 
ment of Japanned and'Galvanized Coal Hods, 
and Fire Shovels. Check over your stock and 
put your needs up to Wheeling. There is a ware- 
house not far awayready to serve you promptly. 


WHEELING CORRUGATING COMPANY 
WHEELING, W. Va. 
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/heeling 


'  CORRUGATING COMPANY | 





OTHER WHEELING 


PRODUCTS 
Ash Cans : 
Barbed Wire 
Coal Hods 
Drip Pans 
Fence 2 
Fire Shovels | 
Frying Pans 
Galvanized Shéets 
Garbage Cans" 
Nails 
Oil Cans 
Roasters 
Roofings 
Rubbish Burners 
Stove Pipe 
Terne Plate 
Tubs and Pails 


———— 


OTH \) 


MII AIIN\\\\W 


\ 


~ ." 


MN Wn 


Chattanooga Minneapolis 





New York 


Chicago Philadelphia St. Louis Kansas City 











72 HARDWARE AGE 


July 30, 1925 


New Fixtures Increase Sales 82 per cent 
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Cutlery is prominently 
displayed and it will 
be noted that gift 
articles, novelties, 
etc., are featured in 
connection with this 


line. 


HE two primary reasons advanced to deal- 
ers in advocating the installation of modern 
store fixtures is the increased beauty and 
attractiveness of the store and the greater sales 
volume. It is generally conceded that hardware 
stores equipped with modern show cases, and wall 
fixtures fitted with display doors are pleasing to 
















A view of the in- 

terior of Mr. Hel- 

kema’s store, 

showing how the 

new fixtures pro- 

vided greatly im- 

proved facilities * 
for display. 


The company has always believed in 
the sales power of good windows 
and its displays are always attention 


getters. 


the eye, but a few dealers have been somewhat 
skeptical as to the real value of such equipment in 
actually increasing the amount of goods sold. 
However, Benjamin Helkema, of the East 10th 
Street Hardware Co., Indianapolis, has kept ac- 
curate records of his business before and since 
the installation of his fixtures a little over two 


Reading matter continued on page 74. 
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Perfect IT'wo-Purpose Windows 
Breezy, a Contact With Outdoors 


(222) 





“Quality leaves its imprint” 


A Trademark Witha Message 


To architects, builders and con- 
tractors the R-W Trademark 
bears the assurance of the most 
modern, scientific and_satisfac- 
tory method of equipping doors 
and windows. Just as AiR-Way 
equipped windows are ideal for 
year-round service, so do R-W 
door hangers represent the most 
distinctive advance ever made in 
meeting doorway requirements. 
R-W door hangers on garage, 
house, barn, fire, industrial or ele- 
vator doors by the service they 
render have contributed their part 
in the national acceptance of the 
R-W Trademark as a symbol of 
advanced ideas, scientific manu- 
facturing and assured satisfaction. 


--- Snug Comfort Indoors 
At a touch, windows equipped with AiR- 


-Way Multifold Window Hardware open 


and close. Smoothly they slide and fold in- 
side, and as smoothly close — weather and 
rattle proof. When open, the full depth and 
width of the window frame is unobstructed, 
nor is there interference with screens and 
drapes. AiR-Way window, equipment gives 
perfect ventilation all the year. Bedrooms, 
cosy and sunny by day, are airy sleeping 
porches by night; kitchens are cool and 
pleasant; dining-rooms provide the delights 
of open-air dining. Quickly and econom- 
ically AiR-Way equipped windows can be 
installed in place of out-of-date window 
equipment. 





AURORA, ILLINOIS, U.S.A. 


New York Boston 
Chicago Minneapolis 


Montreal - 


Philadelphia 
Kansas City 


RICHARDS-WILCOX CANADIAN CO,, LTD., LONDON, ONT, 


Indianapolis St.Louis New Orleans 
Omaha __ Seattle Detroit 


> Winnipeg 


Cleveland Cincinnati 
Los Angeles San Francisco 
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years ago, and his increase in sales has been 82 
per cent with only a 17 per cent increase in stock. 
His sales for 1922, the last year with the old equip- 
while his stock inventoried 
In 1923, with the new fixtures, 
the sales were $66,019 or an increase of 62 per 
cent with an average stock of $13,000, and in 1924 
sales mounted to $74,208 and the stock carried 
In the first four months of this 
year the.sales ran $4,735 ahead of the same period 


ment, was $40,707 
around $12,000. 


was $14,200. 


last year. 


Every item of merchandise in the store under 
the new arrangement is on display and the wide 
aisles on each side in front of the wall fixtures 
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afford easy access to the goods. 
arevarranged in a horseshoe formation in the cen- 
ter and at the front of the room and back of them 
is a low wrapping counter and then a battery of 
four shelf display stands holding the kitchenware. 

In speaking of his store equipment Mr. Hel- 
kema says, “It helps us in buying and makes it 
easier to sell and give service. 
the appearance of our store ahd increased our 
prestige here in Indianapolis considerably. Many 
of our customers have commented on the beauty 
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The show cases 


It has improved 


of our store and the fact that they can easily see 


Minn. 


everything we 
nished by the Duluth Show Case Co., 


The fixtures were fur- 
Duluth, 


carry.” 


A Dollar Is Not a Dollar 





under a grave illusion regarding money. 

We think of money as stable. We think 
a dollar today is a dollar tomorrow and next 
year. We are wrong. 

The idea that money is changeless is called 
the “money illusion” by economists. 

“Every nation is subject to the money illusion 
in respect to its own money,” says Professor 
Irving Fisher, professor of economy at Yale 
and famous authority on finance. “I was talk- 
ing with an American business man,” he con- 
tinues, “about the necessity of stabilizing our 
dollar. He looked at me in amazement and said 
he had never heard of any instability in the 
dollar; that he had been on boards of directors 
in all kinds of enterprises where finance was 
discussed; never once had he heard any com- 
plaint about our unstable dollar.”’ 

In 1913 a dollar would buy a certain amount 
of foods, clothes, rent, transportation and so 
on. In May, 1920 that same dollar would buy 
only what forty cents would in 1913. In Janu- 
ary, 1922 it would buy seventy-two cents’ worth. 
At present it will buy about sixty cents’ worth. 

The great fundamental error or illusion we 
all suffer under is the assumption that money 
stands still. When the price of almost every- 
thing soars, as it did after the world war, we 
say, “Prices have gone up.” We ought to say, 
and to think, ““Money has gone down.” 

You may say there are no practical conse- 
quences to the universal error that a dollar is 
always a dollar. But there are. Money put in 
a savings bank in 1896 or invested in gilt edge 


WERY business man in this country is 
ud 


bonds in 1896, and not taken out until 1920, 
would be actually worth less, even adding to it 
all the interest earned meanwhile, than when 
it was deposited. If you put away $1,000 in 
the former period, you would have, with its 
interest, $2,000 (we are using round numbers) 
when you take it out in the latter period; yet 
the two thousand will not pay ordinary living 
expenses for as long a time as $1,000 would in 
1896. 

Holders of long-term bonds, and of long-term 
mortgages, suffer, while holders of stocks pros- 
per, because stocks earn better dividends (in 
dollars) when “prices are high.” 

Long-term contracts of all kinds, whether 
bonds, leases, pensions, annuities, salaries by 
contract or custom, bear hard on one or the 
other party as money rises and falls. We all 
know that the postal employees have had their 
pay raised more than once, but still suffer, be- 
cause money has lost its command over neces- 
saries. 

Are not these practieal consequences? Would 
they occur if we were free from the illusion 
that a dollar is a dollar? 

So, it does really seem that business men 
ought to try to realize how the dollar rises and 
falls, if they hope to plan intelligently for com- 
ing months and years, and if they expect to 
know when and why to shift their policies from 
time to time. 

They simply must think straight about 
money, the instrument of trade. If they don’t 
think straight they cannot act wisely. That is 
clear.—From The Eaglet. 





or blowers up to and including % hp. 


Michigan Hardware 


Firm 


Sepco Pressure Regulators 


The Automatic Electric Heater Co., 
Warren, Pa., has recently placed a 
new and approved electric pressure 
regulator on the market. 

It has been particularly designed 
for use with domestic coal or. oil burn- 
ing furnaces. It is installed directly 


in the boiler and will control motors 





on 110 or 220 volts, without the use 
of a relay. It can be furnished for 
AC or DC current. 

It is claimed that for the past two 
years several thousand of these regula- 
tors have been in service, and this 
latest improved control will give un- 
usually good service and may be pur- 
chased at a very reasonable price. 





Sold to E. N. Baldwin & Son 


E. N. Baldwin & Son of Fayette, 
Ohio, have purchased the general hard- 
ware business of Rubert, Crandall & 
Cotter Hardware Co., Howell, Mich. 
The business will be continued as the 
M. R. B. Hardware Co. 
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INGC 


Solid Brass Towel Bar 








No. 


What Columbia University Experts Discovered 


About a year ago some experts from Columbia 
University made an investigation to determine the 
buying power of the housewife. 

This investigation covered many lines of mer- 
chandise and showed that women buy 48.5 per 
cent of all hardware and household furnishings. 
If such an investigation should be confined solely 
to Bathroom Fixtures we believe the figures would 
show a much greater proportion of women pur- 
chasers. 

Everywhere the buying power of the housewife 
is being recognized. 


New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 


Wood 
Screws 


5656 


The fact is, most hardware merchants agree, that 
a well arranged display of Bathroom Fixtures 
never fails to attract women customers. 

And those dealers who show RINGCO Bathroom 
Fixtures are rewarded by increased sales. 

The reason is, that RINGCO Bathroom Fixtures are 
beautiful in design and, being made of Solid Brass, 
they are sure to give everlasting service. 

Ask your Jobber to supply you. Catalog which 
shows over 300 designs sent on request. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


BRANCH OFFICES: 


Chicago, 29 E. Madison St. 
Boston, 170 Summer St. 











eo) 
BRIDGEPORT, CONN. 





THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 


. George E. Quigley, Detroit 


Milton Pray Co., San Francisco, Los Angeles, Seattle 
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Sales Ammunition 
for Live Salesmen 


Live hardware salesmen are al- 
ways looking for sales points 
that will enable them to land 
sales no matter how “difficult” 
the customer may be. 


To the alert salesman every 
scrap of information about mer- 
chandise is grist for his mill. A 
study of the merchandise of- 
fered and described in the ad- 
vertising pages of HARDWARE 
AGE nets many sales-producing 
ideas. 
For instance, note the follow- 
Ing: 
A Sales Point for Selling 
Silverware .......... Page 2 


Get Ready for the Thanks- 


giving Trade .......... Page 4 
Farm Profits Increase 

Fence Sales ......... Page 6 
An Attraction for the 

crew ovend Page 7 
Screen Cloth Talking 

a Page 10 


Cater to the Customer’s 


Pride of Ownership... .Page Il 


An Attraction for the 
Housewife .......... Page 838 


Counter Demonstration 


Helps Tool Sales...... Page 89 


The Economy of Stand- 
ardization ........... Page 99 














Kkuropean and American Methods 
(Continued from page 51) 


of their circulation. There are, though, a few il- 
lustrated papers in Paris that circulate not only 
to all the better class of consumers in France, 
but to all of the French Colonies in various parts 
of the world. I was informed that these illus- 
trated papers are good advertising mediums be- 
cause the French are so economical that when 
they buy a paper of this kind, it is not thrown 
away but is first read by each member of the 
family, then conscientiously passed around and 
read by the entire neighborhood. Advertisers in 
the French papers told me that they would fre- 
quently receive answers to their advertisements 
months after they had appeared. The French 
people are in no hurry. Things can wait. 
* * * 


In France business is done almost absolutely on 
a cash basis all down the line. Household supplies 
in the cities are bought from day to day. Ice in 
France in the majority of families is an unknown 
article. Therefore there are no refrigerators and 
this is another reason why perishable goods must 
be consumed soon after they are purchased. This 
condition leads the French to want goods in very 
small units. In America in many lines we sell 
0c. units when in France they want the goods 
in very small packages at very low prices. 

* * K 


My lady readers will be interested in knowing 
that when you hire a cook in France, you must 
turn over all the buying of food to her. That is 
her perquisite. She receives 5% from the dealers 
on everything she buys. If the lady of the house 
should attempt to do her own buying, she could 
not keep a cook. They would not stay. Now the 
plan of running a house in France is for the mis- 
tress to give the cook a cash advance. Then the 
cook makes her daily purchases and enters what 
she buys in a book. At the end of the account 
she carries forward her cash balance. This book 
is handed to the mistress and O.K.’d by her every 
day. This is the universal French custom where 
cooks are employed and of course you will see 
that this system does not mean any monthly ac- 
counts with the butcher, the baker and the candle- 
stick maker. Everything is bought and paid for 
in cash every day. In the majority of instances, 
the cooks go with a basket early in the morning 
and bring home the things they buy. Just think 
of the saving in the cost of distribution—no deliv- 
ery, no accounts, no bad debts and no claims be- 
cause goods are selected on the spot and therefore 
are not taken back. 

* * * 

A friend on the ship, in discussing England, 
France and Germany, remarked: “England is a 
man’s country. The man is the head of the house. 
The man in England as a matter of course is given 
the best. English women and English families 
are accustomed to this idea. The man in an Eng- 
lish family is expected to decide important ques- 
tions. The Englishman in his family life has 
maintained an unusual degree of freedom. Eng- 
lishmen are great club men. London is full of 
clubs. At all hours of the day and night you see 
old men in top hats going in and out of these clubs. 
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The Englishman is very fond of sports. He 

leaves home when it suits him and he would be 

very much shocked and grieved if his wife should 

ask an accounting of where he spends his time! 
* *K * 


In France the woman is expected to devote all 
of her time and attention to the home. She is 
not expected to gad around, but the French 
woman is a real helper to the Frenchman. The 
Frenchman tells his wife all about his business 
affairs. He asks her advice. As a matter of 
fact, the French family is interested in the 
affairs of the head of the house. According to 
French law, if a Frenchman, the owner of a large 
estate, becomes extravagant, his heirs can go into 
court, have him enjoined from spending his 
money and actually compel him to give an ac- 
counting of how he is spending his money. The 
French idea is that families should be preserved 
and that estates do not belong to the head of a 
French family but to the family. Each member 
of the family has a right to look after his future 
interests by seeing that the present possessor of 
an estate is not wasting it. 

ok K K 

A certain American went to France to put over 
a very large deal. He met Frenchmen but could 
not get their names on the dotted line. Finally, 
in despair, he told his troubles to a man very 
familiar with France. “Have you laid your 
scheme before the wives of these men?” inquired 
this gentleman. No; he had not. He therefore 
was advised to give a dinner, invite the French- 
men and their wives and then outline his plan 
directly to these wives. He did this, secured the 
support of the wives and put over his deal. It 
seems in the first place that the wives were not 
clear on the subject and vetoed his proposition. 

* aK a 

My friend on the ship summed up the differ- 
ences between the three countries as follows: 
England is a man’s country; France is a country 
where the women are of valuable help to the men ; 
the United States is a country not run by men at 
all but by their wives and daughters—well, I 
wonder!! The American’s job is to sign cheques. 
This article cleans up my foreign notes. 





Cost and Conscience 


A GOOD conscience appears in the light of an economic 
asset in the study of trade abuses that is being 
made by the Committee on Trade Relations of the Na- 
tional Distribution Conference organized under the aus- 
pices of the Chamber of Commerce of the United States. 
In other words, questionable trade practices are not 
merely unethical. In the long run they do not pay and 
the committee has set itself to the task of ascertaining 
and listing practices of this kind. 

“Obviously,” concludes the group of business men who 
are embarking upon this study, “there is not a single 
business practice described as unethical for which some 
one does not bear a heavy cost. On returned goods and 
cancelled orders the manufacturer must frequently take 
a loss when selling to another customer. The retailer 
who has been oversold must resort to markdowns which 
cut into his profit, and the manufacturer may discover 
to his dismay that by overfeeding the retailer he has 
killed the goose which was laying him golden eggs. De- 
layed deliveries are a loss to the retailer by the amount 
of trade which his competitor may take from him.— 
Department of Commerce Bulletin. 
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a mare Grind the coffee bean 
igs just before boiling 
te with an 
A_K_AR 
3 - Arcade Crystal 
; Coffee Mill 


and your taste will 
tell you the __ rest. 
Freshly ground coffee 
Lis better coffee. No. 3 Crystal 


Arcade Crystal Coffee Mills are the most 
modern type of construction. They have the 
high mechanical efticiency of other Arcade 
(‘cfiee Mills, and in addition are Mills of 
baundsome appearance that any housewife 
would be proud to have in her kitchen. 

Ilere is what a Chicago woman says about 
the Arcade Crystal Mill quoted from a letter 





recently received from her: ‘*To tell you that 
; . your coffee machine is the best I have ever 
No. 4 Crystal used, and a nice ornament as well as an ex- 

o tremely useful one in my home.’’ 
These Mills have many dominant features. They are easily at- 
tached to the wall or kitchen cabinet, and will hold over a pound 
of coffee in an air-tight glass hopper. They will grind to any 


degree of fineness, and the amonnt of coffee can be accurately 
measured in the graduated glass receiver. , 
Dealers, here is your opportunity. These Coffee Mills have been 
nationally advertised, and will mean sales and profit for you. They 
will give you prestige as dealers in kitchen fixtures of value. Your 
jobber will supply you. 
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Grind Your Own Coffee 
At Home 


It can be done easily and economically 
with this mill. It will produce per- 
fect flour from any small grain such 
as wheat, corn, barley, rye and rice. 
(onstruction is simple, no com- 
plicated parts to get out of order. 
It grinds easily and with great speed, 
~ and always gives excellent results. 


An excellent mill for cracking chicken 
feed. Burrs or grinders are adjustable 
to any degree of fineness. 


ee ‘S —~ | Ask for catalog showing 
é Ss CG le a 3 => complete line of 


ARCADE 


HARDWRRE 
and TO*YS 


ARCADE MANUFACTURING CO., Freeport, Ill. 





\ 
eT 
Hiltit 















HARDWARE AGE July 30, 1925 
























































Approved! 
by the keenest buying 


brains in the country © 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 


KAAKTTTIT TT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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Abilgaard’s New Store 


(Continued from page 45) 





the furnishings that go to make harness. In 
this department a new electric stitcher has 
just been installed. 

“In fact when one has visited the china 
department, the cutlery cases, the toys and 
wagons the pans and the stoves, of all sizes 
and for all purposes whether winter or sum- 
mer, then goes to the warehouses to the rear 
and sees the stock of the heavier machinery, 
it can easily be seen why one can find at this 
place anything in the hardware line from a 
package of carpet tacks up to a threshing 
machine. Both of these articles were recent- 
ly sold at this place the same day. 

“Tf the willingness to satisfy, that seems 
to be a characteristic of every clerk in the 
store, continues in the future as it has in the 
past, no one ever need fear the success of the 
establishment. 

“Tt was back in 1910 when Mr. Abilgaard 
first enrolled himself as a merchant of Ox- 
ford. In May, 1912, a complete line of har- 
ness and a harness maker were added to the 
store. In 1913 implements became a part of 
the business. In 1916 he aded the tractor 
line, later threshing machines and all of the 
heavier machinery. In 1923 the power spray- 
ers became a feature of the store to take care 
of a new industry in the orchard line that is 
rapidly becoming one of the leading indus- 
tries of the valley. 

‘“‘At the present time the store has a work- 
ing force of nine persons. It has at its dis- 
posal for the exneditious handling of its busi- 
ness three service cars and to say these are 
not busy most of the day and a part of the 
night in covering the trade territory of this 
firm is a grievous exaggeration. 

“One of every article is in full view of 
both the clerk and the customer.” 





The House-to-House Bugaboo 


(Continued from page 40) 





very feasible to date. In addition, these self- 
service stores do not attempt to sell in isolated 
communities. They must have reasonably thick 
population and operate “routes” with groceries 
and canned goods much as the milk man now 
operates his route. 

It must also again be pointed out that even 
while in the experimental state, these travel- 
ing stores have limited themselves fairly strict- 
ly to convenience goods like groceries. This 
again emphasizes the point that shopping goods 
cannot be sold in this, or any other, house-to- 
house manner over a period of years. Experi- 
ments will continue but the increasing number 
of failures in this particular field further in- 
dicate our return to normal merchandising 
methods. 

Not Housewife’s Fault 

How soon this desirable condition is reached, 

however, depends not upon the housewife but 
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upon two very definite conditions, namely, the 
general business condition of the country as 
reflected in purchasing power and the attitude 
of the manufacturers regarding over-produc- 
tion. 

General business conditions in the main ap- 
pear to be fundamentally sound. To be sure, 
business is bad but the relative position of all 
basic business and raw materials is greatly 
improved over last year. In a word, business 
having fairly well cleaned out its house, is 
ready to go. There is no reason to believe it 
will go with a rush; in fact, there is every rea- 
son to hope that it won’t as this country is in no 
position to attempt to absorb more over-pro- 
duction, nor yet is there a profitable market 
abroad. 

Which makes our second reason all the more 
imperative. Manufacturers have been told by 
the wholesalers, the retailers, press and pulpit 
and by their own trade associations that there 
is over-production in too many commodities 
and specialty lines. This condition of over- 
production, with its resultant wastes which 
have to be paid for by someone, has brought 
forth a warning from the Secretary of Com- 
merce himself. For three years manufacturers 
have not heeded these warnings. For three 
years banks have continued to furnish the 
funds to make this over-production possible. 
For three years this surplus merchandise has 
had to be scrapped through sales and basements. 

These sales have changed the buying habits 
of a nation. They have made shoppers of us 
all, and it will be some time before we return 
to normal. But in addition to this change in 
buying habits, these sales have raised the price 
of other merchandise and have put a higher 
percentage of cost on a smaller volume of units. 
In other words, this volume has been made up 
of hundreds of styles and models where former- 
ly ten styles and models would have been ample. 
If one style didn’t sell, make a new one; if your 
competitor offered forty models, offer at least 
forty-one yourself. Never mind the profit. Get 
your stuff sold. 


Canvasser Will Disappear 


Just as long as this lack of standardization 
is allowed to continue and just as long as great 
merchandise surpluses are allowed to accumu- 
late, just so long will selling costs per unit re- 
main too high. And just as long as they do 
remain too high, the house-to-house method 
“to cut selling costs” will flourish like the green 
bay tree. Moreover, the manufacturer who has 
tried this method of selling house-to-house to 
“take care of his surplus,” is encountering a 
very proper resentment from his regular trade 
and is finding his regular distributors un- 
responsive. 

‘And so,” I told my friend, as he cheerfully 
paid for our lunch, “the peak is passed. Do 
your share and get your friends to do their 
share of sensibly planned manufacturing, and 
the house-to-house canvasser of other than 
home-service items will disappear from the face 
of the earth.” 
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CRECOITE 


Pronounced CRE-CO-ITE 










All Are Equipped with the 


GRADY WEDGE 


Easy to Keep Heads Always Tight 
Just Tap to Tighten 
No Tools Required 


wa Extra Good 
wa Right Now— 

% No. 97 
1 Tourist 
\ Axe 








Selling 
These 
Good Tools 


OW is the time to stock up 
on the axes and hatchets in 
greater demand than ever before. 
Let your main line be CRECOITE, that won- 
derful new tool metal, perfected after thirty 
years of steel making experience. Quality at 
medium prices means easy sales! The two 
numbers illustrated herewith typify our com- 
plete line of boys’ and men’s axes, hammers 
and hatchets. YOU can sell all of ’em! Lib- 
eral dealer discounts. 





Camp Axe 


If your jobber can’t supply you write 
today for further information and 


catalog H 


MARION TOOL WORKS, Inc. 


Marion, Indiana 
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A Hot Weather 
Die Stock That’s 
Good the Year Round 


HE narrower dies of the 

Oster 42 Receder, ground 
with a new cutting angle, cut 
sharp accurate threads with 
much less effort than old-fash- 
ioned die stocks. 


Capacity: 1 to 2” inclusive in 
both plain and ratchet types. 
Universal chuck or separate 
bushings optional. 














A better built, more carefully 
finished, easier cutting die 
stock guaranteed to outlast 
two ordinary tools. 


Write today for our attractive 
discounts and complete infor- 
mation on this handy thread- 
ing tool. 


STER 


OSTER MANUFACTURING 
COMPANY 


Manufacturers of the most complete line of 
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The 





equipment in the world. 


Cleveland, O. 


pipe threading 


1976 E. Gist PI., 
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Your Personality, Mr. Salesman; 


How About It? 
By RUTH LEIGH, Retail Sales Expert 


From Contact 


HE other day my neighbor and I stopped 

in a hardware store in our town; we were 
both considering washing machines, and al- 
though we didn’t intend to make our decisions 
that day, we were ready to be sold. 

A young man greeted us and told us that 
the boss was out, but that he’d be glad to help 
us, although he didn’t know much about wash- 
ing machines. 

He did help us, and when we left, my neigh- 
bor turned to me with the remark: 

“Wasn’t he a nice young fellow?” 

I agreed, without stopping to analyze what 
made him nice. Now that I come to think of 
it, it can be summed up in the phrase “a pleas- 
ing personality.” Without much selling expe- 
rience, without much knowledge of electric 
washing machines, that young man held our in- 
terest, all because he had that combination of 
positive qualities that comprise an attractive 
personality. 

Take apart this intangible thing called per- 
sonality, and what do you find? First, this 
young man greeted us with a smile—a genuine 
smile, honest, broad smile that made you feel 
its warmth and sincerity. No formal greet- 
ing, no “waited on?” question, just a smile and 
a pleasant “good afternoon.” 

I wonder why more of your salesmen don’t 
smile when they greet a customer. Common- 
place? Surely it is—but it does the trick as 
no formal greeting and no expert selling can. 
Customers like to be greeted with a smile, and 
if you doubt my word, make a tour of some 
stores in your town, watch the salespeople who 
approach you, and see if you don’t feel more 
kindly disposed toward the young man or 
woman who smiles at you in a pleasant, friend- 
ly fashion. 

Smile, smile, smile at me, Mr. Salesman, if 
you want my good will. This seems a very sim- 
ple, banal thing to tell you, but it’s funny how 
few realize the dollar and cents value of that 
friendly smile. 

If you know my name, I suggest that you use 
it. This young man did. He recognized my 
neighbor and said “‘Good afternoon, Mrs. Mont- 
ross.” She felt flattered to think that her name 
was of sufficient importance, even to a sales- 
man, to be remembered. We’re all like that. 
Use my name frequently during the sale, Mr. 
Man, and you’ll hold my interest and attention. 
I like it—so do all the Mrs. Jones and Mrs. 
Smiths you serve. 

The young man who showed us washing 
machines confessed frankly that he wasn’t an 
expert in this device, yet, he added with the 
most genuine enthusiasm imaginable: “I know 
it’s a dandy because so many women come in 
the store and tell us what a wonderful time and 
work saver it is.””. Immediately we felt our- 
selves basking in the genuineness of that young 
man’s enthusiasm. 
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The Real Boss 


HIS may have happened: 
A young chap from the country found 
his way into a large manufactory. He 
was looking for work, but too timid to ask to 
whom he should apply. 

“T will watch and see who is the boss, then 
I will tackle him for a job,” he said to himself. 

A lordly man in the center of the floor was 
giving orders. The boy edged toward this dic- 
tator. A bell rang and the dictator hurried to 
a door marked “Offices.” He could not be the 
boss if he answered a bell, reasoned the boy, 
and followed through the same door. 

Behold! the lordly man was being scolded 
by a slight, stooped individual. Small as he 
was, though, everybody made way for him. 
Soon he retired to an inner room, not noticing 
the youth close at his heels. 

They came to another door, marked “Presi- 
dent.”” The slight man entered, stooping more 
than ever, and approached a desk where sat a 
portly, white-haired personage with authority 
written all over him. To him the slight one, 
standing, spoke deferentially. The boy felt that 
he had found the Head at last. 

Just then the President rose to receive a lady 
ushered in by an attendant. She was not richly 
dressed but appeared in nowise abashed by the 
luxurious offices nor the majestic President. 
That official, far from asserting his majesty, 
escorted her to a chair and stood before her like 
a courtier facing his Queen. 

“IT want to complain about my flat-iron,” she 
said. “I have come right here where it is made, 
to tell you what’s wrong.” 

The President bowed. 

‘““Madam,” he said, “‘we believe our flat-iron is 
the finest electric tool made. We manufacture 
millions, but the final decision is with the user. 
We are delighted to have you come direct to us.” 

“You may make millions,” she said, not molli- 
fied, “but I am only interested in one. Mine 
was sold me, ‘satisfaction guaranteed,’ by a 
hardware store, but they can’t tell me why the 
thumb-piece gets hot and burns my hand. Three 
of my neighbors use your iron. They have the 
same experience.” 

She continued, and the President listened 
with deep attention. Presently he sent for 
someone, introducing him as “our chief elec- 
trical research expert,” but the lady gave the 
newcomer a piece of her mind as she had the 
President. He, too, harkened. Finally she de- 
parted. 

“An absolutely representative user,” said 
the President and the expert to each other. 
“At last we know what has been slowing sales. 
We can remedy the trouble and we must.” 

3ut the boy did not hear this, for he had 
rushed out after the plain little woman. He 
caught up with her and astonished her by 
saying: 

“Will you please give me a job in the factory, 
m’am ?” 

He was not altogether wrong. 

The Ultimate Consumer is the real boss in 
any business.—From The EFaglet. 
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Are You Realizing the Full Value of Your 
Window Displays? 





By C. E. Batchelor, Advertising Manager Pettee’s 


cold cash to close up your windows for one 
whole year and depend on your advertising, 
prestige, etc., for your source of sales? 

I venture to say that you had never thought of 
vour show windows from this “dollars and cents” 
angle alone. Some retailers say that if they had to 
choose between newspaper advertising and their 
windows, they would give up the former. Others 
hold the opposite view. 

Of course, we couldn’t do without either, but I 
think it is a fact that hundreds of merchants are 
just beginning to wake up to the great potential 
selling force of their window displays. 

In davs gone by-we looked upon the window dis- 
plays more or less as a “necessary evil,” and just 
detailed some member of the selling force to throw 
in a few things when he wasn’t doing anything else, 
and let it go at that. There was no regular time to 
do this. Sometimes they were changed once a week 
and other times not so often. 

Nothing was ever put into them resembling decora- 
tions—no flowers or drapes. “Money just thrown 
away,” the store owner would say. It is surprising 
how many hardware stores seem to hold this opinion 
at the present time. There is no order to their win- 
dows—just a jumbled mass of things giving the im- 
pression that they had tried to move their stock 
inte them. 

The more progressive stores, however, are placing 
the care of their show windows in the hands of dis- 
play specialists; men who know the art of making 


ME: MERCHANT, how much would you take in 


window space sell goods. They are setting aside a 
sum each year toward making the windows so at- 
tractivé that the passerby cannot resist stopping 
for a look and many times a purchase. 

In this day of keen competition in show window 
attractiveness, one often has to resort to the un- 
usual; a moving display, odd lighting effects, a tie- 
up with some local event, etc. Anything to make 
them stop and exclaim: “Well, what do you think 
of this?” 

To illustrate the latter point, I offer this illustra- 
tion: April 22nd to 30th was the date of our 36th 
Anniversary Sale and was also the 36th anniversary 
of the opening of the Oklahoma territory for settle- 
ment. So for the backgrounds of our windows, we 
made large paintings four by twelve feet illustrating 
early day scenes in Oklahoma. It was amazing how 
many people thronged before these windows to look 
at the pictures and, of course, see the merchandise 
as a consequence. During the auto show this spring 
we staged an auto show for the kiddies. Besides an 
attractive window display, we had the third floor 
properly decorated for the occasion. There was 
special music and souvenirs for the youngsters. It 
created a lot of comment, and best of all, it let 
everybody know that Pettee’s had autos for the 
boys and girls. 

Yes, window advertising pays and pays big to the 
store that makes the most of the opportunities of- 
fered. Light them up, dress them up and try to make 
them the “talk of the town.” You’ll find they play 
a sweet tune on the ol’ cash register. 
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Refrigerators 


Allisteel Shelving 


IGHT, strong, fire-resistant— 
quickly erected or re-erected 
without special tools—and giving 10 
to 30% greater storage space. 
To fit growing needs, additional units may be 


added later—or the entire installation moved 
and re-erected elsewhere. 


Allsteel Shelving has innumerable uses in office, 
store and factory, with low initial expense and 
no upkeep. The Allsteel mark on shelving is 
your guarantee of permanent satisfaction. 


Write for a copy of ‘‘Saving with Shelving’’ 
THE GENERAL FIREPROOFING CO, 


Youngstown, Ohio 
Dealers Everywhere « Canadian Plant: Toronto, Ontario 


Sell your 
customers 
refrigerators, too 


A great many hardware 
stores are overlooking profits 
in not selling refrigerators. 


Many other hardware deal- 
ers are building up a steadily 
growing business on the famous 
Challenge line. 


Send for catalog 


Write your jobber or us 
about an agency. See 
pictures of line in Hard- 
ware Buyers Catalog and 
Directory. 


CHALLENGE 
REFRIGERATOR CO. 


Established 1883 
Grand Haven, Michigan 





Attach this coupon to your firm letterhead 

The General Fireproofing Co., Youngstown, Ohio (HA) 

Please send me without obligation a copy of your book, ‘‘Saving With 
Shelving.’”’ 
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/ You take no chances in selling “Sno-Wite” Bath Room 
Trimmings—we tag each article—guarantee it for 10 Catalog on 
AMER \ years—furnish attractive display boards that sell them Application 


| SNO-WITE- and stand back of every dealer. 


Originators of Porcelain Enameled Bathroom Trimmings 
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GUARANTEE 
Boeeet rer acecie American Enameled Products Co. 
z Boston CHICAGO New York 


San Francisco Atlanta Toronto Detroit 
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FOR SLIDING DOORS 
ON ANY BUILDING 
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Here is the popular 
and well established line 
of door hangers for 
sliding doors on any 
building. 


Myers Stayon Door Hangers have an in- 
dividuality all their own, and they are in- 
Stantly recognfzed by their many special 
features, neatness of design and attractive 
“ang There are styles for every sliding 
qoor, 


That this is known and appreciated by 
dealers everywhere is plainly shown by the 
large number of merchants who have con- 


tinued to sell the Myers year after year. 


Catalog and prices on request. 
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The FE MYERS & BRO.CO.Ashliand Ohio. 


—A SHLAND PUMP AND HAY TOOL WORKS > 
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The “Home Town” Customer 


The Smiths, Browns, Jones—about every family 
in your town knows him. 


A word from him means a whole lot, especially 
when that word is “Perfect” and the product is 
Screen Wire Cloth. 


PRINTED. (REE Because every home his family visits and every 
SIRE CLOT. family that visits his home usually bring up the 
subject of screens. 





They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your jobber. 
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AWAIT 





LUDLOW-SAYLOR $,WIRE} CO. 
St. Louis, Mo. 


_——— — 




















To Jobbers 


of Auto Accessories 


PACKING 


These chaius are packed 
in heavy, full telescope, 
fibre cartons, two dozen 
in wire bound shipping 
case. 








Packed cases weigh ap- 
proximately 400 pounds. 
Jobbers appreciate this 
lightness in handling and 
reshipping. 











CONFIDENCE 


Only when merchandise is backed by a house of record and standing can 
Jobbers be expected to have confidence in that merchandise. 


The House of WESCO is determined that no Jobber shall have just cause 
to complain of the quality of WESCO TIRE CHAINS, nor of the treat- 


ment he receives from the service we offer which is essential to his needs. 


WESTERN CHAIN COMPANY, 1803 Belmont Ave., Chicago 
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Growing demand for 


is 





ies 


No. 1111—6 inches Wide Heel Cut Back 


W. ROSE Tools 


the result of our use of choice ma- 


terial and skill. 


Wm. Rose & Bros...” 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 








Genuine Armstrong 


Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and efh- 


ciency in operation. 





All genuine Armstrong stocks and dies 
bear this trade-mark: 





“<u” 


Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 


Bridgeport, Conn. 








Give Them 


What They Want 


,rookins Measures save 
time for the service man 
and save time for his 
customers. They help 
every garage and filling 
station service more cars 
and sell more oil. 


The flexible metal hose 
easily reaches any oil 
intake. The thumb- 
Besokiaa’ O8l Shenae valve controls the flow. 
The special lip prevents 
spilling. In no time at all the measure is drained and 
the customer is on his way—satisfied with the quick, 
clean service and pleased with the knowledge that he 
got the kind and grade of oil he wanted. 
With the Brookins Measure no funnel is needed. Not 
a minute's time is lost and not a drop of oil is wasted. 
And the Brookins helps to hold the confidence of cus- 
tomers. They can see the oil they’re getting as it comes 
from a properly marked oil pump. 
Made in one, two, four and five quart sizes 


The Brookins Mfg. Co., 342 Xenia Ave., Dayton, Ohio- 









SERVICE STATION EQUIPMENT 








Brookins Measures easily serve Star, Essex 
and all other hard-to-serve cars. 











Good Window Displays 


Do you realize that no one factor 
will draw people to your store like 
attractive window displays of sea- 
sonable merchandise? 


Hardware Age is continually re- 
producing such window displays— 
its representatives are always on 
the lookout for new ideas. 





And many dealers who require 


their own copy of Hardware Age 
find it highly profitable to subscribe 
to extra 
force. 


copies for their sales 


The cost, $3.00 per year, is re- 


turned over and over in better win- 
dows and increased trade. 


Hardware Age, 239 West 39th Street, New York City 





July 30, 1925 














July 30, 1925 HARDWARE AGE 


87 








Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 
out noise or scratching the floor. The felt washer acts as a 
cushion. This line is only one of our big sellers. Write for 
catalog. 


Elastic Tip Co. 


























Standard|Hardware or 


Cellar Window Cloth 


Is smoothly and evenly woven of good 


Phare eenyyh 


quality wire and heavily coated with 


Nittttiiiitn 


. Wood Screws, Machine Screws, i : 


] i Cap Screws, Set Screws, Stove /] 
| Bolts, Sink Bolts, Hanger Bolts, / 


Nuts, Rivets, Burrs, Specialties 


pure zinc after weaving. You can sell 


SUPERIOR 


Galvanized Hardware Cloth 











with perfect confidence that 
it will satisfy customers in 


every way. 


Ye em i I  Y 


Put up in even 100 ft. rolls 
in widths 24” to 48” inclusive. 





“Woven Cloth Is Our Pride 
Service Makes You Satisfied.” 


G. F. Wright Steel & Wire Co. 


Worcester, Mass. 


RUE economy in the selection of Screw or Bolt Products 
consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 


accuracy. — ——7~ 

REED & PRINCE MFG.CO. 
WORCESTER, MASS.U.S.A. sees 
WESTERN BRANCH arCHICAGO- 121 NORTH JEFFERSON ST. 
































A GUIDE TO BETTER BUSINESS 


Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 
Every one of the scores of beautiful pictures and every line 





of the reading matter is designed to increase sales in Coupon 
Hardware Stores. . . 
Many of the interesting problems solved in modernizing W. C. Heller & Co. 
over 2000 Hardware Stores are made clear. Always the Montpelier, Ohio 


Dealer writes, ‘‘You have increased my sales.’ : | " 
The display difficulty that has baffled you has probably al- Please send without charge 
ready been solved in one of these many Hellerized stores. and without obligation on my 
It need bother you no longer. Ask for your copy of yart the reference book on 
Reference Book No. 27-A. : : ’, ae 

Hardware Store Fixtures ad- 


W. C. HELLER & CO. neg ee 








Magazine. 
Main Office and Factory: Bs 
700 Wabash Ave., Montpelier, Ohio Peer ee eee reseneessesese 
Eastern Display Room: RERIEEDs c cdecétccoesececoes 











20 Vesey St., New York City 
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DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 





Yea" 


| %, nr 4 ; - | ¥ iid a 
| ” | Vip ” ad 


4” Diam. with Eye 1%," Inside 
i iY ” sé 


Quick Shipment 


i “a " 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 
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Better 
Machine Screws 
for the 
Hardware Trade 


HARVEY HUBBELL 


MACHINE SCREW. 
BRIDGE POR 


ONN. U.S A 


wee vone.. . 0. Gsveune.cue 
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| TREMONT 
Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel] that 
by actual a 4 test contains an 
— gg By reentage of im- 
purities. is metal is rust ge 
to a remarkable degree and will no 

pene. crack or twist while being 

ven. 


Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a a a assures & 
strong, permanent grip are re- 
sarinbie for their strength "al head, 
an important feature in the con- 
 - of the Ye me of cut nails. 





mechanica superiorities 
make admirable selling arguments 
and —" the actual use of the nails 
themselves assures the customer 
re, that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 


Tremont Nail Company 
205 Lincoln St., Boston 


NAILS 





















FRE E 


4 COUNTER CARD 


7 
I Helps you sell more Dun- 
laps—FREE with a dozen 
a . Dunlap Cream Whips. 








SANITARY 


Cream Whip 


TOP OF THE MILK 


a aes of it—whipping the cream right off 
the top of the milk! And think of whip- 
ping a bottle of cream in 30 seconds—of 
whipping condensed milk—of beating 
eggs——mixing mayonnaise. All without 
spatter or waste. No wonder so many sy 
Dunlap Whips are sold. Non-slip bowl £ 
included FREB, a 






















; ; 
Dealers: Write for our FREP trial | Was.” 
offer. “ : 





COLUMBIA METAL PRODUCTS CO 
361 E. Ohio St., Chicago, IIL 


4. = De ig a 
lee pet ew 
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the NEW” Y ANKEE” 


Ratchet Brace No. 2100 


With the famous Yankee Ratchet. Works like a 
watch. Unbreakable, — Dust-proof, — Moisture-proof. 
New Chuck holds any bit (Round, Square or Taper 
Shank) accurately, and can’t loosen. Made and 
finished like a precision tool. Never a brace like it. 


COUNTER PEMONSTRATOR 9” 


This is furnished (free of charge) with every three 
braces, if specified on the order. Helps the user sell 
himself. Better phone or write your jobber at once. 


NORTH BROS. MFG. CO. 
PHILADELPHIA, PA. 









iW They see it 
n They try it 
i They buy it 





SIZES 
8-10-12 and 14” 
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Double Acting Pantry Floor Check 
No. 10 and No. 15 


mlokirhrs 


(Reg. U. S. Patent Office) 


WOOD SCREWS 


MACHINE SCREWS 
DRIVE SCREWS 
STOVE BOLTS 





_ This check was especially designed for Pantry Doors, Gates 
in Office Railings, etc.; it brings the doors quietly to rest 
at center without any of that nerve wrecking “Flip-Flap.”’ 


Can be furnished either with or without AUTOMATIC 
DOOR HOLDER. When opened to 90 degrees it auto- 
matically holds the door in that position so that no extra 
holder is needed. 


Circular upon request. 
Service 





THE OSCAR C. RIXSON CO. Samples Gladly on Request 
4450 CARROLL AVE. CHICAGO, ILLINOIS CONTINENTAL WOOD SCREW CO. 


NEW YORK OFFICE, 101 PARK AVE., N. Y. 
New Bedford, Massachusetts, U. S. A. 




















Bronze and Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 


part. 
And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 











Spargo Wire Co., Rome, N. Y. 
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~ THE TUBE WITH A SENSIBLE GUARANTEE JAB 
7 ACOOD Tuas 
Corton ad 
Ls e f 
RtG_U.S PATOF! 
000 


Supertron is the first tube to 











Most 
Complete 
Line in 
America 


THE LINE BEAUTIFUL 





The Leading 
Line of 


Automobiles 
Velocipedes 
Coaster Wagons 


Express Wagons 





Juvenile 


| #4, 3 Vehicles 


Scooters 
Pedal Bikes 
Hand Cars 


Tricycles 











Doll Cabs Pe. Pe 
ast co sell at the public demand price 
b, _ of $2.00 and is the first to 
the World” All Types apply a sensible guarantee. 
$2.00 Each GENUINE Supertron is 
Canada serial numbered for your pro- 
$2.75 tection.—For everybody’s satis- 


faction. 
Dealers who buy from the best 
Ask Your Jobber jobbers sell Supertrons. 

Or Write For 


1925 Catalog 


Factory branches thruout the 
United States. 


SUPERTRON MFG. CO. 


222-228 Washington Street 
HOBOKEN, NEW JERSEY 
Export Division, 220 B’way, N. Y. City. 


SUPERTRON. 


NUMBER GUARANTEE 





am A SERIAL 























Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from and how it “goes” and they'll all want one 
just like it. 


Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 

Obviously different dealers have different ideas about 
how Toys should be sold. 

HARDWARE AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a big Toy trade are always welcome in its 
columns and are eagerly read. 

Read Harpware AGE each week and keep posted on 
what others are doing. 

And while Toy trade may come to him_ who waits, 
the dealer who goes after it will get it first without 
waiting. 





And when one dealer in a small town can 
originate a “scheme” that sells $500 worth of Toys 
in a single week it simply shows what can be done 
when one really tries. 


Hardware Age, 239 West 39th Street, New York City 











July 30, 1925 HARDWARE AGE 91 























~-( CHICAGO) ~ 
6@ 29 
THE “SIMPLEX 
Applied Direct 
to 
° VY SC 
Door Casing aul 1001s @ 
without 
Hanging-strip 
. New Heavy-Duty Socket Wrench Set 
Simple | 
The MILLER No. 15 set contains 7 sockets and 2 
and extension bars (one bar for work in tight places), also 
E _ sliding T handle. 
Type 9001 conomica Sockets are high-grade carbon steel hardened perfectly 
and guaranteed against any defects. Both sockets and 
_The “Simplex’ is designed for Simplicity and extension bars are oversize in diameter to insure super- 
Economy in application; requiring no jamb strip and strength 
only one mortise cut. : , ; ; 
e.. haa nel = arent meees 4 nn all gen. Each set furnished in “attractive and convenient 
standards o e “‘Triplex’’ Spring inge have been , 
er ee oe ‘‘Simplex.’’ The distance between leatherette roll. Liberal profit. 
axial centers, location of screw holes, length of mor- : . : 
tise cut. size of spring, etc.,, all are identical with Write for Discounts. 
the ‘‘Triplex.’’ 
; ; . MILLER TOOL & MFG. CO. 
Chicago Spring Hinge Company. DETROIT MICH. 
.. ' » Eastern Representatives: J s A. Gaffney Co., 35 Wi St., New York. N.Y 
CHICAGO NEW YORK Western Sapeeseutetives : Alden Glaze & Co., 143 Renae gy he: llr senty 4 





























CARY'S Crown Brand 


Universal 
Box Strapping Boat Oars 
- Sculls 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes m 
it a complete reel. | . 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insurin 
a perfect fastener that will not ben 
while driving. You will not find frac- 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 


str . 
hese fasteners are the only fasteners 
manufactured with a continuous cutting 


edge, the patents, process and machines being owned by ourselves. . 
Made in varteus widths and corrugations, also in coils wound Manufactured by 


a DE GRAUW, AYMAR & CO. 
Also Manufacturers of Steel Mats Retablished 1827 


CARY MANUFACTURING CO. 34-35 SOUTH STREET NEW YORK 


° FACTORY: PLAQUEMINE, LA. 
Manhattan Bridge Plaza Brooklyn, N. Y. — 

















Write now for 
information and prices. 
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American Steel & Wire mack saw MLADES MACHINES 


Company cen | 
pep Gumaems Son aentes “REDUCE YOUR COSTS” 
sn Samples furnished for testing. 


BARBED: Ellwood Glidden, Am. idden, Am. _Speeten, 











Waukegan, Baker Perfect, Ellwood eo Lyma Wri ‘ i 
NAILS, SPIKES. STAPLES, TACKS, Hot Galv'd Nails. rite for catalog and prices 
ZINC INSULATED FENCES: American, Royal, Anthony, Sold by Jobbers. 





National, U. S., Banner. Steel Gates. 
BANNER (formerly Arrow) STEEL POSTS. 


SALE TIES: Old. reliable brands. DIAMOND SAW & STAMPING WORKS 
TELEPHONE WIRE. BUFF ALO, N. Y. 


WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 




















BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 


Sample free. 




















No. 22 Coil Fire Pot 
The World’s Standard 


No. 22 has all good points found in 
other Coil Fire Pots and in addition 
our latest improved patented features. 


IDEAL LINE 
ROLLING STEP LADDERS 











—_ Prompt It sat pe gale —_ a na 
ices . control ot the fire and will outlast 
eo ant Shipments two ordinary Fire Pots. Three piece 
nemmais im coil cup makes it easy to clean. Tank 
any other We make is of drawn steel, heavily tinned and 
es ae tp O80 cannot rust or leak. No, 22 saves 
Rolling YOUR time and money in its regular use 
an upkeep an is sure to please. 
nares Shelving. 4 ee Jobbers supply at factory price. Send 
Market Cc let crANomrc co. fF tor a catalog. 
. ompiete a ae 
Satisfaction oe PEM ONT ecw u S* Clayton & Lambert 
Guaranteed. q . 
g. Co. 
FURNITURE CORP. No. 22 Fire Pot ee Sees a 
—— SUCCESS (Kirkwood), Mo 4sk for latest price, DETROIT, MICH., U. S. A. 
. Louis > > 














rete) for dite full name 


Russell Jennings 


stamped on the round of our 


“Keystone Westcott 





<tO 
v> "Ce 
> 


Known as both Adjustable “S” Wrench and Nut 
Wrench. Good seller for general use. Also rec- 
ommended for places where a Monkey Wrench is 
not practical. Keystone Quality throughout. 


Auger Bits 


Malleable handle. Forged-Steel Jaw. 6 sizes: The original doubie twist auger bit, patented by 


4 to 14 1n. i 
Mr. Russell Jennings in 1855 


Write for Discounts. 


The Keystone Manufacturing Co. Russell Jennings Mfg. Co. 


Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Co. & h ester & onn 
’ . 


New York Chicage 
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“THREADWELL” 
The Only Hexagon 


Thread Cutting Die on 
the Market That Is Ad- 
justable. 





Ordinary hex dies are solid—they 
clean threads only. This hex die 
is adjustable and cuts_ clean 
threads. Die can be.removed and 
changed in 20 seconds without 
tools. Wonderful seller. 


Send for Catalog. 





The THREADWELL TOOL CO., Greenfield, Mass. 














| PAINE STOVE BOLTS 


As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 


In bulk if you wish. 
Prompt deliveries. 
Sold to jobbers only. 


Samples and discounts on request. 
No charge. 


THE PAINE COMPANY 


2949 Carroll Avenue, Chicago, IIl. 
33 Warren Street, New York, N. Y. 
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A profitable item 
with a good 
‘turnover '— 


TRADE MARK REG. 
Halt Soles—Heels—Strips 
Outwear Best Leather 

2 to 1 
If you sell one 
the family—you'll sell 


a 
(See page advt. next week) 


\ Panco Co., Chelsea, Mass. 7 


member of 
them 
















CuSsHIO 
TIRE 


STORE LADDERS 


Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and ogeree se 

tilize 


Br 







i: 
















— Sew se a eo ee 





Erection as simple-as A, B, 
Make top shelves Pama 
- 


¢ & 


tion. 
small space. 
available for stock purposes. 
style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands 
use. Circular on 





















ee | 
























For Radio Fans Or Auto Owners 


This little 19 pound Rock Island Vise has the 
“Strength of Gibraltar” and is just right for radio 
and automobile work, as 
well as general home re- 
quirements. 

Made with swivel base and 
3% in. jaws which open to 
4 ins. Attractive bright 
Red finish. 

It sells readily, pays a snug 
profit and _ pleases thor- 
oughly. 

Write for trade-prices. 


ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 




































Positive Safety 


The Turner No. 45 can’t explode from excess 
pressure. The patented Automatic Safety Valve 
precludes this hazard. Low grade gasoline or 
kerosene presents no obstacles to the user of a 
No. 45 Turner, because of the patented Baffle 
and heater plug that gives perfect gasification 
of present day fuel. There’s only one opening 
in the patented seamless, leakproof, polished 
Brass Tank, and that is above fuel line. The 
patented Twin Needle Control prevents orifice 


trouble, a nuisance common to ordinary blo- 
torches. The Pistol Grip fits any hand com- 
fortably. FEARLESSLY GUARANTEED. 


Order from your Jobber. 
Write us for new catalog. 


The World’s Largest Exclusive Manufacturers o} 
Blotorches, Fire Pots and Brazers. 



















































































* 
« 
: EAGLE " 
¥ w 
STROP 
2 
: DRESSING 
. 
: N"\ Made by 
. the Worlds largest? 
. Razor Sfrop Manutacturer® 
. PRICE PER DOZ.IN DISPLAY CARTON $1.25 : 
., WRITE FOR OUR STROP CATALOGUE . 
“. KOKEN COMPANIES. . 
i 
Epis fl 
Metal ee Contains 
“Style L” | 150 
Coanter f= 1Oc Packets 
. Sell for $15 
Display 


Cost $10 


Cabinet Profit $ 5 





Push-less Hangers 
“*Glass Heads-Steel Points” * The Hanger with the Twist’ 
For “Hanging Up Things”, Without Marring Walls 
Moore Push-Pin Co. (Wayne Junction), Phila., Pa. 
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Osborne High Grade Punches 











rety Set S 
ai. ALLEN SaSety Set Screws 
“= > 30% Extra Strength over broached hollow screws Belt P unches Arch P unches 
” - -—the only other kind made. By a patented ° m 
4 B.~ process we increase the density of the steel Spring P unches Revolving P’ unches 
Ss around the socket-holes, so that even the smaller 
, ' sizes will stand all the strain the best made A varied and attractive line for the Hardware Trade. Also: Leather 
LLEMm:> wrench can apply. The Allen process = Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
SN deep, a ~——eo get a ~d quality. 
the bottom e entire length of the te The above tools will pl t 1 
utilized either for solid metal at the point, or depth of socket and Oval eaten. a a nner 
for the wrench. All sizes in stock from % in. to 1% in.; Remember we have had 99 years of successful manufacturing experience, 
any length, point or thread. Also Socket-Head Cap employ only skilled workmen and use the finest quality of materials in 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: making our p: “ducts. 
Write for catalogue and sales proposition. We | stand back of every tool we make. Try us. Write for Catalog 
an ces. 
139 SHELDON ST. 
The ALLEN MFG. CO.HiartForb, CONN: C. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


























Sell Tacks 
According 
To Length 


Carry less tacks and 

m sell more. Cus- 

\ tomers are now 

asking for tacks by 

m LENGTH instead 

mm 0f by NUMBER. 
m HOLLAND Tacks 

m» have the call. 

Ask your Jobber. 


The Holland Mfg. Co. 
Baltimore, Md. 







ice roms 


We 


= 


2 


promptly meet your re- 
quirements. | 
Write for complete ce } 
list and discount sheet. f 
GIFFORD-WOOD CO. 


Main = & wee a, Hill &., 
stew Torts, benentindangn Putters 


HN 


! 
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Many Sales Helps for the 
Live Hardware Dealer 


i 


al i 














Manufacturers recognize the dominant selling power of 
the Hardware Age family of readers who do the great bulk 
of the business in the hardware field. 


This recognition is reflected in the advertising of these 
manufacturers in Hardware Age which, because of its vol- 
ume, diversity and high quality, has great business value for 





the dealer-reader. 


Get into the habit of reading carefully the manufacturers 
sales messages contained in the advertising pages. They will 
give you many valuable ideas on salable merchandise and 
successful selling methods. 
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r - ead EVERYWHERE Iron Fence, Gates 
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A b> Es Co lhe Yui Bor” 2: 
MERICAN SA . CO. ¢: or 
CA Ww FG CO SPRINGFIELD, MASS. + THE STEWART IRON WORKS CO., Ine., 225 PE ag a 0. 


MACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 














Donley Screen Door Guards 


Prevent bulging and_ sagging. 
Add to the life of the door. Five 
sizes to fit any door. Retails at 
75 cents and $1.00. 


/ 


58 YEARS AGO 
Priest’s C were 
introduc Today 
PRIEST’S CLIPPERS 
need no introduction. 
sell on their cutting 
quality. 
American Shearer Mfg. Company 
Nashua, N. H. 


The Donley Manufacturing Co. 
10585 Quincy Ave., Cleveland, Ohio 




















“I Make the best Hammer” 


D. Maydole, 1843 





The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 


THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 








ice. Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 

















Waste — Mops — Wicking 
Cleaning Cloths 


Caulking Cotton — Chemical Cotton 
Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass. U. 8S. A 





NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 


The New Britain Machine Company 
/ 






MASCO 































A a 
. New York Office - - + - 350 Broadway 
New Britain Connecticut Chicago Office - . = 189 West Madison St. 
; The many outstanding improvements in the design and con- 
A Faster Selling Mop Offers More struction of McKay Red "eed Bumpers give McKay Dealers 
valuable selling advantages. Write for our complete proposition 


Profit and Quicker Turnover— 
UNITED STATES CHAIN & FORGING COMPANY 


Convince yourself by selling SQUEEZ-EZY. : 
The mop that wrings by a twist of the Pittsburgh, Pa. 








handle. Keeps hands out of water. Saves 
time and back-bending. Cc 
SQUEEZ-EZY MOP CO., INC. e 


New Orleans, La. 











ALLOY 


CARBON WiILLI A ALLOV 


Makers of Every STEEL Sa 
Seam SSATI ULI engl Pigg TAPPET WRENCHES 
Sneieetltaaes -\_LONG-THIN-LIGHT 


The Corbin Screw Corporation L 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


J.H. WILLIAMS & CO, New York BUFFALO  Chiceso 
Western Factory: Dayton, Ohio 


STRATTON ™= "se" SUNBEAM 
HANDLES || ...2e mre. 













































































For Small Tools, Utensils, Electrical Goods, Ete. furniture. Write 2S for our dealer or 
Raomeling, both baked ond air dried. THE FOX E FURNACE COMPANY, 
STRATTON MFG. CO. Stratton, Maine ree ELYRIA, OHIO 
the all ’round Sharpener! 









THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plent of 
1000 MILITARY RD., BUFFALO, N. Y. 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our special offer! 


DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 
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HARDWARE 








An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages 

Allow seven words for Keyed Box Number Address. 





1 inch ‘*Box’’ 











Set Solid, Minimum 50 words.., 
Each additiona] word..... 
All Capitals, Minimum 50 words 
Each additional word 


Each additional inch 
4 insertions, 


50% off the above rates for 


July 30, 1925 


10% off; 8 insertions 15% off 
Remittance Must Accompany Order 
Positions Wanted Advertisements 








Business Opportunities 


Business Opportunities 


‘ 





Sales Accounts Wanted 














Tack Factory for Sale 


Located at New Bedford, Mass., in 
a modern fireproof building contain- 
ing 15,000 sq. ft. of floor space. 
Equipment includes everything nec- 
essary for an up-to-date tack 
manufacturing plant. Everything 
is practically new, including 45 Per- 
kins tack machines. Plant is ready 
to operate. Building can be pur- 
}) chased or leased, as desired. Ap- 
pointment can be made to see the 
property, and particulars furnished 
by addressing 


PAUL V. MURPHY 
378 Cottage St., New Bedford, Mass. ) 














FOR SALE—Retail hardware business in 
Western Michigan, consisting of light hardware, 
toys, radio and auto supplies, crockery, paints, 
glass, sporting goods, etc. o heavy hardware. 
Located in a thriving town of 4,000 population. 
Good farming community. Will require about 
$12,000; central location and long lease. Ad- 
iress | Box G-699, care of Harpware Acre, New 
"or 





FOR SALE—Established lock manufacturing 


RAPIDLY GROWING HARDWARE busi- 
ness for sale doing 90% cash, will sell at in- 
ventory. Located in southern tier of New York 
State. Address Box G-705, care of HarDWARE 
Ace, New York. 


Help Wanted 


WANTED—Office Manager and Buyer. By 
the oldest and leading hardware house, doing a 
wholesale and retail business, in one of the 
liveliest towns in Texas. This is an unusual 
opportunity for the right man to take over the 
management, and also secure an interest in a 
successful, going business, which is still further 
developing. Address Box G-703, care of Harp- 
WARE AcE, New York. 


WANTED—A FIRST CLASS MAN who 
can take charge of Hardware department, ad- 
vertising, and window trimming in retail hard- 
ware store. Address Box G-639, care of Harp- 
ware Ace, New York. 


WANTED—HARDWARE SALESMEN for 
all states, to sell to hardware dealers and jobbers. 
Mechanics tool retailing for $1.25 to $2.00 each. 
Address Box G-678, care of Harpware AGz, 
New York. 


SALESMAN WANTED to sell the cagtery 
and mill supply trade. CHARLES KURZ 
97 East Houston St., New York City. 























WANTED—Hardware executive. Man who can 








hand. Small amount of 'ecpital’ renuired« No | take charge of sales and advertising work in old 
debts. Address Box G-669, care of Harpware New Engiand concern with good backing. Ad: 
Ron Sha Week. dress P. O. Box 1574, Springfield, Mass. 

FOR SALE—Stock and fixtures, hardware, 
china, furniture, paints, etc., modern store and ; ions W 
up-to-date fixtures, investment of say five thous- Positi anted 
and dollars, Best of reasons for wanting to sell. 
One of the greatest bargains ever offered: must SALESMAN: General Hardware. _ Railroad. 
be seen to be appreciated. Address Box G-693, Ship and Mill Supplies. House Furnishings. 12 


care of Harpware Ace, New York. 

FOR SALE—Hardware stock and fixtures to 
invoice about $3,0 Acated in Illinois best 
farming center. Only stock in town. Low rent. 
Splendid opportunity for young man to start 
with small capital. Store paying at present, but 
can be increased. Address Box G-694, care of 
HiAaRDWARE Ace, New York. 


FOR SALE—Good, clean, 
ware stock and fixtures which will inventory 
about $7,000, located on the main street and 
fastest erowing town in Kentucky on Ohio 
River above high water. Population 25,000. 
Ilave good lease. Doing cash business and mak- 
ing money. Should be seen to be appreciated. 
Reason for selling, must get out in the open. Ws 
(. LANGFITT, 1414 East Winchester Ave., 
Ashland, Kentucky. 


FOR SALE—Hardware, plumbing and coal 
business at Champlain, Clinton County, N. Y. 
Only hardware store in the place. Business long 
established and profitable. Fire two years ago 
caused buildings to be rebuilt and stock is new. 








well-assorted hard- 








Exceptional opportunity, Jas. DeF. Burroughs 
Champlain, N. Y. wali 
FOR SALE—Eastern Ohio Hardware Store 


for sale, stock and fixtures invoice about $6.000; 
fine location: reasonable rent; no finer place to 
live in the State. Address Box G-701, care of 
ITlarpware Ace, New York. 


FOR SALE—Old established hardware store 





located in Northern Illinois community of 100.- 
000. Will invoice from $10,000 to $12,000. 
Ruilding can he leased for term of vears. Good 


reason for selling. Address Box G-702, care of 
Tiarpware Acre, New York. 


years’ travelling experience. Can handle big job. 





Address Box G-686, care of Harpware AGE, 
New York. 
RETAIL HARDWARE SALESMAN wishes 


to connect with a retail or wholesale hoyse that 
offers opportunities for advancement. cated 
in the State of Texas, Eleven years’ experience 
in the retail hardware and stove business. 29 
vears of age. Can furnish best of references. 


Address P. O. BOX 21, Dayton, Ohio. 
MAN with 





20 years’ experience buying and 
selling builders’ hardware and builders’ special- 
ties is open for a position in New York Citv 
or vicinity. Thoroughly familiar with architects’ 
drawings as well as mill supplies and general 





hardware. Rest of references. dress Box 
G-698, care of Harpware Ace, New York. 
SALESMAN with 15 vears’ experience, ac- 


quainted with the wholesale and better class retail 
hardware, mill supply, auto accessory and house. 
furnishing trade in New York City and outside 
territory, desires strong, established line to be 
worthy of his efforts Can handle a big job. 
Address Bon G-707, care of Harpware AoE, 
New York 





Sales Accounts Wanted 


WANTED—REAL LIVE LINES for whole- 
sale and lasger retail hardware also department 
store trade, in tse State of Pennsylvania. Years 

















SALESMAN, thirty-one, married, now travel- 
ing the hardware, auto-accessory and cutlery 
trade in the South Eastern section of the country 
wishes to secure one or two additional lines of 
merit to represent in this territory. Am _ well 
acquainted with the trade in this territory and 
can produce results. Address Box G-690, care of 
HarpwareE Ace, New York. 


— 


SALESMAN, calling on the wholesale hard- 
ware and barber su ply trade in Illinois, Wis- 
consin, Minnesota, lowa, Nebraska, Kansas and 
Missouri, is desirous of connecting with a firm 
who is looking for high-grade representation in 
this territory. Only a good staple line will be 
considered. beheee rene G-691, care of Harp- 
warE AcE, New Yor 








WANTED—Manufacturers’ agent line selling 
to hardware and kindred trade in Texas and 
Oklahoma by _ salesman who recently resigned 
yosition held 20 years with large manufacturer. 
Past 14 years was head of sales organization: 

ave ample funds. You'll like me. PHILIP 
FSCHL. 2627 Forest Ave., Dallas, Texas. 





SALESMAN calling on department _ stores, 
jobbers and retail hardware trade in Eastern 
Pennsylvania and Central New Jersey, desires 
additional established or advertised lines from 
responsible manufacturers. 35 years old, mar- 
ried, 11 years’ hardware experience and unques- 
tionable references. Address Box G-706, care of 


HArpDWARE AGE, New York. 





YOUNG man, thirty-two years of age, desires 
two good factory lines to sell to large and small 
trade in Baltimore, Washington, and within a 

vicinity of one hundred miles of Baltimore, to 
call on all small stores as well as the largest 
and will produce results. 


ones. Hard_ worker, 

Full proposition in first letter. Satisfactory ref- 
erences given. H. A. SANDLASS, 1736 N. 
Broadway, Baltimore, Md. 





Sales Representatives Wanted 





SALESMEN WANTED, who are calling on 


the retail hardware trade, to sell alon with 
their present line our high quality -urit 
brand lawn seed. Protection is given in the 


territory which you cover. We desire men who 
are interested in the permanency of their apace 
and in steadily increasing their income. = 
commissions are paid. We have openings 
several states east of the Mississippi River. Now 
is the time to book future orders, When writ- 
ing please give references, territory covered, etc. 
For further particulars, address BOX G-676, 
care of Harpware AcE, New York. 





SALESMAN WANTED—To handle house- 
furnishing steel specialty as side line on com- 
mission basis. Must be acquainted with trade. 





State territory covered, lines handled and give 
reference. Address Box G- 672, care of Hampware 
Ace, New York. 


WANTED—SALESMEN calling on hardware 
stores and housefurnishing departments, able to 
handle a side line of bathroom accessories on 
commission basis. Advise at once with reference 
and particulars as to territory wanted. Address 
ne a SPECIALTIES. CO. Fast Strouds- 
urgh, Pa. 


WE WOULD LIKE TO HEAR from strictly 
high class manufacturers’ agents, hardware 
houses and exporters who are prepared to handle 
our line of Goodrich wee and Carbo Magneto 
Sharpening Stones and Grinding Wheels on job- 








experience, also unquestionable references. Com- | bing basis. Highest quality, goods; fully guar- 

mission onlv. Address Box G-675, cre of Harp- | anteed. eutremety ae discounts and freight 

ware Ace, New York. allowances. A. DRICH, INC., 1500 Madi- 
son St., Chicago, TI 








Hardware Store. Doing 
First class 
Fixtures 
Address 
York. 


FOR SALE—Retail 
good husiness. Located busv corner. 
location, Ruffalo. N. Y. Clean stock. 
almost new. Good reasons for selling. 
tox G-704, care of Harpware Acre. New 





Let Us Help You Word 
Your “Want.” 











MANUFACTURERS’ Agent wanted to handle 
sales of a well known, nationally advertised line 
of bathroom fixtures in Western and Central 
New York. Address Box G-700, care of Harp. 








warE Ace, New York. 
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FOR S' j ‘NE i? KB 1 rs One of the Most Remarkable Tools for Wood 

Working Ever Invented for Brace and Machine 
The Forstner Labor-Saving Auger Bit, unlike other bits, is — by its Circular Rim instead of its center, consequently it will bore any 
are of a circle and can be guided in any direction regardless ef grain or knots, leaving a true polished surface. It is preferable and mere 
expeditious than chisel, gouge, scroll-saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. --- TORRINGTON, CONN., U.S.A. 
































* - 
Says this advertiser,— Robe on Shoe M "Hy 
9 
“We are pleased to advise that we have succeeded 0 if [son orse oe agnet ammer S 
in getting compilers from the advertisement we Permanent magnet which holds 
fan in your publication, and we give it as ou: the tack in position for driv- 
—_ that rag em me ye = ry ing. Awarded the Silver Meda! 
ware business, Harpware AGz is, wit ou a dou - 
the best medium fer advertising.”—J. H. Yewdale i. a Teas eo the F i eae Pacitic Exposition. 
A ayes Co., pee oo — Name and design trade marks registered U. S. Pat. Off. 
a ES oe Se See Sepa: oe | ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 























BROWN & SHARPE TOOLS 


I or Nearly ae Years | here Has Been No 


Srrawent 


enix Retrdiptule-satrns 


Substitute tor Brown & Sharpe Quality 
* ~ 
Send for Small Tool Catalog No. 29 
» ak ’ te wit Hercules 
BROWN & SHARPE MEG. Co. ‘ ae Sie Sea 
PRG?¥ HENCE, 8a 4).:S..A 


Blair Mfg. Co. Spiwielallilies 











SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 
What have you to offer? Give details—insert your ad in the “Classified 


Opportunities Section” of this paper and you’l] be reasonably sure to find » 
reliable salesman to represent you. 























J. L. THOMPSON MFG. CO. 
American Can gy oa 


{RON 


“They Have a 
Bull Dog-Grip” 
Tubular and Bifurcated 


‘a. . ner by y 
° othes Pin Co., ‘cara, t. aun quam 
See Dep American Can Company —_— R I V E, T S — 


1015 Union Bank Blde. Pittsburgh, Pa. 




















The “TORREY” = ELEVATORS 
A Real Man’s Razor oe 708 | \ DUMBWAITERS 
Sead for Catalogue of Full Lime ee . eeumne ge eatin 


J. R. TORREY RAZOR CO. 
WORCESTER, MASS. 





ieee: “sanaeiain P 211 New St. Philadelphia f 


OT eo a nie a ARE aR RIE _ RIIARRG ESOC RN NC RBI 





o. 
Syracuse, New York 


| |F 30 years the leaders in | 
cree | | SILVER LAKE | anny ices tone workers 


and Dumbwaliters 




















a SASH CORD Catalogue. 
en size, ca an ° 
ve NET WEIGHTS FULL LENGTHS TROW & HOLDEN COMPANY 


The SIDNEY a Mfg. Ce. 
Sidney, Ohie Sliver Lake Co., Newtonville, Mass. 


CARPENTER’S we MANUFACTURERS, | |SCYTHES A XESS 


BARRE, VERMONT 























CHALK outing merchandise ? kat one of these ‘‘small 
ss ee card” advertisements help you increase your Scythes since 1912. Axes since 1880. 
business. The cost is only $8.00 per inser- 
STANDARD CRAYON CO. tion. iatitiiidedaten elite RIXFO RI) Me: g. Co. 
coum Wane EastHighgate, Vt. 








Danvers, Mass. 239 W. 39th St. New York, N. Y. 
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INDEX TO ADVERTISERS 














THE ADVERTISERS INDEX is published as a convenience and not eas a part of the advertising contract. 
No allowance will be made for errors or failure to insert. 


Every care will be taken to index eorrectly. 





Allen Mfg. Co. 
Allith-Prouty Co. 


Aluminum Goods Mfg. Co................ 4. ! 


American Can Co 

American Enameled Products Co 
American National Co. 

i Cs 6c pth eawhenth exe eon 
American Saw & Mfg. Co................ 
SD EY Wbc a 5.5 0.60 044 0essensen 
American Shearer Mfg. 

American Steel & Wire Co 

Arcade Mfg. Co 

NE SG cs oo bs bees. c ct iwe bemek 
Atkins & Co., E. C. 


Blair Mfg. 

Bridgeport Screw Co 

Brookins Mfg. 

Brown & Sharpe Mfg. Co............. 
Burnley Battery & Mfg. Co 


Cary Mfe. Co. 

Challenge Refrigerator Co... 

Chicago Spring Hinge Co 

Clayton & Lambert Mfg. 

Clemson Bros., 

Coes Wrench 

Columbia Metal Products Co...... 
Connecticut Valley Mfg. Co............ 
Continental Wood Screw Co... 


Corbin Screw Corp 


Diamond Saw & Stamping Co 
Donley Mfg. Co., The 


ERE FES ye ae en ae 


Energy Elevator Co 


Fowler & Union Horsenail Co 


Fox Furnace Co 





Gendron Wheel Co 

General Fireproofing Co................. 
Gifford-Wood Co. 

Griffin Mfg. Co 


oe Cn re We. . «sb edensead ene 87 
Hubbell, Inc., Harvey 


International Silver Co 


J 


Jennings Mfg. Co., Russell 


Keystone Mfg. Co...... 


Koken Companies, 


L 


Ludlow-Saylor Wire Co 


McKinney Mfg. 

a ee eee 
Massasoit Mfg. Co 

Maydole Hammer Co., David 

Miller Tool & Mfge. 

Moore Push Pin Co 

Myers & Brother Co., 


N 


National Enameling & Stamping Co..... 100 
New Britain Machine Co 
North Bros. Mfg. Co 


O 


Ohio Metal Utensil Co 

Ce Ee ere 88 
ee Gs Gis Gis, Dé wc ticcccevcsieeveex 94 
Oster Mfg. Co., 


Paine Co. 
Pance Rubber Co 





en we meen 6 
Progressive Mfg. Co 


Reed & Prince Mfg. Co 
Revere Rubber Co 
Richards-Wileox Mfg. Co 
Rixford Mfg. Co 
Rixson Co., Oscar C 
Robertson, Arthur R 
Rock Island Mfg. Co 
Rome Mfg. Co 

Rose & Brothers, Wm 


Rubber Association of America 


Samson Cordage Works 

Shelton Tack Co 

rr Pe Tn Ce. cces cose wees 
Silver Lake Co 

Spargo Wire Co 

Sqeez-Ezy Mop Co 

Standard Crayon Mfg. Co............... 
Sterling Wheelbarrow Co 

Stewart Iron Works Co 

Stratton Mfg. 

Success Furniture Corp 

Supertron Mfg. Co 


Syracuse Stamping Co., 


T 


Thomson Mfg. Co., Judson 

Threadwell Tool Co., 

Toerrey Razor Co., J. R 

Tremont Nail Co 

oe ee eT TCT Tee ere 
Tubular Rivet & Stud Co 


er er 


Union Hardware Co 
U. S. Chain & Forging Co 
U. S. Clothes Pin 


Western Chain Co 

Wheeling Corrugating Co 
Wickwire Bros. 

Williams & Co., J. 
Worthington Co., George 
Wright Steel & Wire Co., G. F 
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"hecchangeabiity of Parts 


cll Si —— (Wheelbarrow Trays 
have standard hole punching so 
that any tray will fit any Lrame.. 
One size and style wheel for all 

Sterling wheelbarrows. The handles 
are bored alike and suitable [or either 
right or left. One style leg fits all 
steel handled barrows,and one 
style for all wood handles....... 


Saves warehouse room aXd expense. 


By reason of Standard Component 
Parts a large stock of Sterling, 
Wheelbarrows can be stored in a 
comparatively small space. You 


who have sultered the annoyance 











of measuring and figuring to de. 
termine the required repair to 
order will welcome the wheel- 
barrow line which is Ppa 
interchangeable and that is 


Ster l ing- <: 3 








Si 


Sterling Wheelbarrow (,Kihoaukee, (Wis 


Boston, New York, Ch icago, Cleveland, Detroit. St. Louis 
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SAW GD cs DNA", 


_* ot 


Eight numbers comprise the line. 


Two of them —No. 12 and No. 14—are little 
gems. 3-quart founts, one with nickeled trim- 
mings. 

From No. 15 in all black, to No. 1900 which 
has blue porcelain enameled body and nick- 
eled trimmings, there is a style at a fine price 
range that will enable you to meet any of your 
trade demands. 


Features are: Solid feet and base; either leaded 
steel founts or copper bowl with brass top 
founts; handsome perforations; lattice fronts; 
ventilator tops; a burner that has crown wick 
stop, straight alignment and rigid footing of 
the flame spreader support; smokeless com- 
bustion; practicable automatic oil indicator. 





Sell 
Perfect 
Comfort 


HENEVER you sell a NESCO 
PERFECT OIL HEATER you 


sell Perfect Comfort because: 


The Nesco Perfect gives satisfac- 
tory service. 





The Nesco Perfect is attractive in 
appearance. 


The Nesco Perfect gives real heat 
without smoke. 


The cold room; the room on the 
wind side of the house; the room 
that needs extra heat— these needs 
supplied at once with a Nesco Per- 
fect Oil Heater. 


Folders for circularizing your trade 
are ready for you. 


Write for prices and full information 
about the various styles. 


NATIONAL ENAMELING AND STAMPING CO., Inc. 


912 St. Paul Avenue, Milwaukee, Wisconsin 


Baltimore New York 
Chicago Philadelphia 


Milwaukee St. Louis 
New Orleans Granite City, III. 


NESCO PERFECT 


OIL HEATERS 






























